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Rising Signs of 


though they have fared most poor- 
ly so far this year on the basis of 
their reports to AuUToMoTIVE NEws. 
For the first two months of 
1961, dealers in every line and 
every size city tell pretty much 
the same story: February volume 
below January; volume for both 
months below the corresponding 
1960 period; profit far below a 
year ago; staggering inventories. 


A number of dealers pinned their 


By Robert M. Lienert 
Associate Bditor 
E nation’s new-car dealers are 
cautiously optimistic over the 
outlook for sales in March and 
April despite a discouraging record 
in the first two months of the year. 
Generally, they are less hope- 
ful over the long-range pull 
through 1961. 
A cross-country check by AvurTo- 
MOTIVE News showed the tide of 
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Upturn 


== From February’s Low 


and April since the last two weeks 
of February improved.” 

“March and April may well be 
the best two months we will have 
in 1961,” said a metropolitan 
dealer in the East. “The market 
can only go up from the past few 
months, although the recession 
talk is not good.” 

Another dealer in an Eastern 
metropolitan center said he “opti- 


the National Automobile Dealers Assn., testifies before the subcommittee of the Senate 
Committee on Labor and Public Welfare in opposition to Senate Bill 895, which would 
extend coverage of the Fair Labor Standards Act to retail automobile dealers doing 
@ gross annual volume of business of one million dollars or more. Left to right are 
Paul Herzog, NADA research director; Milton Denbow, NADA special counsel; Kossman, 
and Ben Guill, NADA legislative consultant. Helen Kahn, Automotive News correspond- 
ent, is at the Press table. 


optimism running more strongly in 
cities below 100,000 than in the 
larger population centers. 

Some qualified their optimism. 
Said a dealer in a smal] Great 
Plains city: “I believe 1961 will 
come back and be as good a year 
as 1960—if manufacturers will lay 





mistically” expected to net $2,000 
on all operations in March and 
$4,500 in April after running in the 
red in January and February to the 
tune of $86 per unit. A year ago, 
he netted nearly $15,000 in the 
March-April period. He will move 
into the black this month, he said, 


hopes for an improvement on out- 
side factors: A reduction in unem- 
ployment and an improvement in 
the tenor of business news. 

“Get the newspapers to stop cry- 
ing wolf on the front pages,” urged 
a dealer in a medium-sized Mid- 
west city. 








House Committee OK’ s 
Compromise Wage Bill 


ASHINGTON.— A compromise 
minimum wage-hour bill, 
which exempts most employes of 
auto dealerships from overtime 
provisions, was reported out of the 
House Labor Committee last week. 
The concession for car, truck 
and farm-implement dealers 
came about during the heated 
struggle between liberal Demo- 
crats and protesting Republicans. 
Under the bill going to the House 
floor, all employes of these dealers, 
except office workers, are exempt 
from overtime provisions. 
However, a spokesman for the 
National Automobile Dealers Assn. 
said his group still is opposed to 
the legislation. 
* * oe 


EP. JAMES ROOSEVELT, Cali- 

fornia Democrat and chairman 
of the labor subcommittee which 
conducted preliminary studies of 
the legislation, reported he was 
pleased with the bill approved by 
the full committee. 

Hotel and restaurant workers 
were excluded from the proposal 
which was designed to weaken op- 
position to the legislation. 

Efforts to extend wage-hour cov- 





Top Cars 


New-car registrations (revised), 
seven states for January: 


196! 1960 
Pos. Model Pos. 
1— 5,702 Chevrolet 5,506— 1 
2— 4,817 Ford 5,247— 2 
3— 1,355 Rambler 1,368— 4 
4— 1,249 Plymouth 1,404— 3 
5— 1,245 Pontiac 1,099— 7 
u— 1,202 Oldsmobile 1,124— 6 
I— 1,009 Buick 895— 8 
8— 899 Dodge 1,167— 5 
9— 560 Mercury 652— 9 

10— 477 Comet... 
1l— 425 Cadillac 416—11 
12— 350 Chrysler 291—12 
13— 319 Studebaker 443—10 
14— £90 Lincoln 89—13 
15— 35 Imperial 63—14 

1,160 Misc. 2,074 

Total All Makes 
20,894 22,038 


Further details on Page 21. 








| stockpile had” reached 


erage to employes of all businesses 
with annual gross sales of more 
than $500,000 failed. The $1 million 
figure still holds. 

Under the bill, an already-cov- 
ered worker would reach the $1.25 
minimum in two steps over a 
three-year period. He would re- 
ceive $1.15 the first and second 
years and go to $1.25 in the third. 
The Roosevelt subcommittee 
wanted escalation to $1.25 in two 

years, while the administration re- 
quested a three-step, three-year 
provision—$1.15, $1.20 and $1.25. 
The administration bill had ex- 
empted salesmen for car and truck 
dealers from overtime; the Roose- 
velt subcommittee had added sales- 
men for farm-implement dealers, 
and the full committee increased 
(Continued on Page 4, Col. 3) 









off building (cars) until the dealer oe only through drastic overhead re- 
inventory nationally gets down to SOME dealers indicated they were | duction. 
hopeful of an improvement; A dealer in a small New York 


500,000.” 
simply because they could not be- 
lieve the market could continue at 
such a low ebb. 

“We expect greater things for 
spring,” said a small-town dealer 
in New England, “but we are 
cautious. We hope February is 
not indicative of March and 
April.” 

This dealer sold fewer than 10 
percent as Many new cars last 
month as he did in February a year 
ago. 

Said a Midwestern small-towner, 
“March and April look better, but 
most anything would be better than 
January and February.” 

He saw his January-February 
sales this year fall to less than half 
the volume of 1960 for that period, 
and his loss on each sale thus far 
this year has averaged $250 per new 
unit retailed. 


* * * 


WEST COAST small-town op- 
ropolitan center said, 


erator on the fringe of a met- 
mistic. We expect a good March 


* * * 


OWEVER, dealers in cities 
above one million population 
were not entirely downhearted al- 


New-Car Stocks 


In Field and in Transit, 
Domestic Makes 
1,021,814 


February, 
1961 


1,008,431 


939,334 


eee oe a 


March, 
1960 


1961 
Current Records 

High (1,038,967) - - July 1, 1960 

Low (157,607) - - - Nov. 1, 1954 

© 1961, by Automotive News 


“We're opti- 


Car Stockpile Dips to 1,008,000 


Tus supply of unsold used cars, 
as expected, shrank a bit last 
month. 

In dealer and factory stocks or 
in transit on March 1 were an esti- 
mated 1,008,431 domestic cars, off 
1.3 percent from the revised Feb. 
1 total of 1,021,814. 

The March inventory also 
showed a small improvement in 
terms of days’ supply. It amounted 
‘to a 67-day supply based on the 
full February sales rate and eh 
a 61-day hurden applied - te: 
improved sellin @ paee, for the. 
Feb. 21-28 period.-:, “i 

At mid-February, * just: cca ce 
the mojiifi-end, sales’ untyrs: 
Gu _ alitirae 
peak of about 1,08¢ 060. Dealer sup- 
plies for both Feb. 15 and Feb. 1 
also set new records of 79 days and 
68 days, respectively. 

* ok * 

ONTRACTION of the domestic 

inventory was facilitated by 


factory production cutbacks in 
February. Lower scheduling to 
balance out field stocks has con- 


tinued into March, indicating a re- 
newed effort to meet dealer com- 





a See 


3M 


ing the build-up following the 
steel strike. 

Preceding 1960, the inventory 
high for March had been un- 
equalled since the 1956 total of 
903,789, which stood as the alltime 
record-holder until the stockpile 


plaints of overly large supplies of 
new models. 

According to the monthly tabu- 
lation by AuTomotive News, an esti- 
mated 310,000 compacts were in the 
national stockpile at the beginning 
of March. The 10 compacts averaged 
a 62-day supply, although individual | first appsoached the one million 
make stockpiles ran as high as| level in the summer of 1959. 

150 days in the case of two ’61 eee 
newcomers. pews dealer inventory’situation 
While the decliné: in: the stock- was in more favorable ratio to 
pile last month was") first of | sales than any other maker at the 
mesdel senso? ie sein | beginning of March, officials 
a pushes wis 0 claimed. A West Coast district 
i... tedce” sales manager for Ford Division 
deeisred that “the inventory prob- 
lemn Which was encountered by the 
(Continued on Page 4, Col. 1) 
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News... 


Dealer dissents from NADA’s wage-hour fight. 
Page 12. 

Akron’s Sale-O-Rama. Page 3; Rambler breaks 
even on good-faith suits. Page 3. 
Auto Letter from Europe. Page 40. 
Portrait of a new-car buyer. Page 10. 
































town said, “I hope for near-normal 
volume for these two months 
(March and April), although I ex- 
pect profits will be below normal 
(Continued on Page 43, Col. 1) 


New Shutdowns 
Curb Car Output 


Rate Holds at 91,000; 
B-O-P Shut This Week 


By Martin L. Whitmyer 
Staff Writer 

yo waiting for the hoped- 

for spring sales boom to ma- 
terialize, car manufacturers are 
continuing to readjust production 
schedules downward to reduce the 
pileup of carg in dealers’ hands. 


Car output last week stood at 
an estimated 91,933 units, but this 
week’s production likely will drop 
to the lowest level of the year 
with complete shutdowns sched- 
uled at Buick, Oldsmobile and 
Pontiac “home” plants; six B-O-P 
“field” units; six of seven Chrys- 
ler Corp. plants and two Chevro- 
let units. 

Last week’s 91,933 assemblies 
were only 0.4 percent fewer than 
the previous week’s 92,360 units, 
but were 37.1 percent below the 
146,169 cars turned out during the 
week ended March 12 last year. 


Compacts took 33.8 percent of 
total industry output on 31,028 as- 
semblies last week, compared with 
30.2 percent on 27,922 units the 
previous week. Standards were off 
from 44.9 percent on 41,489 cars to 
40.2 percent on 37,000 assemblies. 
Mediums rose from 20.5 percent on 
18,906 units to 21.2 percent on 
19,455 cars. The highest-price class 
climbed from 4.4 percent on 4,043 
units to 4.8 percent on 4,450 as- 
semblies. 

Chief reason for last week’s de- 
cline was the heavy readjustment 
in production schedules at Ford Mo- 
tor Co., which halted all assembly 
operations for the entire week at 
its standard Ford plants in Dear- 
born, Dallas, Atlanta, Norfolk, Los 
Angeles, St. Louis, Metuchen, N. J., 
and Louisville; Falcon output at 
Kansas City, Metuchen, and Atlan- 
ta; Comet assemblies at Kansas 
City, and Mercury production at 

(Continued on Page 45, Col. 1) . 
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Hope for End of Slump... 
Makers Report Car Sales Pickup 


oe makers, reporting a late- 
February pickup in the daily 
sales rate, are looking hopefully to 
‘March for confirmation that the 
slump is ending. 

Domestic sales climbed to about 
17,800 per day during the final 
seven days of February, accord- 
ing to a compilation of their re- 
ports, Ordinarily, the industry 
wouldn’t boast about such a rate, 
but it achieves significance this 
year when compared with Jan- 
uary’s indicated daily pace of 
14,400. ‘ 

Auto factdries claimed 360,000 re- 
tail deliveries last month, about 
the same as in January, That 720,- 
000 total was far below the 840,000 
domestic new cars registered in the 
first two months of 1960. 


Compacts took 34 percent of do- 
mestic new-car sales last month as 


67 Cars Heading 
For Chicago in 
6-Day Mobil Run 


By William Carroll 
West Coast Editor 

LOS ANGELES: — Mobil’s Econ- 

omy Run to Chicago threaded its 
way out of Los Angeles Saturday 
morning on the first leg of a 67- 
car, 2,500-mile,. six-day grind to de- 
termine miles-per-gallon ability of 
American-built cars. 

First of the 67 cars (an Olds- 
mobile F-85) left Los . Angeles’ 
Coliseum shortly after dawn. An 
hour and seven minutes later the 
last car, also an F-85, crossed 
the starting line. Spaced one min- 
ute apart, the cars were spread 
over 50 miles of California free- 
ways on their route to the first 
stop in Tucson. 


Run rules have the starting order 
alternating each day. Accordingly, 
the last car out Saturday was the 
first car out Sunday. 

Because of the great distance be- 
ing travelled, the last car into 
Tucson had only seven hours for 
food and rest, before beginning the 
second day’s run to Roswell, N. M. 
Subsequent stops are Dallas, Little 
Rock, St. Louis and Chicago. 

AvuTomoTiveE News is rolling with 
the Run cars to cover every detail 
of this event. On the first day (Sat- 
urday), the cars drove along the 
Salton Sea at 205 feet below sea 
level. On the third day (Monday), 
they crossed the highest point on 
the Run, 7,745 feet at Apache Pass. 


The trip goes through eight 
states over routes many vaca- 
tioners select. A feature of the 
1961 run is the use of secondary 
roads for about 20 percent of the 
Run to make driving skill a por- 
tion of economy testing. More dif- 
ficult situations were included to 

(Continued on Page 42, Col. 3) 
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Business Barometer 


Automotive News Economic Index — 


95.0 Percent of Like Week Last Year 


Auto Production ............... 92,360 91.9 66.6 
Truck Production .............. 19,574 91.5 69.6 
Auto Registrations—Year to date.. 20,894 vis8 94.8 
Truck Registrations—Year to date. 2,275 een 140.0 
Steel Production—Tons ......... 1,580,000 99.9 59.7 
Lumber Production—Board feet... 196,703,000 100.0 77.6 
Paperboard Production—Tons.... 316,648 103.8 95.8 
Soft Coal Output—tons ........ 6,580,000 92.5 77.4 
Oil Refinery Output—Barrels ..... 54,216,000 100.9 106.7 
Electric Output—kKilowatt hours.... | 14,226,000,000 99.9 99.0 
Barometer Freight Car Loadings 279,828 95.1 84.3 
Department Store Sales Index .. 122 106.1 110.9 
Stock Market Price Index....... 129.1 101.9 116.0 
U.S. Government Spending 

—Fiscal year to date ........e00. $64,273,277,000 pate 102.7 
Commercial and Industrial Loans $31,248,000,000 99.9 103.6 
Savings Deposits ................ $34,606,000,000 100.3 114.9 
Used-Car Prices-—Average........ $1,052 101.5 96.8 
Business Failures ................ 408 117.2 136.5 
Common Common 
Stocks March8 March! 1960-61 Range Stocks March8 March! 1960-6! Range 
MG: ...:; 17% 185 292-16 1% M6. 3... ccs. 4854 47Y_ 52Yo-38% 
Chrysler... 43% 45  71%-37% Mack...... 40%, 424%, 52%-29% 
Ford....... 76% 76, 92%-60% Pi. seas: BY, 85 241y- 6Y% 
cic; cs 444, 45 55%-40V%, White...... 525% 52% 6734-36 


(March 13, 1961) 


they totalled 122,400 of the 360,000 
deliveries, 
cd eo Oo 

EBRUARY estimates indicate 

that General Motors captured 
49.5 percent of domestic sales with 
178,643 deliveries. Other totals were: 
Ford Motor, 112,742 and 31.3 per- 
cent; Chrysler Corp., 42,150 and 11.7 
percent; American Motors, 21,186 
and 5.9 percent, and Studebaker, 

5,892 and 1.6 percent. 

With two miserable months be- 
hind them, the manufacturers are 
quick to clutch at any straw that 
promises an upturn, 

Chevrolet General Manager Ed- 
ward N. Cole pointed to an in- 
crease in truck sales and said it 
is “an indication of general eco- 
nomic improvement in the 
months immediately ahead be- 
cause of its underlying confidence 
by the business community.” 

Cole said Chevrolet dealers de- 
livered 22,657 trucks last month, an 
increase of 12.4 percent over Jan- 
uary. Car sales reached 106,590, a 
month-to-month rise of 10.2 per- 
cent, 

* * * 

ORVAIR accounted for 23,345 of 

Chevrolet's February new-car 
sales, an increase of 25 percent over 
January and 27 percent over Feb- 
ruary, 1960. Corvair outsold Ram- 
bler (21,186) for the first time. 

S. E. Knudsen said his Pon- 
tiac dealers moved 9,498 new cars 
in the Feb. 21-28 period, an in- 
crease of 50 percent over the 
previous 10 days. He said Pon- 
tiac sales for the month totalled 
23,428, including 7,213 Tempests. 
Estimates for other General Mo- 

tors divisions were: Cadillac, 11,400; 
Oldsmobile, 20,900, and Buick, 
16,325. Some 4,360 F-85s and 4,370 
Specials were included in the Olds- 
mobile and Buick figures, 

Chrysler Corp.’s daily sales rate 


for the last week in February was 
2,150 cars. E, C. Quinn, sales divi- 
sions vice-president, said it was the 
highest daily rate of the year and 
26 percent above the mid-February 
period. 
* a a 

UINN also mentioned a steady 

improvement in his dealers’ 
used-car sales throughout the 
month, Both volume and daily rate 
increased in each 10-day period, he 
said, 

Byron J. Nichols, Dodge general 
manager, reported sales of 6,135 
new cars in the last week of the 
month, compared with 4,910 the 
previous 10 days. That’s an increase 
of 25 percent in volume and 43 per- 
cent in the daily rate. (There was 
one less selling day in the final pe- 
riod.) 

Nichols said Lancer deliveries 
climbed from 150 per day in the 
first 10 days of February to 227 
in the final seven selling days, 

He looks for better weather to 
improve sales and noted that “our 
strongest markets are in the North- 
east, where snowstorms have re- 
duced business of every type.” 

Plymouth reported a 10 percent 
hike in the daily rate in the final 
third of February, and Chrysler- 
Imperial figures showed an 8.5 per- 
cent rise. 

* * * 
ODGE counted 15,922 new-car 
sales in February, including 
4,225 Lancers. Other Chrysler Corp. 
estimates were: Plymouth, 20,093 
(including 7,900 Valiants); Chrysler, 
5,400, and Imperial, 735. 

M. S. McLaughlin, Ford Division 
general sales manager, cited an in- 
crease in his division’s daily sales 
rate in February as an indication 
that industry sales are on the up- 
swing. 

He said the Ford-Falcon-Thun- 
derbird daily rate in the final pe- 

(Continued on Page 45, Col. 4) 


Feb. Sales in Miami Hit 
One of Lowest Points Ever 


By Trescot Goode 
Staff Correspondent 

MIAMI, — If February new-car 
sales always indicate the trend for 
the year, Miami auto dealers can 
find little comfort in official regis- 
tration figures released by O. C. 
Farnsworth, manager for Miami 
Auto Dealers’ Assn. 

No matter how one compares 
the results — February against 
January of this year, February 
against the same month in ’60, 
or the two months of ’61 with the 
two months of ’60—the answer is 
always the same, This February 
was one of the lowest on record. 


Sales this February totalled 3,095, 
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compared with 3,881 a year ago. 
The total for January and Febru- 
ary was 7,086, compared with 8,781 
in the like period last year. 

There are those who say that 
because of the steel strike last year 
and the subsequent upsurge of de- 
liveries in February, one gets a 
distorted picture of the compari- 
sons. Undoubtedly this has some 
effect on the comparative figures, 
but certainly not enough to change 
the trend. 

Despite some forced optimism 
and the adoption by some dealers 
of the BIBA slogan (Business Is 
Booming Again), most dealers re- 
flect their views of the situation 
by the type of advertising copy now 
being published. The emphasis is 
solely on prices and terms, with an 
utter disregard for product and 
prestige. 

Newspaper copy verges on dis- 
tress, panic-stricken and just 
plain “moxie” ads, with huge dis- 
counts, “sky-high” overallow- 
ances, absurdly low downpay- 
ments and weekly terms, five- 
year warranty guarantees, slyly 
worded restrictions, “free give- 
aways” even to gifts of dishes 
and silverware. 

The one bright spot is truck 
sales, with exactly the same num- 
ber of registrations for this year 
as last, 560. 

The bottom’ has dropped out of 
the import ™-rket. Total for the 
two months ‘960 was 1,500. This 
year it’s 744. *wagen showed a 
gain from , 259, and Simca 
jumped fror nere 30 to 147. 


Ford trui t “hich have led 
Chevrolet. .* ve of the last six 
years, are “ently in second place, 
but only margin of six units. 


Domestic compacts seem to hold 
their respective positions, with Fal- 
cons on top for the year with 770, 
Rambler second with 542 (although 
February sales were 108 fewer than 
in January), and Corvair, 432. Com- 
pacts gained 39 percent of domestic 
sales in February, 35 percent for 
the year to date, No compact sales 
figures are available for ’60. 








ae a 


Temco Signs to Build Aerocar— 





A contract has. been. signed paving the way for Ling-Temco Electronics, Inc., Dallas, 
to build the flying automobile, Aerocar, shown in flight over Ft. Worth. Under terms of 
the contract, Ling-Temco: has agreed fo begin manufacture of the unique automobile- 
airplane for Aeracar- International Corp., Ft. Worth, upon Aerocar's obtaining sufficient 
firm orders by. July 1, 1961, -to justify quantity production. As an automobile, the 
vehicle has a ptactical speed of. 60 miles an hour, with a road range of 300 miles. 
As an aircraft, it cruises at 100 mph, with a range of 300 miles. 


By Jack Bernstein 
Staff Correspondent. 

T. LOUIS. — Just. as nature 

awakens in springtime, retail 
auto sales in. the St. Louis area 
appear to have improved in the last 
two weeks. : 

A survey of. representative 
dealers indicated a-strong end 
to February. Because of the soft 
economic situation, compacts and 
smaller models were moving. 
Noteworthy also were wholesale 
used-car prices, which grew 
stronger as the search for “good 
clean cars” eentinued. 

Milner Chevrolet reported the 
“last two Saturdays were good.” 
Gordon Caswell, sales manager, said 
every model wag selling, especially 
convertibles. Used cars were not 
moving and the floor plan was 
heavy there, he said. 

Goddard Motors, Inc. (Plymouth), 
in North St. Louis County, revealed 
that Valiant is doing better than 
Plymouth and that most of the 
slow business was attributed to 
bad weather. 

Ben Stepman, president of Step- 
man Motors, was quite pleased 
with February, which he termed 
“much better.” 

“I was sorry to see that month 
end,” he said. “New and: used-car 

sales are up. Even the ’61s are be- 
ginning to move now. I have placed 
my second new-car order within 
10 days.” 

Stepman said the Dart was stand- 
ing out, with the Phoenix and Sen- 
eca models most popular. He 


asserted that used-car prices have 
held up and explained that the 
wholesale used-car prices turned 
up two weeks ago. 
* * * 
BUICK dealer called the situa- 
tion slightly improved, and said 





Past and Present— 


Models representing George and Martha 
Washington arrive in a 1961 car marking 
the start of the Hartford Automobile Deal- 
ers. Assn.’s Washington's Birthday Open 
House. In the background is a statue of 
Revolutionary War hero Lafayette. (See 
story, Page 44.) 


February. Ends on Bright Note... 


St. Louis Sales Rising 






that “used cars were doing real 
well.” 

Grebe-Fischer Oldsmobile also 
reported a pickup in new and 
used cars. The F-85 is lagging 
some, said sales manager Clyde 
Wilcox, but the bigger cars are 
moving, especially “the. 88s, our 
bread and butter.” 

Wilcox also said he found that 
used-car prices have firmed in the 
last 10 days and that clean cars are 
bringing a premium. 

Ben Lindenbusch, Inc, (Stude- 
baker), reported a slight pickup in 
the last 10 days of February. Lay- 

(Continued on Page 45, Col. 3) 


NADA Endorses 


‘Drive America’ 


Mitchell Cites Need 
Of Spur to Economy 


WASHINGTON. — The National 
Automobile Dealers Assn. last week 
endorsed the “Drive America to 
Prosperity” sales promotion cam- 
paign designed to speed up the 
nation’s economy. 

“The nation needs a worthy ve- 
hicle to get our industry rolling 
again,” said William H. Mitchell 
jr.. chairman of the NADA Ad- 
vertising and Public Relations 
Committee, “and the cooperation 
of at least 14 major manufactur- 
ers of nationally advertised prod- 
ucts who are supporting this pro- 
gram should generate some nec- 
essary action in this direction. 

“If this campaign helps reduce 
materially the million new-car in- 
ventory now in the hands of the 
nation’s franchised dealers, our un- 
employment and business picture 
should show a healthy improve- 
ment.” 

Citing President Kennedy’s in- 
augural address in which he said 
there are times when the people 
should ask “what can I do for my 
country,” Mitchell said: 

“This looks like a good time for 
One organization to demonstrate 
what it can do in answer to the 
question posed by the President.” 
Under the “Drive America” pro- 
gram, which was originated by 
Merrick Co., Cleveland supplier of 
point-of-sale promotion material, 
auto dealers would distribute “Buy- 
er’s Dividends” to people who bring 
their cars into showrooms for an 
appraisal. 

Each of the 25 dividends entitles 
the holder to a “bonus” on the pur- 
chase or demonstration of a par- 
ticular product specified by each 
of the participating manufacturers. 

There is no charge to the auto 
owner for the appraisal and the 
participating dealer handles no 
merchandise. The dividends are 
contained in a kit for dealers in- 
cluding campaign promotion mate- 
rial prepared. by Merrick. 
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by Robert M. Finlay 





=" a picture of a classroom full 
of bright-eyed youngsters wear- 
ing huge paper ears and sitting 
attentively at their desks. I cut it 
out for a nursery-school teacher I 
know, but then it occurred to me 
that there is a story that goes 
with it that might interest you. It 
concerns your mental filters and 
mine. 

Some rare members of the hu- 
man race have clear reception. 
Most of us have developed filters 
that strain out material, either 
consciously or unconsciously. 
This is an important thing for 

every auto dealer to guard against, 
and for any business man to recog- 
nize. We know a reporter who 
hears only part of what the people 
he interviews say—the part that 
agrees with the preconceived no- 
tion he had when he started to 
work on the story. Beware of the 
reporter who has strong opinions. 

He may ask you if it is true 
that, as he hears, dealers are los- 
ing business to the opposition, and 
you may say: 

“Well, I hear that this is true 
of some dealers, but not at our 
shop. Our business has gone up 
from $4,000 a month to $6,000.” And 
then you may go on telling him 
why your business is increasing, 
but it never gets through the filter. 

The part he heard was “this is 
true of some dealers,” and he thinks 
it confirms the idea he set out 
with. The fact that it doesn’t, that 
you don’t know for sure what is 
happening to those other dealers, 
never reaches him. 

* * + 

I RECALL the quaint notion the 

editor had at a daily news- 
paper at which I once worked. 
Every time someone proposed using 
a picture on page one, he would 
say: “Yeah, that’s a great picture. 
It’s too bad the publisher doesn’t 
like pictures on page one.” 

At times publishers are remote 
from the product they put out. 
They drop a word here and there 
and it becomes sacred. Sometimes, 
also, it becomes misunderstood, and 
it still becomes sacred. 

By chance this particular pub- 
lisher learned that he was sup- 
posed to have said he didn’t like 
pictures on page one. 

“I said no such thing,” he as- 
serted heatedly. “What I said 
was that I don’t like to see pic- 
tures on page one just to use a 
picture on page one. If it merits 
use on page one, I want it on 
page one.” 

And, of course, his view was 
sound, for if you use pictures on 
page one, whether they merit it 
or not, people get used to this. But 
if you use a picture only on page 
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one when it merits it, readers get 
used to this, too, and when they 
see a picture there they tend to 
snap to attention unconsciously. 

* * * 


How many sacred cows are in 
the minds of your employes? 
Do they reflect your own views? 
Do your employes think you are 
not interested in service because 
they never see you taking an in- 
terest in service? 


Your actions tend to put filters 
in the minds of your employes 
which strain out what you say. 
Like, if you say, “Service is the 
most important thing in our busi- 
ness,” and they never see you out 
in the service department making 
sure that customers get good serv- 
ice, they know you are just mouth- 
ing a statement that you are not 
interested in, no matter how true 
it may be. 

There are even dealers who 
adopt the attitude that the shop 
customers are so demanding that 
it is better for the boss to stay 
out of their way. This becomes 
something that they cannot face 
and they develop odd attitudes 
toward it which they reflect to 
their employes. 


The real problems of our lives 
are the problems we do not face. 
Once we face them, we find they 
are not so bad. Take Arthur 
Waterman, a veteran and respected 
dealer (he was even successful 
selling Edsels) in Portland, Me. 
Waterman insisted that his em- 


ployes bring to him any complaint 


they couldn’t meet to the satisfac- 
tion of the customers. After hear- 
ing out the customers, Waterman 
would ask: 

“What can I do to make you 
happy?” 

It is surprising, said Waterman, 
what little customers ask if you 
only have sense enough to recog- 
nize their dignity as human be- 
ings and indicate a willingness to 
give them the attention they think 
they deserve. 

eo ok * 


OX THOSE big paper ears? 
They are a means of capturing 
the imagination of the youngsters 
and holding their attention so the 
message gets through. It is a device 
for removing the filters or the 
mental blocks. 

Do your messages get through 
to your employes? Do they prop- 
erly reflect your attitudes? Do 
you use imagination in inspiring 
them? ~ 

Pay attention particularly to the 
minds that stand between you and 
your customers and between you 
and people who might give you 
ideas. 

Little minds can stop big ideas 
from reaching you. 

I’ve known advertising managers 
(their companies are now defunct) 
who tucked any really original 
ideas brought to them under their 
seats. They knew how to handle 
routine ideas, but they were afraid 
to take a position on new ideas. 
What a man does with new ideas 
exposes the breadth of his under- 
standing as well as the extent of 
his courage. 

Even if he hasn’t any guts, he 
can always say: “Now I just throw 
this out for what it is worth.” 
This is the built-in excuse, but it 
is better than making a career of 
sitting on other people’s ideas. 

I recall with considerable fond- 
ness the editor who looked over a 
story I had written years ago and 
said: 

“Well, this isn’t the way I 
would have written it, but I’m 
not so thick-headed as to think 
I’m the only guy who knows how 
to write a story.” 

It is sometimes as laudable to 
stay out of the way of an idea, 
so that it can reach others, as it is 
to develop the idea. Sort of makes 
you midwife to the idea. 








Ford Dealer Accused 


Of Sticker Omission 

EAST HARTFORD, Conn. — 
O’Meara Motors Inc. (Ford), 
has been accused of selling a 
new car that did not carry a price 
sticker. It is the state’s first case 
since the sticker law’s adoption 
in 1958, 

Mrs. Ellen F. Kiernan com- 
plained that she bought a new 
car for $2,854 last September and 
that the car carried no sticker. 
An identical model had a sug- 
gested list price of $2,550, she 
claimed, 





Out of the Doldrums.. . 





Sale-O-Rama Boosts 
Akron-Area Car Sales 


AKRON.—The sixth annual Sale- 
O-Rama, sponsored by the Akron 
Automobile Dealers Assn., is credit- 
ed with pulling Akron-area new-car 
sales out of the doldrums, 

For the week of Feb. 27-March 
4, new-car deliveries rose to 469 
units, an increase of 61 percent 


HARTFORD AUTOMOBILE DEALERS ASSOCIATION 
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Hartford Holiday Sales Set Mark— 


Officials of the Hartford Automobile Dealers Assn. display a “box score" of record 
sales achieved during the group's two-day Washington's Birthday Open House. Left 
to right are Hy Dworin, president; |. S. Grody, advertising and merchandising chair- 
man; Harry Burke, open house chairman; Murray Lipman, co-chairman, and Lee Isen- 
berg, executive secretary and public relations counsel. (Story on Page 44.) 


Ex-Rambler Dealer Wins 
Good-Faith Settlement 


By Maynard M. Gordon 
News Editor 


N THE eve of a scheduled trial 

under the federal good-faith 
law, American Motors has paid a 
$3,000 out-of-court settlement to a 
former Rambler dealer in Jasper, 
Ala. 

The payment by an auto manu- 
facturer to a suing dealer was only 
the second believed to have been 
reached since the good-faith law 
was put into effect in August, 1956. 
The first settlement two years ago 
was for $15,000 between Chrysler 
Corp. and a suburban Detroit 
dealer. 

The Alabama settlement, which 
was accepted by Federal District 
Court in Birmingham in the form 
of a consent judgment, came just 
as American Motors itself added 
another court victory to the rec- 
ord of factory successes under 
the good-faith law. 

In Los Angeles, Federal Judge 
Ernest A. Tolin heard six days of 
trial proceedings and handed down 
a directed verdict of innocent in a 
suit against AMC by an unrenewed 
Rambler dealership, Novotny’s, Inc. 

* cS * 
LAINTIFF in the Alabama case 
was Carl H. Price (Lincoln- 
Mercury-C omet-Lark-GMC), who 
held a Rambler franchise from 
Sept. 28, 1959, until receipt of a 
cancellation notice April 1, 1960. 
Price first sued American Mo- 


tors, asking $100,000:;damages, in 
Walker County Cir- Court. The 
case later was tr red to Bir- 


mingham Federai + at Ameri- 


can Motors’ reques 
According to I ‘he dispute 
with American Mm “Ss arose 
when the Comet wasergm troduced 
March 17, 1960. He had id, Ram- 
blers from a_ separate ° location, 
but decided to combine his show- 
rooms at about the time the 

Comet reached the market. 

“We requested permission to 
combine the two dealerships, which 
was agreeable with American Mo- 
tors until we introduced the Comet, 
after which American Motors can- 











celled their franchise without prior 
notice,” Price told AvTomortivE 
NEws. 

Robert T. Wilson, Jasper, Price’s 
attorney, said he did not regard as 
sufficient defense the American Mo- 
tors position that movement of the 
Rambler dealership constituted 
lack of good faith on the dealer’s 
part. 


* * * 

RICE said the Rambler fran- 

chise was terminated “because 
American Motors could not supply 
the needed units to meet the orders 
of our dealership.” 

He said he had sold 10 Comets for 
every Rambler since the latter’s 
franchise was terminated last 
April 1. 

Price had signed a one-year 
franchise with Rambler and 
claimed in his bill of complaint 
that he lost $5,000 for the pur- 
chase of obsolete equipment re- 
quired by American Motors be- 

(Continued on Page 44, Col, 1) 





Wemhoft 


April 30 convention to Nashville . 


John Lehman, manager of Akron 














On the House... 


If auto makers hope to sell a lot more cars in 
the overseas market, I don’t know where they’ll find 
the space in such places as the West Indies, South 
America and Panama. These areas have worse traffic 
jams than we do in big U. S. cities, I found on a 
recent tour. U. S. highways are ’way behind those 
in South American nations in the use of symbol road 
signs; no language barrier in this type sign... 

On my way home, stopped off to see Bill 
France’s third annual Daytona 500; final day 
crowd was 65,000, about 15,000 more than have 
attended previous finals. Also found out that the 
Speedway, after taking a loss in its first year, 
showed a net profit of $38,000 last year on a gross of $673,649... 
While I was away, death took Myra Sinsabaugh, 86, widow of Chris 
Sinsabaugh, Automotive News’ editor from 1980 to 1943... 
Knoxville has gone dry, so Tennessee dealers have shifted their 


dealer, has purchased Wabash Island in the Ohio River for $153,000; 
includes 906 acres, plus producing oil wells . . 


in Congressional Record by Rep. W. H. Ayres. . 
tion is trying to get press to stop headlining gloom. 


over the 291 sales registered for 
the preceding week. 


Used-car sales also benefited 
from the promotion, climbing to 
639 for a gain of 35 percent over 
the 475 registered the previous 
week. 


So successful was the effort that 
dealers voted to extend Sale-O- 
Rama for a second week, March 
6-11. 

To launch the second week of the 
promotion, some 350 dealers and 
salesmen turned out for a 7 a.m. 
breakfast at the Sheraton Hotel at 
which Jack I. Criswell, chief of 
sales training and promotion for 
Ohio Bell Telephone Co., was the 
speaker. 

“With salesmen keyed up and 
a good break in the weather pos- 
sible, we are expecting to surpass 
the first week’s results,” E. John 
Lehman, secretary-manager of 
the dealers association, said, 

Lehman admitted the results of 
the promotion were not as good as 
last year’s but pointed out that 
new-car volume for the first two 
months of ’61 was 35 percent below 
1960. 

“Actually we are just getting into 
the 1961 market,” he added. “Up to 
now, much of the effort was ex- 
pended in selling ’60 models.” 

Sale-O-Rama replaces the tradi- 
tional auto show since there are no 
facilities here large enough for a 
show. To kick off the promotion, 
the Beacon Journal issued a 24- 
page special section, 

There were stories on Lehman, 
the best auto salesmen in the area 
and individual dealers. Other fea- 
tures covered the impact of motor 
vehicles on all walks of life. 


There also were 700 spot an- 
nouncements over the four local 
radio stations coupled with other 
advertising, all aimed at bringing 
auto-minded customers to dealer 
showrooms. 

Salesrooms were open each night 
the first week until 9 p.m. During 
the second week, however, dealers 
returned to their normal] schedule 
with only two night openings — 
Monday and Thursday—the same 
as the downtown stores. 


Georgia Adopts 
Auto-Title Law 


ATLANTA.—On March 3, Geor- 
gia became the 42nd state in the 
nation to have an automobile title 
law. 

On that date, Gov. Ernest Van- 
diver signed into law the state’s 
new auto-title regulation, 

The bill provides that all new 
cars sold shall be registered and 
that all autos will come under the 
title registration provisions by 
1965. 

















.. Joe O’Daniel, Evansville (Ind.) 






. Trade article by 
association, was inserted recently 
. San Diego associa- 







—Perte Wemuorr, Editor, 
Automotive News 
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Days’ Supply Also Off... 
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61 Stockpile Shades 
One Million Mark 


(Continued from Page 1) 


automobile industry in mid-1960 has 
been remedied as far as Ford 
dealers are concerned.” 

“Our present plans,” he added, 
“call for a continuation of the 
present stock level which will give 
all concerned a sound inventory 
from which to operate.” 


Officials said Ford dealers in 
the Los ‘Angeles district had 
lopped ‘their inventories from 
16,313 Fords, Falcons and Thun- 
derbirds last June to 11,000 at 
the end of February. 

Other dealer reports on March 1 
inventories were as follows: 
Oklahoma Chevrolet: 60-day sup- 
ply of all ’61s, including 20-day 
supply of Corvairs. Compact sales 
ratio: 19 percent. 

Michigan Ford: 45-day supply of 


’6ls, including 30-day supply of 
Falcons. Compact sales ratio: 30 
per cent. 
* * ok 
45- 


ee Plymouth: 
day and 30-day. Fifty percent 
ratio of sales. 

Texas Dodge: 48-day and 42-day. 
Fifty percent ratio. 

Oregon Buick: 65-day and 55-day. 
Fifty percent. 

Virginia Studebaker: 24-day. 

California Rambler: 60-day. 

Wisconsin Oldsmobile: 90-day and 
150-day. Seven percent. 

Pennsylvania Lincoln - Mercury- 





New-Car Stocks 


Domestic Makes 
(Compiled by Automotive News) 





Dealers 
Cars Cars In Total 
in Transit Potential 
Period Field to Inventory 
Ending Stocks? Dealers Stocks 
Jan. 1, ’50.... 251,754 188,500 440,254 
July 1, °50.... 311,084 167,500 478,584 
Jan, 1, ’51.... . 89,900 404,788 
Apr. 1, ’51.... 406,541 138,500 545,041 
duly 1, ’51.... 357,606 90,700 448,306 
Jan. 1, ’52.... 224,968 31,000 255,968 
April 1, ’52.... 213,391 83,000 296,391 
July 1, ’52.... 193,462 84,500 277,962 
Jan, 1, ’53.... 291,671 83,300 374,971 
April 1, ’53.... 445,882 89,300 535,182 
duly 1, ’53.... 479,698 82,800 562,498 
Oct. 1, ’53.... 519,037 60,900 579,937 
Jan. 1, ’54.... 428,125 36,600 464.725 
April 1, ’54.... 541,911 64,000 605,911 
duly 1, ’54.... 445,665 62,500 508,165 
Oct. 1, ’54.... 267,469 29,000 296,469 
Jan, 1, ’55.... 293,881 68.500 362,381 
April 1, ’55.... 544,038 99,500 643,538 
duly 1, ’55.... 736,591 77,000 813,591 
Oct. 1, ’55.... 489,475 48,900 538,375 
Jan, 1, ’56.... 755,177 53,300 808,477 
Feb. 1, ’56.... 801,499 1900 870,399 
Mar. 1, ’56.... 840,089 63,700 903,789 
April 1, ’56.... 827,977 68,100 898,669 
May 1, ’56.... 846,285 56,300 902,585 
June 1, ’56.... 746,012 52,890 798,902 
duly 1, ’56.... 613,451 50,568 679,596 
Aug, 1, ’56.... 551,081 53,026 588,172 
Sept, 1, ’56.... 456,013 48,382 504,395 
Oct, 1, °56.... 288,103 25,900 314,003 
Nov, 1, ’56.... 212,967 65,008 277,975 
Dec, 1, ’56.... 318,587 79,656 398,243 
Jan, 1, ’57.... 461,850 50,168 512,018 
Feb, 1, ’57.... 561,934 68,100 630,034 
Mar, 1, ’57.... 664,608 68,400 733,008 
April 1, ’57.... 682,790 63,125 745,915 
May 1, ’57.... 677,705 59,500 737,205 
June 1, ’57.... 724,329 63,420 787,749 
July 1, °57.... 682,121 63,090 745,211 
Aug. 1, ’57.... 645,445 59,300 704,745 
Sept, 1, ’57.... 684,484 45,052 729,536 
Oct. 1, ’57.... 547,549 25,085 572,634 
Noy, 1, ’57.... 380,740 68,300 449,040 
Dec, 1, ’57.... 460,149 71,800 531,949 
Jan, 1, ’58.... 597,208 55,000 652,208 
Feb, 1, ’58.... 725,003 54,100 779,103 
Mar. 1, ’58.... 821,566 44,000 865,566 
April 1, ’58.... 783,201 45,900 833,201 
May 1, ’58.... 738,464 38,500 776,964 
June 1, ’58.... 704,751 36,500 741,251 
duly 1, ’58.... 630,598 45,000 675,598 
Aug, 1, ’58.... 600,656 30,000 630,656 
Sept. 1, ’58.... 455,984 7,700 463,684 
Oct, 1, ’58.... 291,397 21,500 312,897 
Nov. 1, ’58.... 241,382 45,100 286,482 
Dec, 1, ’58.... 387,131 73,200 460,331 
Jan, 1, ’59.... 477,099 67,000 544,099 
Feb, 1, ’59.... 608,525 58,200 666,725 
Mar, 1, ’59.... 643,239 63,600 106,839 
April 1, °59 = ..710,382 66,620 777,002 
May 1, ’59.... 766,185 68,000 834,185 
June 1, ’59.... 845,920 63,300 900,220 
duly 1, ’59.... 844,152 64,000 908,152 
Aug, 1, ’59.... 928,390 48,000 976,390 
Sept, 1, ’59.... 688,035 15,000 103,035 
Oct, 1, ’59.... 467,038 52,500 519,538 
Nov, 1, ’59.... 472,409 51,000 523,909 
Dec, 1, ’59.... 387,972 20,000 407,972 
Jan, 1, ’60... 510,467 56,000 566,467 
Feb, 1, ’60.... 687,153 85,200 172,353 | 
Mar. 1, ’60.... 862,334 77,000 939,334 
April 1, ’60.... 934,427 72,000 1,006,427 | 
May 1, ’60.... 942,894 66,800 1,009,694 | 
June 1, ’60.... 953,090 71,000 1,024,090 
July 1, ’60.... 994,967 44,000 1,038,967 
Aug. 1, ’60.... 980,134 38,200 1,018,334 
Sept, 1, ’60.... 852,981 28,500 $81,481 
Oct 1, ’60.... 784,677 71,000 855,677 
Nov. 1, ’60.... 840,450 73,300 913,750 
Dec, 1, ’60.... 892,627 67,500 960,127 
Jan, 1, ’61....*953,603 41,525 *995,128 
Feb, 1, ’61....*971,814 50,000 *1,021,814 
Mar, 1, ’61.... 964,431 44,000 1,008,431 
+ Field stocks include cars actually at 
dealerships, those warehoused by dealers 
and factories, and demonstrators. 
* Revised. 
ES 





Comet: 60-day and 30-day. Twenty- 


five percent. 
Ohio Dodge: 45-day and 30-day. 
One-third compacts. 
—Maynarp M. Gorpon 


Auto Credit Ebbs 
4th Month in Row 


Drop of $255 Million 
Was Largest to Date 


WASHINGTON.—The volume of 
auto credit outstanding fell by $255 
million in January to reach $17,611 
million at the end of the month, 
the Federal Reserve Board reported. 

The drop was the fourth month- 
ly decline in a row and by far 
the largest of the four. The total 
dropped by $101 million in De- 
cember. 

The credit total went up for 
eight consecutive months before 
the current slide set in. In the last 
year, the total has expanded by 
$1,092 million. 

Total installment debt of con- 
sumers declined by $499 million in 
January to reach $42,782 million at 
month’s end. All classes of install- 
ment debt shared in the decline. 

Auto credit extended in January 
amounted to $1,130 million, compar- 
ed with $1,248 million in December 
and $1,269 million in January, 1960. 
Payments on auto debt in January 
reached $1,385 million, above the 
$1,349 million in December and the 
$1,299 million in January, 1960. 

Banks held $7,953 million of the 
auto debt outstanding on Jan. 31, 
down $87 million during the month 
but a gain of $601 million in the 
last year. 

Finance companies held another 
$7,555 million at the end of Jan- 
uary, a drop of $140 million dur- 
ing the month but a gain of $250 
million in the last year, 

Other financial] institutions had 
extended another $1,599 million of 
the debt, down $19 million during 
January but an increase of $217 
million in the last year. 

Auto dealers held the remaining 
$504 million of the auto paper, $9 
million less than a month earlier 
but $24 million more than a year 
earlier. 


Ford Receives 
Turbine Contract 


For $3.8 Million 


DEARBORN.— Ford Motor Co. 
has received a $3.8 million contract 
from the Navy’s Bureau of Ships 
for a joint Army-Navy development 
of a 600-horsepower gas turbine 
engine. 

The three-year research and de- 
velopment contract was awarded 
to Ford following a design com- 
petition among 10 major companies 
active in the gas turbine and air- 
craft engine field, including Chrys- 
ler and General Motors. 

The contract calls for a compact 
lightweight turbine with fuel econ- 
omy comparable to that of internal 
combustion reciprocating engines. 
Design, fabrication and testing will 
be done by Ford’s turbo machines 
department, engineering and _ re- 
search staff. 

“The 600-horsepower gas turbine 
will satisfy a multitude of military 
requirements for a_ lightweight, 
multifuel engine with extremely 
long life,” Dr. Andrew A. Kucher, 
Ford vice-president, said. “It will 
be applicable to boats, amphibious 
vehicles, trucks, tanks, field power 
generators and many other military 
uses.” 

The power requirement is ex- 
actly double that of Ford’s recently 
announced 704 gas turbine, which 
delivers 300 horsepower. 








Dealers Take Delivery— 
Fifteen St. Louis Ford dealers gathered 


at the Ford assembly plant in Hazelwood, 


Mo., to take delivery of the first 50 Fords produced there since 1943. The plant this 
month switched from Mercury to standard-size Ford production. Dealers on hand 
for the event included, from left, Jack Heutel, George Pappas, B. E. Hohlt, Ray 
Crocker, Dave Riesmeyer, Frank E. Wilde, St. Louis assembly plant manager; Tom 
Costello, Fred Baier, Willis Brodhead, Guy Hamilton jr., Ford St. Louis district sales 
manager; Vincent McMahon, Ken Bender, Lowell Sutton, Bill Kribs, Adolph Roeper, Al 


Monte, and Ed Stivers. 


House Committee OK’s 
Compromise Wage Bill 


(Continued from Page 1) 


the overtime exemption to al] em- 
ployes except office help. 

Republican attempts to broaden 
coverage—and thus invite its death 
on the House floor while a milder 
bill is substituted—resulted in ex- 
tending coverage to nontipped em- 
ployes of hotels and restaurants. 
This was dropped out of the ap- 
proved bill. 

* * * 

i“ THE Senate, something closely 

akin to the administration bill 
seems sure to come out of com- 
mittee and is said to have a good 
chance on the floor. 

With the more conservative 


Name Buckminster 
Head of Dodge’s 
Truck Operation 


DETROIT. — Philip N, Buckmin- 
ster, former head of Chrysler In- 
ternational, has been recalled from 
Switzerland to take charge of 
Dodge truck activities as assistant 
general manager of Dodge Division. 

J. Russell Longon has been ap- 
pointed president and managing di- 
rector of Chrysler International, 





J. Russell Longon P.N. Buckminster 


S.A., to succeed Buckminster in 
Geneva, Switzerland, Longon was 
previously executive director of 
Western Hemisphere companies for 
Chrysler International. 

As head of Chrysler Internation- 
al, S.A., since its formation in Sep- 
tember, 1958, Buckminster has been 
responsible for directing and coor- 
dinating all marketing and manu- 
facturing operations outside the 
United States and Canada involving 
Chrysler Corp. vehicles and other 
products. 

Under his direction, substantial 
progress in market coverage and 
market penetration has been re- 
corded in all of the world markets 
where Gpfysler products are en- 
tered, the’¢ompany said. 

Prior to joining Chrysler Corp. 
in July, 1957, Buckminster held 
various marketing positions with 
another automotive manufacturer 
and previously was associated with 
Baldwin Rubber Co. and Detroit 
Edison Co. During World War II, 
he was contracting officer for the 
Detroit Ordnance District, 








House, chances of passage there 
would seem to be delayed, full of 
haggling, and quite possibly again 
a bill so incompatible with a Sen- 
ate-passed bill that there again 
would be an impasse in conference. 


Conn. Assn. Seeks 
Tax Exemption 


For Inventories 


HARTFORD. — The Connecticut 
Automotive Trades Assn. is sup- 
porting a bill exempting auto deal- 
ers’ inventories from local property 
taxes and setting up a system 
under which purchasers would be 
taxable for cars upon acquisition. 


Carl R, Lane, CATA spokesman, 
and several other dealers claimed 
that taxes on inventories are an in- 
equitable burden on dealers. 

They contended that under the 
proposed purchase system there 
would be more revenues for towns 
where car purchases now are often 
timed to avoid ownership, and thus 
taxation, on local assessing dates. 

Lane said 122 auto dealers have 
gone out of business in Connecti- 
cut in the last two years, and that 
“auto dealers are hurting, and hurt- 
ing badly in a financial way.” 

John F.. Tarrant, counsel] for the 
State Tax Department, opposed the 
bill on the grounds that if such a 
tax exemption were granted to auto 
dealers, it should be granted to all 
businesses, 

The Connecticut Assn, of Assess- 
ing Officials also objected, saying it 
would “open the door” to future 


requests for similar treatment by 
other businesses. 


A Sales Stimulator— 


The Charleston National Bank, Charles- 
ton, W. Va., has installed in its lobby a 
“New Car Library"’ to stimulate the sales 
of new automobiles in the Charleston area. 
Literature is available on all 1961 models 
and may be had for the asking. The center 
is staffed by Louise Houston, a bank em- 





ploye with five years’ experience in the 
auto loan department. 








Lockout Approved 
Before Strike 


NLRB Lets Firm Act 
To Avoid Losses 


By Francis J. Gawronski 
Staff Writer 


i AN important decision for 
management, the National Labor 
Relations Board has ruled that a 
company may lock out its workers 
to avoid losses from an impending 
strike. 

The decision, involving Packard 
Bell Electronics 
Corp., Los Angeles, 
reversed a ruling of 
an NLRB trial ex- 
aminer who said it 
was an unfair labor 
practice for the company to trans- 
fer its television repair business to 
other shops, then lock out its 28 
television repairmen. 

The issue arose when the firm 
refused, in contract talks with 
Local 22, International Brotherhood 
of Electrical Workers, to renew a 
union shop contract requiring all 
its workers to join the union. 

Union members voted to author- 
ize a strike, and a company em- 
ploye notified management private- 
ly of the strike vote, saying the 
stoppage could be expected within 
48 hours. 

Before that reported strike 
deadline, the company arranged 
to move to other shops the tele- 
vision sets it had on hand for re- 
pair, The company’s own shops 
were then closed down and the 
employes were locked out. 

The trial examiner ruled this was 
done to undermine the union, thus 
infringing on the employes’ rights 
to organize into a union, 

Reversing the trial examiner, the 
NLRB board ruled the lockout’s 
purpose was to avoid a tieup of 
customers’ television sets and a re- 
sultant loss of customers, 

“An employer is not prohibited 
from taking reasonable measures, 
including closing down his plant, 
where such measures are, under 
the circumstances, necessary for 
the avoidance of economic loss or 
business disruption attendant upon 
a strike,’ the board said. 

“This right may, under some cir- 
cumstances, embrace curtailment 
of operations before the precise 
moment that the strike has oc- 
curred,” the NLRB ruled, 

* bd x 


Rubber Talks to Open 


ge THE rubber industry, Fire- 
stone Tire & Rubber Co. and 
Goodyear Tire & Rubber Co. will 
open contract negotiations with the 
United Rubber Workers March 20. 

Present two-year contracts 
with these two firms expire April 
15. In addition to working agree- 
ments, new supplemental unem- 
ployment benefit contracts are 
expected to be covered in the 
talks. 

The Firestone talks, affecting 
about 17,500 workers in eight cities, 
will open in Dayton, while the 
Goodyear meetings, covering some 
20,000 workers in 11 United States 
and Canadian plants, are set for 
Cleveland. 

The URW International Wage 
Policy Committee will convene in 

(Continued on Page 43, Col. 4) 


LABOR 
FRONT 


Rambler Misses 
Bond Rebate for 
2nd Month in Row 


DETROIT.—Rambler retail sales, 
by totalling 21,186 in February, fell 
far short of the number required 
for buyers to receive a $25 bond 
under American Motors’ rebate 
plan, 

The December-February sales 
total was 80,185, compared with the 
102,768 required for a $25 bond pay- 
off. For February buyers to have 
received a bond (as well as Jan- 
uary buyers, who also missed a 
payoff), February sales would have 
had to total 43,769, 

There seems little likelihood that 
AMC will be rebating bonds to 
other buyers before the program 
come to its scheduled ending on 
March 31. For additional rebates, 
sales in March would have to total 
63,509 to meet the required Jan- 
uary-March payoff level of 143,694. 








**..eleaves no stone unturned” 



















says J.C. ALBERS, 
Chrysler-Imperial-Plymouth 
dealer, Cincinnati, Ohio 


“COMMERCIAL CREDIT leaves no stone 
unturned if there is any chance at all of 
approving a finance deal. We have found 
the CoMMERCIAL CreEpIT PLAN gives better 
service, faster approval and finer team- 
work. It makes it easier for us to sell-up to 
higher-priced models. Its insurance plans 
are second to none in the field. Its point- 
of-sale pieces and sales training aids are 
outstanding. We cooperate by using double 
closings, salesman bonuses and contests 
to increase our deals closed on the 
CoMMERCIAL CrepiIT PLAN.” 






Commercial Credit 
serves successful dealers 













For complete information on how our 
service can help promote your success, 
call or write the COMMERCIAL CREDIT 
CORPORATION office nearest you. 







rs 
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to UAW Sent Stockholders... 





Ford to Fight Increase in Costs 


DEARBORN. — Ford Motor Co. 
“considers it essential to hold the 
line on labor costs that could force 
up car prices,’ Henry Ford II, 
chairman and president, told stock- 
holders in the annua] report which 
was mailed last week. 

Ford reminded stockholders 
that the collective bargaining 
agreement between the company 
and the United Automobile Work- 
ers is subject to modification or 
termination Aug, 31, with negoti- 
ations on a new agreement ex- 
pected to start about two months 
prior to that date. 

“In the face of intensive com- 
petition in this country for the 
consumer’s dollar and fast-growing 
competition from abroad for world 
automobile makers outside the 


United States,” Ford said, 





S-P Backs Broadcasts 


On Heavyweight Fight 


SOUTH BEND. — “Champ 
Close-Ups,” a 10-minute program 
just prior to the third Floyd Pat- 
terson-Ingo Johansson heavy- 
weight championship fight will be 
sponsored on the ABC Radio Net- 
work by Studebaker-Packard 
tonight (March 13). 

Studebaker is cosponsoring the 
complete fight broadcast in the 
New York, Chicago, San Fran- 
cisco and Los Angeles markets. 





4 Dann Resolutions Going 
On Chrysler Proxy Ballot 


-—. statements for Chrysler 
Corp.’s April 18 annual meeting 
go out to stockholders this week, 
loaded with resolutions from anti- 
management forces and amid 
threats that court action will be 
sought to delay the meeting. 

The proxy letters will also 
carry the company’s latest divi- 
dend of 25 cents a share. The 
proxy material is a prelude to 
what is expected to be Chrysler’s 
third wild stockholders’ meeting 
in three years. 

The Securities and Exchange 
Commission last week approved 
four resolutions, submitted by Sol 
A. Dann, Detroit lawyer and the 
stockholder who made the most 
complaints at the last two annual 
meetings. 

The proxy statement will also 
carry a resolution submitted by 
James M. Robbins, Royal Oak 
(Mich.) industrialist who, at var- 
ious times, has been a Chrysler sup- 
plier, dealer and engineer. 

* * * 

IHRYSLER’S stockholders will 

vote, either in person or by 
proxy, on the resolutions, all of 
which are almost sure to be op- 
posed by management, and will 
elect Chrysler’s directors for the 
coming year. 

While the antimanagement forces 
will welcome votes for their resolu- 
tions, they have announced no 
plans to campaign for votes. Dann 
has mentioned that his group might 
advertise in newspapers to win sup- 
port for the four resolutions, 

No proxy fight, in the usual 
sense of the term, appears likely 
before this year’s annual meeting. 
The usual proxy fight is waged 
by a group which nominates an 
antimanagement slate for the di- 
rectors’ positions and wages & 
campaign to have their slate, 
rather than the management 


Renault of U. S. 
Elevates Grob 


NEW YORK.—Vincent P. Grob 
has been elected executive vice- 
president of Renault, Inc., by the 
board of the American importing 
and marketing 
subsidiary of 
Renault of 
France. 

Grob also has 
been designated 
general manager 
of Renault, Inc., 
with headquarters 
in New York. At 
the same time he 








continues to be 
manager of the 
Vincent P. Grob financial an d 


budget department of the Regie 
Renault in Paris, as for the past 
two years. 

The directors also named Maur- 
ice Bosquet, president of Renault, 
Inc., since January, 1960, chairman 
of the board, and James E. Lorde- 
man treasurer. Lordeman, who 
has been with Renault, Inc., since 
1958, ig also financial and adminis- 
trative manager. 





slate, elected at the annual meet- 
ing. 

It was Dann who threatened 
court action to delay the April 18 
meeting. Dann says that he started 
last May to try to obtain access to 
the list of Chrysler stockholders, a 
common preliminary to a proxy 
fight. 

* * * 

syn says that the list is still 
being denied him on technical 
points although he has won a court 
order giving him access to the list. 
He said last week that he will prob- 
ably launch one or two suits, aimed 

at delaying the annual meeting. 
He had appealed to the SEC 
to delay the meeting. The SEC 
said last week that it has no au- 
thority to delay the meeting and 
added that the commission plans 
at this time to keep its hands off 
the many suits which grew out 
of last year’s conflict of interest 

disclosures at Chrysler. 
The Dann resolutions call for: 


1. Cumulative voting for Chrysler 
directors, a system whereby votes 
for directors can be pooled. There 
are 18 directors to be elected this 
year and each share of stock has 
one vote for each position. Under 
cumulative voting, the owner of 
one share could cast 18 votes for 
any one nominee if he chose to 
vote for only one. 

* cs bd 
O. A three-man committee 
with Dann as a member would 
review last summer’s investigation 
for conflicts of interest at Chrysler 
and report on its findings to all 
stockholders. 

3. Those guilty of conflicts of in- 
terest, wrongdoing and certain 
doubtful practices would be barred 
from election as Chrysler directors. 

4. A reminder from Chrysler to 

stockholders that they are per- 
mitted to select someone other 
than those selected by 

ment to represent them at the 

annual meeting and can send 
their ballots and proxies to that 
person. 

The Robbins resolution would 
limit the number of factory officials 
on the Chrysler board to one-fourth 
of total board members. 

* ae * 
(USE YT&LER officials have already 
moved to reduce the influence 
of factory officials on the board. 
Last year, 11 of 21 nominees on 
(Continued on Page 42, Col. 1) 


Late Report... 


“your 
management believes it is essential 
to hold the line on all costs, avoid- 
ing particularly any labor cost in- 

















creases that could force us to raise 


prices. 


“Failure to contain costs and 
prices could seriously harm the in- 
terests of employes ag well as of 
stockholders and the general pub- 


lic. Only if we more carefully disci- 


pline ourselves in all cost areas can 
we earn a bigger share of markets 
abroad as well as those at home 


and thus bring real gains to all 
Americans.” 

Ford made these other points in 
the report: 


1. Ford’s Falcon led the compact | — ; : 
New Quarters for Mahan Volkswagen— 


car field in 1960 sales and took 
third place in the entire industry. 

2. A realignment of traditional 
automobile market patterns is 
under way and will “continue for 
some time to come.” 


3. Ford is moving to take ad- 
vantage of world market opportu- 
nities. 

The report listed the current 
membership of the company’s Ex- 
ecutive Committee as Henry Ford 
II; Benson Ford, chairman of the 
Dealer Policy Board; William C. 
Ford, product planning and styling 
vice-president; John S. Bugas, in- 
ternational group vice-president. 

Irving A. Duffy, general products 
group vice-president; John Dykstra, 
manufacturing vice-president; Wil- 
liam T, Gossett, general counsel, 
and Theodore O. Yntema, chair- 
man of the Finance Committee, 


Ford observed that in 1960 
more new product lines were in- 
troduced than at any time in re- 
cent automobile history. 


“Traditional market patterns 
were swept aside in a realignment 
that will continue for some time 
to come,” he said. 

The company’s report indicated 
that sales of its new compact cars, 
the Falcon and the Comet, were a 
major factor in this realignment. 
In its first full year on the market, 
the Falcon achieved factory sales 
of 505,146 units to lead the compact- 
car field in sales and become the 
third-best-selling car in the indus- 
try, the report said. The Comet, in- 
troduced in March, 1960, had fac- 
tory sales of 196,971 units, outselling 
nine established domestic makes of 
cars. 

Ford advised stockholders that 
automobile and truck markets 
abroad are growing at a pace 
that promises substantial rewards 
to those manufacturers who are 
prepared to compete, in product 
and price, wherever there are au- 
tomotive needs to be met. 

He said Ford Motor Co, “is mov- 
ing quickly and aggressively to 
take advantage of these opportu- 


nities.” 
* * ok 


4,373 at Ford Split 
$34-Million Bonus Melon 


DEARBORN. — Ford Motor Co. 
awarded 4,373 executives and em- 
ployes a total of $33,602,775 in 
bonuses for 1960. 

Details on the bonuses were in- 
cluded in the annual report which 
also showed that the company gave 
57 executives options to buy 156,500 
shares of Ford stock for $86.88 a 
share on Jan. 13, 1960. 

Options to buy 189,500 shares at 
$67.25 a share were granted to 154 
executives, including seven officers 
of the company on Feb. 8, 1961. The 
stock has been selling for $70-$80 
a share lately. 


Used-Car Market 


The overall average price of used cars sold .t wholesale auction 
increased $16 last week to $1,052, according to Automotive News’ 


index. 


It was the first upward movement in two. week’s time and car- 
ried the average to the highest point recorded since early February. 

Gains amounted to $56 on ’60s, $52 on ’6ls, $31 on ’56s, $30 on 
58s, and $8 on ’59s. Losses were posted as $3 on ’5%s, $15 on ’55s 
and $29 on ’54s. New lows were established for ’54gs and ’55s. 

At a group of representative auctions last week, the sale ratio 
was 73.6 percent, compared with 72.4 percent a week earlier. That 
was the highest sales ratio recorded since the index of last May 9. 


Auction reports begin on Page 22. 























Mahan Motors (Volkswagen) has 14,000 square feet devoted to sales, service and 


parts and another 16,000 square feet for parking and storage at its new facilities in 
Houston. The dealership is headed by Wally Mahan, who has been selling cars since 
his high school days in Kansas City 35 years ago. 





Dealer Offers Plan... 


New-Type Warranty Urged 


EL PASO, Tex.—A certified war- 
ranty policy has been proposed by 
a Texas dealer as a solution to 
such selling abuses as bootlegging, 
cross-selling and discount-house re- 
tailing. 

Such a policy would give the 
dealer “tremendous new prestige 
and a significant new responsi- 
bility,” said Norman L. Casner, 
president, Casner Motor Co., Inc. 
(Oldsmobile). 

“Glorifying the warranty would 
give the dealer a new and effective 
selling tool to persuade his pros- 

pect that it is actually better to 
buy at home rather than, out of 
town,” he added, “and particularly 
that it is important to buy from 
the franchised dealer rather than 
from an unauthorized source.” 

Under the present factory-issued 
warranty, said Casner, the buyer 
can get any major and most minor 
repairs at no cost to himself in 
spite of where or how he bought 
the car. 

“It would seem basic that unless 
the franchised dealer actually has 
something to offer, there is really 
no valid reason why any purchaser 
should pay him $100 to $200 more 


Department Store 
Sells New Austins 


In Montreal 


MONTREAL —L. N. Messier, 
Ltd., a medium-sized department 
store on Mount Royal Ave., E., has 
started offering Austin 850s at very 
low downpayments and other stores 
and auto dealers are watching the 
experiment closely. 

Cars at Messier will be sold at 
$1,317, the regular local price, but 
downpayments, it is reported, will 
be about $8.50, with the balance 
payable in weekly installments as 
low as $10, 

Canadian Acceptance Corp. will 
handle financing. 

No tradeins will be accepted, so 
Messier hopes to attract initial 
buyers and potential two-car fam- 
ilies. The store has acquired an in- 
terest in the Chambord Garage and 
will prepare cars for delivery there. 

Store officials say they expect 
sales of 500 to 1,000 cars a year. 
They believe at least 500 cars per 
year will be necessary to make the 
operations profitable. 

(An average Austin dealer, it is 
stated, sells between 200 and 300 
units annually.) 

Messier has converted 4,000 
square feet of space—formerly used 
for hardware and toys—into an 
Austin showroom, It has an addi- 
tional 42,000 square feet in four 
floors on which other goods are 
sold. 

Though buying an automobile in 
the same store in which one pur- 
chases safety pins is not common, 
Messier is not the first department 
store to enter the field here. Some 
40 years ago, T, Eaton Co, in To- 
ronto sold automobiles. Henry Mor- 
gan & Co, here, through Dominion 
Car Co., which it controlled, also 
sold cars around 1920. 


for a new car than he would have 
to pay at a lot or discount house,” 
he continued. 

Under Casner’s certified war- 
ranty, the selling dealer would 
have to sign a notarized certifi- 
cate to validate the policy. 

“The service policy would stipu- 
late that all specified free adjust- 
ments and services would be per- 
formed only at the shop of the 
selling dealer,” Casner explained. 

“Replacement of defective parts 
would be handled by all dealers, 
as is now provided.” 

Also, only the first purchaser of 
a@ new car would be covered under 
the warranty, regardless of whether 
he was a wholesale or retail buyer. 
The first purchaser would void his 
warranty upon transferring his 
ownership. 

“Two dealers trading cars would 
no longer transfer titles, but 
would return them to the factory 
and have the cars reassigned and 
new manufacturer’s certificate of 
origin issued to each,” Casner said. 

In addition, only a policy certi- 
fied by a franchised dealer would 
be binding on the factory. There 
would be no automatic coverage 
on every car. 

The notarized certificate would 
state: 

1. That the selling dealer had 
prepared the car for retail delivery 
in accordance with an attached 
factory schedule. 

2. That the selling dealer actu- 
ally had delivered the car to the 
named first purchaser. 

3. That the selling dealer agreed 
to perform the described free in- 
spection service, 

4. That the selling dealer agreed 
to provide without charge for a 
period of 60 days such adjustments 
or services as might be required, 

(Continued on Page 8, Col. 5) 
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Signs of the Times— 


Michael 
Motors, Inc., 


Howard 
rides the boom 
with workmen to inspect work in progress 


Schwartz, president, 


Chicago, 


on changing the company's sign from 
DeSoto to Chrysler. The firm, once one of 
the largest DeSoto dealers in the coun- 
try, has received a Chrysler-Imperial fran- 
chise. The company also handles Plymouth, 
Valiant and Simca. 











Because no other vehicles — not 
even imitations — quite measure 
up. Only the ‘Jeep’ vehicle is so 
rugged, versatile, proved. And 
its resale value is so high you do 
a ‘double take’ at the book list- 
ing. The ‘Jeep’ Universal depre- 
ciates as little as 10% in two 
years—and that's a proven fact! 


Customer loyalty isn't the only 
reason a ‘Jeep’ franchise is so 
valuable. There’s profit: ‘Jeep’ 
dealers average $400 gross 
profit per vehicle after washout. 
And sales volume: at an all time 
high and still climbing. Advertis- 
ing support: Hong Kong and 
Maverick—two top national net- 
work TV shows help sell ‘Jeep’ 
Nol aN (el (SoM cl-) LACM lL Oe lL rol 


You can add the ‘Jeep’ franchise 


to your existing line with little FIND QUT ABOUT A ‘JEEP’ FRANCHISE NOW! 
increase in overhead. Why not * 9 


get all of the facts right away! 
‘Jeep’ vehicles—made only 
by Willys Motors, Inc., one of 
the growing Kaiser Industries. 
® 


VEHICLES 


For complete information on the franchise with real customer loyalty, write: Cruse W. Moss, Vice President in Charge of Sales. Willys Motors, Inc., Toledo 1, Ohio 
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How Court Views Co-Op Effort... 





Jobbers Lose Discount Case 


WASHINGTON. —In an opinion 
upholding a Federal] Trade Com- 
mission order to two cooperative 
groups of automotive parts jobbers, 
the United States Court of Appeals 
has noted that “when David slays 
Goliath, no one else may be hurt.” 

The court took this way of tell- 
ing Mid-South Distributors that, 
although they can organize for 
competitive purposes, they cannot 
concurrently engage in unlawful 
practices. 

The 22 parts jobbers in the group 
had organized to make purchases 
at advantagéous prices through vol- 
ume dealings. Each individual 
member of the buying co-op ob- 
tained his merchandise through the 
group at a price lower than the 
price that would have been avail- 
able to him as an individual. 

In discussing the question of 
price discrimination, the co-ops 
argued that Section 4 of the Robin- 
son-Patman Act precluded any 
charge of price discrimination. This 
portion of the law provides that 
nothing shall keep a cooperative 


association from returning any part 
of the association’s earnings to its 
members, consumers or producers. 
The court denied this contention. 
It said that “the order of the FTC 
does not undertake to prohibit dis- 
tribution of earnings. The order, on 
the contrary, strikes at the jugular 
—the transaction which begat the 
so-called earnings.” 
The court also turned down the 
argument that the co-ops’ inter- 
nal organization was being dis- 


Buick Retail Store 


Reopened on Broadway 


NEW YORK.—Buick is back on 
Broadway in an ultramodern show- 
room at the corner of 55th St., the 
site of its original store here. 

The new showroom, Circle Buick, 
is headed by George G. Spaulding, 
manager of Buick’s retail opera- 
tions. A new service department 
is operated in conjunction with the 
showroom a few blocks away at 527 
W. 57th St. 


ROCKET 
OR 
ROCKETTE 





ROCHESTER 


turbed by FTC since all the 
groups were doing for their mem- 
bers was to enable them to ac- 
quire merchandise at the same 
price that would be accorded to 
any other buying in like volume. 
The court observed that although 
co-ops are recognized under the 
Robinson-Patman Act, the law 
“does not turn the entity loose to 
acquire on behalf of its members, 
through the guise of group pur- 
chasing, price differentials, or 
other preferences to which each 
would not otherwise be entitled.” 

The opinion of the court also 
takes note of two other points 
raised by the parts distributors’ 
co-ops. The co-ops asserted that 
FTC had failed to prove that they 
were aware that the preferential 
prices could not be justified either 
on the ground of lower-cost or of 
meeting competition, 

To this, the court stated that each 
co-op member was aware that buy- 
ing through the organization result- 
ed in prices that were substantially 


From pick-up to peak performance . . 





Volkswagen to Hold Line 
On Car Prices in U. S. 


ENGLEWOOD CLIFFS, N. J.— 
Volkswagen prices in the United 
States will not be increased at 
this time despite the revaluation 
of the West German mark, Carl 
H. Hahn, general manager of 
Volkswagen of America, said last 
week, 

Hahn said the possibility of 
making economies in distribution 
costs may make any future 
across-the-board price increase 
unnecessary or at least hold any 
increase to a minimum. The re- 
valuation means a loss of revenue 
for Volkswagen. 





lower than he would have had to 
pay as an independent purchaser. 
Furthermore, the order was han- 
dled individually by the supplier 
and shipped directly to the cus- 
tomer—though the purchase came 
through the co-op—so that there 
was no saving in cost to the sup- 
plier. 

The opinion goes on to say “the 
co-ops were not formed to give 
suppliers an opportunity to meet 
competition with other suppliers. 





. Rochester-GM Carbu- 


retors are tailored to the exact requirements of these famous 
power plants. These ultra-precision carburetors help deliver 


maximum mileage and rapid response. 


This performance is all part of the GM Reliability built into every 
Rochester-GM Carburetor . . . from design stage to delivery. In 


manufacture . 


. . the toughest quality control standards are 


applied to every vital part. In on-the-car testing . . . these carbu- 
retors are subjected to extremes of climate and driving conditions 
the year around at GM’s three proving grounds. In the field 
... trained trouble-shooters feed back valuable information that 
is immediately incorporated into future design and manufactur- 
ing plans. The results: A carburetor that performs its job when 





it’s asked to perform and for as long as it’s expected to 


rform. 





Rochester Products Division of General Motors Corporation, 


Rochester, New York. 


GENERAL MOTORS 





Rochester Reflects Reliability 


GENERAL 
MOTORS 


America’s 

number one 
original equipment 
carburetors 


BURETORS 








The co-ops were formed to get 
from suppliers who were already 
committed to the volume rebate 
practices the benefit of that com- 
petitive method for individual job- 
bers through the pooling of orders. 


“What was sought was a bene- 
fit which the individual jobbers 
at their volume level could get 
from no one. The co-ops, in an 
effort to show a lower-cost seller 
justification for the differential, 
stressed the value of sale service 
rendered by the co-ops to the 
suppliers. In other words, it was 
almost invariably the case of the 
co-ops seeking out the supplier to 
obtain from the supplier a volume 
discount contract. 


“A buyer earnestly negotiating 
with a supplier to obtain from such 
supplier the benefit of that sup- 
plier’s volume discount tables al- 
ready in effect can certainly not 
urge that he was entitled to as- 
sume that the supplier was extend- 
ing such price differential as a 
means of meeting competition with 


other suppliers.” 
* * * 


Antitrust Expert Favors 


Consent-Decree Reforms 


WASHINGTON. — Judge Lee 
Loevinger, in hearings before the 
Senate Judiciary Committee on his 
nomination as antitrust chief of the 
Justice Department, said he already 
has asked for investigation of cer- 
tain consent decrees. 

He admitted that private dam- 
age action in civil suits often was 
frustrated by consent decrees, but 
he did not recommend legislation. 
He thought that the problem 
could be handled by reforms 
within the Justice D-partment. 

He suggested formulating consent 
decrees and making them public; 
establishing a waiting period, and 
supporting the decrees with a de- 
partment memorandum giving its 
reasons for agreeing to a consent 
judgment. Such actions, he felt, 
would enable private companies to 
volunteer information and press 
charges before finalization of the 
order. 


Dealer Offers 
Plan for New 
Type of Warranty 


(Continued from Page 6) 


which are described on the factory 
new-car make-ready schedule. 


5. That by virtue of this sworn 
statement and the authority vested 
by his franchise, the selling dealer 
was binding the factory to the 
terms of the service policy. 

“If the bootlegger continues to 
supply cars directly to his out- 
of-territory outlet, and he pro- 
vides them with a certified war- 
ranty executed in blank, he is 
making a false sworn-statement, 
which is a misdemeanor punish- 
able by stiff penalties in most 
states,” Casner said. 


“He is also improperly binding the 
factory to warranting the car to a 
second purchaser through his lot 
or discount-house outlet. Each fac- 
tory would, of course, determine 
their own policy in their attitude 
toward this violation of his au- 
thority. 

“A cross-selling dealer, who now 
provides little if any competent 
make-ready, and seldom any ad- 
justment service or consideration 
for the post-sale problems of his 
owner, would be placed in the posi- 
tion of guaranteeing in writing, to 
each purchaser, a car that has been 
properly serviced, and also agreeing 
to make any necessary, non-war- 
ranty adjustments at no charge to 
the purchaser in his own shop,” 
Casner said. 


“Other dealers would still be 
obligated to take care of the re- 
Placement of defective parts 
under the warranty, but there 
would be no question or argu- 
ment about who was obligated to 
pay for the removal of rattles, 
the miss in his motor or the cor- 
rection of sloppy predelivery 
service,” he added. 

National advertising by the fac- 
tory, stating that only its author- 
ized dealers could issue a binding 
warranty on a new car, would dis- 
credit the advertised claims of lot 
operators or discount houses that 
their new cars “carry the regular 
factory warranty,’” Casner said. 
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How to make customers happy 
and make more money at the same time: 


sell PPG SOLEX Safety Glass 


Here’s the kind of extra profit that’s easy to come by—PPG Sotex Green Tint Safety Glass. 
When you sell Sotex Safety Glass as optional equipment, you'll have a happy customer, too, 
because SoLtex makes for driving comfort. He’ll thank you every time he gets into the car. 





HERE’S THE EASY WAY TO SELL SOLEX SAFETY GLASS. Tell 
your customers about these advantages: SOLEX Safety Glass makes driv- 


‘ing safer. because it cuts glare, reduces eyestrain and lessens driving 


fatigue. It is unnoticeable inside, and doesn’t change the view outside. 





BE SURE TO MENTION THAT SOLEX GLASS REDUCES THE 
SUN’S HEAT. Thanks to its scientifically developed green tint, SOLEX 
Safety Glass absorbs about 50% of the sun’s heat. Even on the hottest 
summer days, any car will be more comfortable inside. SOLEX is a must for 
air-conditioned cars. It eases the load on the air conditioning equipment. 


® 


G 





DON’T FORGET “THE QUALITY LOOK.” SoLEx gives new cars a 
quality look that car buyers like. Compare a SOLEX-equipped car with 
one that uses clear glass. The difference is immediately apparent. 


All PPG Automotive Safety Glass complies with every recognized safety code. 


S@LEX - tre best glass under the sun! 


Pittsburgh Plate Glass Company 


Paints * Glass * Chemicals + Fiber Glass In Canada: Canadian Pittsburgh Industries Limited 
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After 3-Month Study, Visits to Seven Dealers... 


Car Buyer Tells What Sold Him 


Eprror’s Nore: The following 
portrait of a new-car buyer was 
drawn by Gustav Berle, Balti- 
more. We think yow’ll be inter- 

‘ ested to learn what finally clinch- 
ed the sale. 
* * * 
HE automobile business is still 
one, it seems, in which grocery 
clerks and race-track touts attempt 
to sell cars. When you do run into 
an honest and hard-working sales- 
man, he is a refreshing exception. 
Sometimes, you even get a glassed- 
in officeman waiting on you who 
thinks he’s: president of General 
Motors or Henry Ford reincarnated. 

If I sound a little bitter it’s 
because I just completed the 
sweet task of buying my new 
1961 car. I’ve been “buying” it for 
the past three months, The “buy- 
ing” stages go like this: 

1. First stage (about one month). 
I decide that there’s something 
wrong with my present car, real or 
imagined. I read the ads with avid- 
ity. I buy car magazines that de- 
scribe hopped-up jobs I'll never 
drive, $10,000 fancy-vans I can’t af- 
ford, customized cars I don’t dig, 
and test-driven factory models that 
have been tested for all the char- 
acteristics I don’t look for. During 
this time I drop hints to the wife 
and am told that our present car 
is good for at least another year. 

2.Second stage (about one 
month), If there’s a car show with- 
in 200 miles, I make some excuse 
to attend it “where I can inspect 


them all side by side.” I buy more 
magazines, step up my newspaper 
perusal, I talk to owners on the 
street who drive cars I am inter- 
ested in. I have even rented two 
cars for a weekend to see how they 
feel. Such scientific survey and leg 
work should lead to the conclusion 
that I now really know what I 
want. You’re wrong. 
* * ok 

eo Third Stage. I make the 

rounds of a few dealers. I spend 
one hour, average, with two or 
three of them. Talk about their 
cars, tradein on my present Bloopo, 
mechanical features I have read 
about (but really don’t understand). 
All in all I do more talking about 
what I would like to have, and 
about all the cars I have had in 
the past, than listening to the sales- 
man. 

(This proves, perhaps, that a 
car salesman, to begin with, must 
have very sympathetic ears. By 
the time I get to the fourth or 
fifth dealer, I spend about 10 
minutes “being sold” and I sign 
the contract.) 

Who is this lucky dealer? Let 
me tell you how I found him. The 
process of elimination went like 
this. 

I had a spleeny idea that I liked 
a sunroof in my car. Having had 
a foreign car with one, and being 
very much tied to an office, I wel- 
comed the idea of an inexpensive, 
easy-to-maintain, easy-to-lock sun- 
roof—which is wonderful for stop- 





Seaton Tells Newspaper .. . 


GM Will Stay in Michigan 


DETROIT.—Michigan is General 
Motors’ home state and “we intend 
to stay here,” Louis G. Seaton, GM. 
personnel vice-president, said in a 
letter to the De- 
troit News. 

Seaton’s letter 
was a reply to 
editorials in the 
newspaper which 
Seaton said im- 
plied that big 
business, in gen- 
eral, and General 
Motors, in partic- 
ular, “is not con- 
cerned about the 
economic welfare 





Louis G. Seaton 
of Michigan.” 

He said that the facts contradict 
the newspaper’s position. He said 
that, while GM had major opera- 
tions in a number of other States, 
its biggest concentration of activity 
was in Michigan. 

‘Nearly half of our employes 
in the United States are in Mich- 
igan—more than twice as many 
as in any other single state,” 
Seaton said. 

“We live here. We work here. We 
pay our taxes here. We intend to 
stay here.” 

One of the editorials in question 
dealt with unemployment compen- 
sation problems. States set compen- 
sation standards and it is often 
proposed that this authority be 
turned over to the federal govern- 
ment to make standards uniform. 

The newspaper suggested that 
businesses might want to retain 
the state control setup in order 
to locate plants in the low-stand- 
ard states. Seaton said that the 
suggestion that GM might pick 
plant sites in order to get low 
compensation standards was “ri- 
diculous.” 

Seaton said that unemployment 
compensation and supplemental un- 
employment benefits, both of which 
are financed with GM contributions, 
work to even out the amount paid 
to unemployed GM workers in all 
states. 

An SUB payment is added to 
the state’s compensation payment 
to give the worker 65 percent of 
normal take-home pay, regardless 
of the state in which the worker 
lives, Seaton said. 

He said that GM had found that 
state control of compensation works 
out best, giving each state the op- 
portunity to adjust the program to 
local needs. Seaton added that 
federal regulation of compensation 
might force Michigan to give up 





some of the features that have been 
found useful in the state. 

Seaton also pointed out a num- 
ber of statistics which indicated 
that GM’s growth in Michigan is 
on a par with that in the rest of 
the nation. For instance, he said 
that the company’s number of 
employes in Michigan had nearly 
doubled since 1940 and the GM 
payroll in the state had increased 
more than fivefold. 

Seaton concluded, “We sincerely 
hope that the business climate in 
Michigan can be made more at- 
tractive to other industries and we 
believe that our record indicates 
that we will do all we can to par- 
ticipate in the continued economic 
growth of the state.” 


and-go city drivers who also want 
to get a little fresh air and sunshine 
on the run. 

So I approached three Valiant 
dealers, one Chevrolet dealer and 


one Rambler dealer. They were all] §& 


quite cool and even negative to my 
thinking. And perhaps justifiably so. 

A Lark dealer, however, sug- 
gested two possible courses — 
investigate a Mercedes-Benz kit to 
be installed by a shop in New York 
that does this kind of work (“al- 
though it will no doubt cost you 
$250 to $350”) or buy a Mercedes- 
Benz with a sunroof. He almost 
got an order. At least he was posi- 
tive. He knew that, even though 
I was a $75-suit customer, he could 
not insult me by offering me a 
$150 suit. 

* * * 

UFFICE to say, this dealer con- 

vinced me that my spleen might 

be interesting in England or Ger- 
many, where such custom-body 
work could be performed reason- 
ably, but not here in America. So, 
while I was thinking, I drove along 
the road and presently passed a 
Mercury-Comet dealer. I pushed 
down the brake, backed up, parked 
and walked in. 

On the floor was a pretty “com- 
pact” station wagon. It was well 
shined. It had a minimum of ac- 
cessories. All details and prices 
were posted on the window. A 
table with literature laid out was 
nearby. After a brief perusal, I 
opened the door and slipped be- 
hind the wheel, At that moment 
a man came over and introduced 
himself as the sales manager. At 
this point I got out of the car. 
My next question concerned my 
Bloopo and its tradein value. 

“T’ll have my mechanic check it 
out while you talk to Mr. Jones, 
he’s the owner,” said the sales man- 
ager. 

I was introduced to the owner 
and after ascertaining my mild in- 
terest in the wagon on the floor, 
he said: “Why don’t you take it 
around the block? The keys are in- 
side.” 

So I did. 

By the time I came back the 
tradein estimate was complete. It 
sounded reasonable. I added a radio, 
found that I could call for the car 
the following afternoon, and signed 
the papers. That was all. It took 
15 minutes. 

I only wonder if that first dealer 
couldn’t have sold me on his car 
as easily as the seventh—if he had 
only used the same courtesy and 
sales sense as the last. 





Swiss Auto Imports in ’60 


Climb 25 Pet. 


ZURICH, Switzerland.— Autos 
imported into Switzerland in 1960 
totalled 95,125, an increase of 25.7 
percent over the 75,675 for the pre- 
vious year. 

Included were 87,651 sedans, 
7,319 delivery vans, trucks and 
other units such as compact cars, 
and 155 vehicle chassis, 

Most of the imports came from 
West Germany, a total of 49,187, a 
gain of 9,160 over the previous year. 
France had the second-largest total, 
20,766, and Italy ranked third with 
8,141. 

Others were Great Britain, 6,873; 
the United States, 3,772; Belgium, 
3,748, and Sweden, 2,015. 

A record 614 exhibitors from 15 
countries will participate in the ac- 
cessories and components section of 
Geneva International Auto Show 


March 16-26. Germany will have}; 


142 representatives, France 113, 


Switzerland 104, the U. S. 88, and|# 


Great Britain 75. 
A road a test for ‘Passenger cars 





Dealers in B. C. 
To Meet in May 


VANCOUVER, B. C.—The Motor 
Dealers Assn, of British Columbia 
will hold its annual meeting May 
11-13 in the lakeside city of Kelow- 
na. 
E. T. Orr, executive secretary of 
the association, said a large turn- 
out is expected. 





fo 95,125 


will be held again during the show 
on a hillside course just outside 
Geneva. A test for heavy-duty 
trucks and four-wheel drive units 
will be held for the first time. 


Radioactive Tracer Tests Filfers— 


One of the !atest uses of nuclear physics in industry is the radioactive isotope tracer 
test series being conducted by Fram Corp., Providence. Under the Fram system of 


testing, engine parts are “radioactivated” 








Year-Round Track— 








Year-round use of the Daytona International Speedway, Daytona Beach, Fla., as a 
proving ground for the auto industry is discussed by Mayor J. Owen Eubank, right, 


and Fran Hernandez, racing director, Electri 
at track calling attention to the million-mile 
Motors for exhaustive test of new Rambler 


c Autolite Co. They are in front of display 
run staged at the speedway by American 
aluminum diecast six-cylinder engine. 


Lawsuits Affecting Dealers .. . 


Court D 


By Leo T. Parker 
Attorney at Law 


HIGHER court has rendered a 

new decision holding that tire- 
skid markings on a highway or 
street is not good evidence as to 
the rate of speed 
a vehicle was 
travelling when 
an accident oc- 
curred. 

For instance, in 
Climo v. Conduit 
Co., Cal. Rptr. 468, 
the testimony 
showed that a 
truck driver 
named Lamp was 
operating his 

Leo T. Parker = truck and trailer 
heavily loaded with concrete pipe 
upon a through highway. A woman 
named Climo attempted to cross the 
through highway when her car 
was struck by the truck, resulting 
in severe injuries. A suit was filed 
against the truck owner for heavy 
damages. 

During the trial, Lamp testi- 
fied that as he approached the 
intersection he was driving at a 


Piggyback Issue 
Brings In Mail 


WASHINGTON. — Senator War- 
ren G. Magnuson, Washington 
Democrat, in asking for funds for 
the Senate Interstate Commerce 
Committee, of which he is chair- 
man, noted that the “piggyback 
problem, truck versus rail, has be- 
come acute again, and we are being 
flooded with mail.” No hearings are 
at present scheduled. 

Magnuson said that both the com- 
mittee’s Doyle Report and the Com- 
merce Department’s highway-cost- 
allocation report would be studied, 
hearings held, and “possible legis- 
lation prepared.” 


ecisions 


speed of some 35 miles per hour. 
The evidence was that his vehicle 
laid down 67 feet of tire-skid 
marks upon the pavement prior 
to the point of impact. This testi- 
mony indicated that he was 
driving considerably over 35 miles 
per hour. 


The higher court held that Climo 
could recover no damages from the 
truck owner, saying that the length 
of the tire-skid marks is not con- 
clusive evidence of the speed the 
vehicle was travelling. This court 
further explained that no set of fig- 
ures or marks or diagrams can be 
considered as conclusive evidence of 
the speed of a motor truck when 
the collision occurred. 

* * * 

Applying Law of Bailment 
ec law of bailment is applicable 

when for any reason an auto 
dealer or his employe takes control 
of a customer’s auto. This law re- 
quires that the dealer prove that he 
exercised “ordinary” care to safe- 
guard the customer’s damaged auto 
against injury. 

Failure of the dealer to intro- 
duce this proof always results in 
the dealer being liable for any 
and all damages to the auto while 
in possession of the dealer or his 
employe. 

For instance, in Johnson’s Corner 
v. Willey, 351 Pac. (2d) 840, it was 
shown that the driver of an auto 
stopped at a dealer’s service station 
and parked the car about 75 feet 
from the gas pumps and shut off 
the motor. While the driver was 
eating, the auto, pursuant to cus- 
tom, was driven by an employe of 
the dealer to the pump and was 
damaged by a fire when it rolled 
back. 

The facts are that the dealer’s 
employe had failed to set the brakes 
on the car when he stopped it 
adjacent to the gasoline pumps on 
an “inclined grade.” When the car 
had moved about four feet, it pulled 
the hose from the pump, spraying 
fuel over the auto and immediate 
vicinity. The pump’s electrical 
mechanism ignited the volatile 
fluid, causing fire damage to the 
car in the amount of $3,694.87. 

oe * ok 


Decision Favors Qwner 
N THIS evidence, the higher 
court determined that the own- 
er of the auto had established a 
prima-facie case in damages, and 
that as the dealer had failed to go 





‘|. | forward to give an exculpating ex- 





by exposure to atomic radiation and then 


installed in test vehicles, which are driven under all types of driving conditions. The 
wear debris from the “hot” parts is subjected to regular and controlled inspections 
to determine the extent of wear. This type of testing is being used by Fram engineers 


to improve the firm's automotive filters. 


planation proving that the damage 
was not due to his employe’s negli- 
gence, the owner of the auto was 
entitled to recover $3,694.87 dam- 
ages from the dealer. The court 
said: 

“The element of lawful posses- 
sion, however created, and the duty 
to account for the article as the 
property of another, is sufficient to 
create a bailment. The owner es- 
tablished a prima-facie case in 
damages requiring the defendant 
(dealer) to go forward and give an 
explanation to escape liability for 
returning the car in a damaged 
condition and where he failed to 
do so, the owner was properly 
awarded damages.” 
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Kennedy's ‘ax Views 


Draw Blast 


from ATA 


By William Ullman 
Washington Bureau Chief 
eee KENNEDY’S proposals to Congress for a 
“fairer allocation of the burden (of road-revenue taxes) 
among those who use the highways’—more specifically, the 
8 ese 


heavy trucking industry —?% 


drew quick and sharp re- 
sponse last week from the nation’s 
truckers. 

Through their 
trade organiza- 
tion, the Ameri- 
can Trucking 
Assns., the motor- 
ized freight haul- 
ers told the pub- 
lic that despite 
claims by the 
Chief Executive 
that his proposals 
are an alterna- 
tive to consumer 
taxes, they actu- 





William Ullman 
ally would result in stiffer levies on 


the little man by increasing the 
cost of food, clothing and “every 
type of industrial and commercial 
product” hauled by truck. 

In his message, the President de- 
clared that the federal-state high- 
way program is in “peril,” and he 
proposed that the temporary one- 
cent federal tax on gas, due to ex- 
pire July 1, be continued. 

He asked for legislation impos- 
ing additional taxes on diesel fuel, 
heavy trucks and many types of 
tires, inner tubes and tread rubber. 

Further, he urged against trans- 
fer of automotive excise taxes from 
the general fund to the Highway 
Trust Fund, now scheduled to go 
into effect July 1 along with the 
expiration of the temporary gas 
tax, and offered support for plans 
to raise the gas tax to 4.5 cents, 
as proposed by the Eisenhower Ad- 
ministration. Hearings on these 
suggestions are slated to begin this 
week in the House Ways and Means 
Committee, 

* * 
Truckers’ Arguments 


ie ITS reply to the President’s 
message, the ATA listed eight 
points which it termed “down-to- 
earth facts” requiring consideration 
by all concerned before the truck- 
ing industry is “destroyed” by an 
added tax burden. 

Highlighting the truckers’ 
tion were the following arguments: 

‘Motor trucks are and for a 
long time have been paying tre- 
mendous road taxes to the states 

... The federal government (for 
many years) assessed heavy spe- 
cial taxes on the purchase of new 
trucks, on the fuel and oil, on 
the parts and accessories and on 
their tires ... 

“Competing forms of transport 
never have been singled out for 
such special contribution. The rail- 
roads, for example, never were ,re- 
quired to pay an excise tax on new 
equipment or on fuel. This gross 
injustice existed for many years 
and still exists ... 

“To virtually double truck taxes 
as suggested in the latest message 
to Congress would aggravate and 
perpetuate the unjust situation 
which already prevails... 

“It should be obvious that the 
trucking industry is caught in a 
squeeze play between the two major 
tax forces (federal and state) and 
is being asked to pay at least dou- 
ble for its use of the roads. No in- 
dustry, least of all a marginal in- 
dustry made up of small businesses, 
can survive under such a patently 


unjust setup... 
* * 


* 
Road Study Assailed 


E ATA also hit out at a road 

study, released late last year, 
prepared by the Bureau of Public 
Roads of the Commerce Depart- 
ment. 

It accused the present adminis- 
tration of being “misled” by the 
“incomplete” report and demand- 
ed that any highway-tax propos- 
als be based on data, not yet 
available, from the so-called Mli- 
nois Road Test. 

“The trucking industry hopes,” 
the ATA wound up, “that the ad- 
ministration and the Congress will 
carefully re-evaluate the entire fed- 


posi- | 





eral-state highway tax situation 
before taking steps that would 
threaten destruction of an impor- 
tant service industry which em- 
ploys millions, is vital to the econ- 
omy and, as stated in the White 
House message, is essential to na- 
tional defense.” 

* 


* * 
Piggyback Probe Due 


HE “auto piggyback” issue is in 
for a general probe, it was an- 
nounced last week by a member 
of the Senate Interstate and For- 
eign Commerce Committee. 
Senator Gale W. McGee, Wy- 






oming Democrat, said he has “ten- 
tatively” scheduled a hearing for 
April 8 in Cheyenne, Wyo., on the 
“general subject” of piggyback 
service and its possible effects on 
modes of transportation other than 
its proponents, the railroads. 

Although the senator made no 
specific mention of the “auto 
piggyback” question—centered 
around a growing fight between 
the railroads, the Teamsters and 
auto haulers over rates on autos 
moved in piggyback or multilevel 
rail operations—it is generally 
thought that this aspect of the 
piggyback issue prompted sched- 
uling of the hearing. 

McGee said only that he will con- 
duct the hearing for the Commit- 
tee’s Surface Transportation Sub- 
committee and that some other 
members of the full Committee may 
participate, 

* * ok 


Where They Stand 


Sartre gman of who partici- 
pates, however, the probers are 
bound to find themselves in the 
thick of a very rough—and in some 
ways confusing—battle. 

The Teamsters Union already has 
made it plain that it opposes any 
manner of rail efforts to increase 
auto traffic. The labor group says 


that the railroads, in collusion with 
the Interstate Commerce Commis- 
sion, are stealing jobs from truck 
drivers by attracting the autos to 
their multilevel or trailer-on-flatcar 
operations. 

The railroads, so far, have made 
only one public statement on the 
subject. Issued through the Assn. 
of American Railroads, it reject- 
ed the Teamsters’ contentions 
and purported to give the “facts” 
about piggybacking. The rail car- 
riers claim that they are doing 
no more than any competitive 
mode of transportation would by 
offering auto makers 2 cheaper 
means of shipping their products. 

The third vital party to the issue, 
the truckers themselves, some time 
ago stated their firm opposition to 
the railroads’ excursion into what 
the motor Haulers consider “private 
property” — the car-carrying bu si- 
ness. The National Automobile 
Transporters Assn., and to a lesser 
extent the American Trucking 
Assns., demanded action by the ICC 
to curb their growing loss of busi- 
ness. 

ak * * 


Ideas for Dealers 


HE latest issue of “Products List 
Circular,” a monthly publication 
of the Small Business Administra- 
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We are proud of our contribution to this fine American prestige car. 


If you are interested in longer valve life and better engine performance, 
specify Thompson Positive Valve Rotators. 
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tion designed to provide small firms 
with sources of information on in- 
ventions and new products, looks 
almost as though it were compiled 
especially with auto dealers in 
mind. 

To name just a few of the car- 
leaning innovations listed, the 
magazine includes specifications 
for a “quick attachable and de- 
tachable covering for the open 
seating compartment of convert- 
ible automobiles” and “an auto- 
mobile windshield cover designed 
to prevent the accumulation of 
ice and frost on windshiclds of 
cars parked overnight.” 

There’s also a highway marker 
which shows a flashing light 
during those nighttime flat-tire 
changes, a “wheel chock” which is 
“fastened to the garage floor in 
such a location as to stop an auto- 
mobile at a given location every 
time” and—of all things—a detach- 
able, auxiliary gas pedal for left- 
footed drivers. 


For those who have their own 
inventions but are in the dark 
about marketing them, the issue 


also includes a chapter titled, 
“Major Marketing Questions to 
Consider in Introducing a New 
Product.” Auto dealers can get cop- 
ies of the publication from their 
local office of the SBA. 


_@ Reduce valve stem and guide wear 
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AUTOMOTIVE NEWS PLATFORM 


f |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 

{ 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
and U. S. governments, applied to building and maintenance of highways; 
{| 3. Guard the precepts of individual freedom, which made the U, S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world 


Why Buyers Think in Terms 
Of the Dealer's Cost 


NUMBER of auto men were seated around the luncheon 
table. One said: “My dad is quitting the auto selling 
business. He can’t take it any more, and he’s been a dedi- 
cated auto salesman ever since Supersix pinned the 500- 
car pin on him back in 1938. 








AUTOMOTIVE 








“He says everyone who comes in nowadays wants to talk 
in terms of ‘so much over invoice,’ or ‘so much over cost.’ 
Why should people do this to the auto dealer? They don’t 
go in to the butcher shop and tell the butcher they’ll give 
him so much over the cost of a steak, or into a men’s store 
and offer so much over for a suit.” 


The situation he describes is a sad one. It occurred in 
one of the tough metropolitan markets of the country. But 
it should serve as a warning to dealers in all markets at 
this time when there are indications that an outbreak of 
wild and profit-destroying advertising is starting. 


There is no secret as to why the public thinks in terms 
of the dealer’s cost and the dealer’s invoice. 


When a dealer advertises cars at so much over cost, or 
over invoice, he is training the public to think of buying 
cars in terms not only of his cost but of the reputable 


dealer’s cost too. 


When a dealer advertises cars at this discount or that, 
he trains the public to think of cars in terms of cost. 


Needless to say, most dealers do not advertise this way, 
but those who do set the tone and capture the attention of 


new-car buyers. 


What are the reputable dealers doing to offset this de- 
structive influence? 












time they are used. 





Dealer Conventions 
March 13-14—Louisiana Automobile Deal- 


ers Assn., Roosevelt Hotel, New Or- 
leans. 
March 19-21 — North Dakota Automobile 


Dealers Assn., Williston, N. D. 

March 23-24—Nebraska New Car Dealers 
Assn., Sheraton-Fontenelle Hotel, Omaha. 

March 26-28—lowa Automobile Dealers 
Assn., Hotel Fort Des Moines, Des 
Moines. 

March 26-28—Automobile Dealers Associ- 
ation of Alabama, Biloxi. 

April !2—Rhode Island Automobile Deal- 
ers' Assn., Sheraton-Biltmore Hotel, Prov- 
idence. 

April 12-13— Kansas Motor Car Dealers 
Assn., Hotel Lassen, Wichita, Kans. 
April 20-21 — Illinois Automotive Trade 
Assn., Chase-Park Plaza Hotels, St. Louis. 
April 23-25—Arizona Automobile Dealers 

Assn., Pioneer Hotel, Tucson. 

April 23-25 — Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Richmond. 

April 23-25 — Ohio Automobile Dealers 
Assn., Deshler Hilton Hotel, Columbus. 

April 30-May 2—North Carolina Automo- 
bile Dealers Convention, Carolina Hotel, 
Pinehurst. 

May 7-9—Texas Automotive Dealers Assn., 
Gunter Hotel, San Antonio. 

May 8—Greater New York, Long Island 
and Westchester Automobile Dealers 
Assn., Annual Dinner Meeting, Grand 
Ballroom, Plaza Hotel, New York. 

May I1-13—Pennsylvania Automotive Assn., 
Pittsburgh Hilton, Pittsburgh. 

May 14-16—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa- 
vannah. 

May 14-16—Il daho Automobile Dealers 
Assn., Idaho Falls. 

May 14-l6é—Kentucky Automobile Dealers 
Assn., Sheraton Hotel, Louisville. 

May 16-17—Massachusetts State Automo- 
bile Dealers Assn., Boston. 

May 21-23—Washington State Automobile 
Dealers Assn., Davenport Hotel, Spo- 
kane. 

May 21-23— Oregon Automobile Dealers 
Assn., Eugene, Ore. 

June II-13— New York State Automobile 
Dealers, Spring Meeting & Golf Tourna- 
ment, Saranac Inn, Saranac Inn Post Of- 
fice, N 

June 2-3—New Mexico Automotive Dealers 
Assn., La Fonda Hotel, Santa Fe. 

June 16-18—Michigan Automobile Dealers 
Assn., Detroit. 

Aug. 20-22—Colorado Automobile Dealers 
Assn. Harvest House, Boulder. 

Oct. 22-24—New Jersey Automotive Trade 
Assn., Chalfonte Haddon-Hall Hotel, 
Atlantic City. 

Oct. 22-24— New York State Automobile 
al The Concord, Kiamesha Lake, 























Oct. 29-31 — Florida Automobile Dealers 
Assn., Galt Ocean Mile Hotel, Fort 
Lauderdale. 





Dec. 4—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 


* * * 


Auto Shows 













March 16-26—Geneva Auto Show, Geneva, 
Switzerland, 
April 1-9— 5th International 





Automobile 

Show, New York Coliseum, N. Y. 

April 15-23 — Philadelphia International 
Auto Show, Trade & Convention Center, 
Philadelphia. 

Nov. 11-18—Philadelphia Auto Show, Phila- 
delphia. 







* * * 








General 


March 13-16— Annual Spring Conference, 
National Truck Leasing System, Boca 
Raton Hotel, Boca Raton, Fla. 

March 20-22—Motor Vehicle Maintenance 
Conference, University of Washington, 
Seattle. 

March 21-23 — Fourth Annual Conference 
National Assn. of Fleet Administrators, 
Inc., Sheraton-Cadillac Hotel, Detroit. 

April 12 — Tribute Luncheon, Cocoanut 
Grove, Ambassador Hotel, Los Angeles. 
Sponsored by Automotive Council of 
Los Angeles, Inc, 

April 13-15 — 43rd Anniversary National 
Truck, Trailer & Equipment Show, Great 
Western Exhibit Center, Los Angeles. 

Oct. 29-Nov. | — National Lubricating 
Grease Institute, Rice Hotel, Houston. 
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“Our large economy size is right behind you, Mr. Higgs." 





























































Letterbox 





used if you so request. 





Dealer Dissents 


National Automobile Dealers 
Assn. is vigorously opposing efforts 
in Congress to eliminate the so- 
called traditional exemption of 
auto dealers from the Wage and 
Hour Law. I believe that this policy 
is selfish and shortsighted, and I 
have emphatically expressed these 
views to the officers of NADA. 

In most metropolitan cities the 
new legislation and the extension 
to include our industry would have 
no effect on either wages or hours. 
It would cause the fringe dealers 
in many instances to increase their 
costs. To this extent it should re- 
duce the unfair competition which 
now exists. 

If all the people in this highly 
competitive business were requir- 
ed to observe the same rules and 
were required to pay decent 
wages and observe reasonable 
hours and working conditions, it 
would, in my opinion, tend to ele- 
vate the business and would not 
work a hardship on any dealer 
who was trying to conduct his 

business in an honorable way 
and protect the market for which 
he is franchised. 

When our national and state as- 
sociations are continually opposing 
measures which would elevate stan- 


dards of employment, I think our} 


industry is placed in a bad light. 
Furthermore, by maintaining sub- 
standard conditions, we only open 
the door for unionization and the 
Gomination of labor bosses. This, to 
me, is far more obnoxious than 
the observance of federal law 
would be. 


National interstate 


banks and 


The Big Stories 


35 Years Ago—1926 
Net earnings of General Motors in 1925 were $116,016,277 . . . An in- 
crease of one cent a gallon in tank wagon price of gasoline brought 
the average price in 30 representative cities to 16.4 cents a gallon. 


20 Years Ago—1941 


With one strike halting production on a $5 million defense truck 
order, government officials were meeting to map plans to avert future 
tieups in plants working on defense orders. 


10 Years Ago—1951 
The National Automobile Dealers Assn. was preparing to go to 
Congress in its efforts to get the Office of Price Stabilization to allow 
dealers their customary markup on the 3% percent boost in 1951 
new-car prices. According to OPS, dealers would be allowed to pass 
on only the dollars-and-cents increase in the wholesale prices. 





‘NADA Shortsighted. . . / 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 7, Mich. 


















businesses of all kinds have been 
living and prospering under the 
Wage and Hour Law ever since 
its enactment. Why do we in the 
retail automobile industry feel that 
we need or that we should have 
preferential treatment? I believe 
that the people who work for me 
are entitled to as much considera- 
tion as those who are employed by 
a manufacturer. 


Eventually, I think that Congress 
should try to eliminate all exemp- 
tions under this law, because. there 
is an obligation to the unorganized 
and unrecognized employes. of 
small business establishments who, 
generally speaking, enjoy none of 
the fringe benefits of highly organ- 
ized industries. A merchant who 
is a good manager and who is 
not greedy will not be adversely 
affected by the proposed changes. 

NADA’s argument that their 
opposition is not to the increased 
wages but to the requirement of a 
40-hour week does not hold water. 
Employers are allowed to work 
their employes longer but must pay 
them time-and-a-half. If they must 
remain open to serve their cus- 
tomers they can add a shift as 
we have done. It simply boils 
down to a reactionary attitude of 
exploiting labor and of taking ad- 
vantage of people who have made 
us successful. We are no better 
than other “pressure groups” whom 
we have condemned for seeking un- 
fair advantage. 

I am concerned about the pub- 
lic image which our industry 
presents in Congress and in the 
various state legislatures and to 
the public in general. 

I do not enjoy the prospect of 
having the representatives of this 
great industry plead with these 
lawmakers on bended knee that 
almost 50 years after Henry Ford 
announced the eight-hour day and 
some 25 years after others were 
placed under the 40-hour week, we 
must have special consideration 
and must work our people longer 
hours for less money. 

I suggest that this certainly 
does not indicate a progressive, 
forward-looking industry. — L. P. 
FRANCIS, president, Francis Chevro- 


let Co., St. Louis. 
* * * 


Encore 


I want to thank you for thinking 
my letter was worth printing. It 
made me feel sort of proud of 
myself and I hope and pray factory 

(Continued on Page 14, Col. 4) 








REPORT TO FORD DEALERS 


Another reason why Falcon has won the battle of the compacts: 


ce aidan 





NOBODY CAN TALK QUALITY LIKE 
FALCON SALESMEN! 


Falcon offers the combination of owner 
comfort and convenience features nor- 
mally found only in full-size cars. Consider: 
Falcon owners get room for six adults and 
all their luggage, elegant leather-grained 
vinyl upholstery, thick foam-padded front 
seat, shift lever on the steering column. 


And that’s not all—the Falcon owner also 
gets coat hooks, arm rests, sun visors, dual 
horns, oil filter, lighted identification for 
controls. 


All these features are standard equipment 


~ 


FORD DIVISION backs you best 


on the Falcon. Many of them, if available 
at all, cost extra on other compacts. 


This is the kind of quality that sells cars 
... and, as Falcon salesmen, you've got it 
to sell! 


You've got another kind of quality to sell, 
too. Falcon owners are the happiest group 
on wheels. They constantly write of how 
reliable Falcon is. In fact, Falcon proved 
itself so totally dependable, so thoroughly 
reliable, it was the first compact in the in- 
dustry to have its dealers offer a one-year, 







ard fhgtor Company, 


“ECONOMY WHERE IT PAYS — 
QUALITY WHERE IT COUNTS... 
THATS FALCON ! 


—~ a 
3 
— 
Peanuts Characters © 1950 
smn«ce] “ > United Feature Syndicate, inc. 


12,000-mile warranty.* This is quality 
your customers can see—in writing! 


America likes what they hear about 
Falcon. The proof is in the sales. Falcon 
outsells every other compact by a wide 
margin. There are over 600,000 Falcons 
on the road already. And it figures! Falcon 
is the one compact that makes quality an 
inexpensive word. 

* Extended Warranty—Each part of "61 Fords, except tires, is dealer war- 
ranted against defects in materials or workmanship for 12 months or 
12,000 miles, whichever comes first. Owners remain responsible for normal 


maintenance service and routine replacemenr nt of maintenance items, such 
as filters and ignition parts. 
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TURNINGS ... 


GM Shows the Press 


Aluminum Operation 


By Joseph M. Callahan 


Engineering Editor 
EFIANCE, O.—A tour through the General Motors Cen- 
tral Foundry Division plant here, where all the alumi- 
num heads and blocks for the three new GM compacts are 


cast, revealed that everything - allied es tae hl eidlays in ths 
is now running smoothly. | block. ae ee 

The tour was arranged to coun-| ‘Trouble - shooting metallurgists 
teract reports in the press and else-| have been called in and they’ve 
where that the semi-permanent| tried alloys, consisting of slightly 
mold casting operation here was/ different ingredients, for a full 
plagued with in-| gay’s production. For example, ad- 
surmountable| ditional silicone was introduced. 
problems. . |Some improvement in the alumi- 

That certain! num’s machinability was noted, but 
problems did/the problem still is not entirely 










































exist is admitted,| eliminated. 
although James a 
H. Smith, the Most of the cost problem, now 
long-time oo that the startup bugs have 
aoeat . of the} been eliminated, arises from the 
Seo eer? fact that GM chose semi-permanent 
E ’ ld i i "i 
b i ant thetic prod- mold casting, rather than die cast 
J. M. Callahan lems were no 


Salesmen Vow 
To Sell Extra Cars 
To Spur Economy 


SAN FRANCISCO.—A group of 
salesmen who sold more than $30 
million worth of new Plymouths last 
year have advised President Ken- 
nedy that they would sell one extra 
car in addition to what they would 
normally sell during the next two 
weeks. 

They called on salesmen every- 
where to aid the country’s econ- 
omy by making similar pledges to 
“sell one extra of whatever product 
or service they sell.” 

The resolution was made by 140 
salesmen who had won a four-day 
trip to the Bay City for outstand- 
ing sales achievement in 1960. 

The salesmen sent the following 
telegram to the President: 

“We — the 140 members of the 
Diamond Chapter of the Plymouth 
All-Star Salesmen Club, in San 
Francisco for the club’s annual 
sales achievement awards trip — 
today resolve that within the next 
two weeks each of us would sell at 
least one new car over and above 
that which we would normally sell. 

“This is our personal contribution 
to help boost the economy. 

“We feel that salesmen, more than 
any other group, hold the key to 
improvement of the current eco- 
nomic situation. 

“We feel that a little extra effort 
by each and every salesman in the 
United States would be a great 
stimulus to the economy. 

“We are calling on salesmen 
everywhere to join with us and to 
extend themselves to sell one extra 
of whatever their product or service 
might be.” 


more serious than those encounter- 
ed with every other new block and 
head. They have since been pretty 
well eliminated. 

It should be emphasized that the 
problems encountered were almost 
entirely of a manufacturing and 
cost nature and did not adversely 
reflect on the highly touted per- 
formance or quality of this new 
V-8 engine, which was introduced 
in the Buick Special, Oldsmobile 
F-85 and as an option in the Pon- 
tiac Tempest. This engine is the 
lightest engine per horsepower in 
the industry. 

Thus far, the Defiance plant 
has shipped more than 125,000 
aluminum blocks and 250,000 alu- 
minum heads. The current ca- 
pacity for these parts is 1,300 
blocks and 2,600 heads per day. 
More than 100,000 cars are now 
equipped with aluminum engines 
made from these components. Of, 
course, these castings make up 
only a portion of this foundry’s 
total output. 

At the start of production the 
scrap rate was admittedly exces- 
sive. But Smith reported that it 
has declined to a third of what it 
was last fall, although he declined 
to say what that scrap rate was. 

Much of the scrappage has been 
caused by porosity, a characteris- 
tic that apparently is inherent in 
all metal castings, although it’s 
more common in aluminum cast- 
ings. All aluminum blocks and 
heads at Defiance are tested for 
Porosity and about a quarter of 
them require impregnation. This 
produces a very good casting, but 
it’s undesirable because of the 
added cost. 

The foundry people say they’ve 
improved the situation consider- 
ably since last fall by carefully 
handling the scrap aluminum that 
is used, changing the screens in 
the molds so that more dross is 
removed from the molten metal 
and putting a 100 per cent con- 
trol on the gasses produced by the 
molten aluminum as it chills. It’s 
important that some gas be pro- 
duced, but excessive gas becomes 
troublesome. 

* * * 


‘Hard Spots’ No Problem 


HERE have been several re- 

ports, including one in AuToMo- 
tive News, that “hard spots” in 
the aluminum castings were caus- 
ing machining problems. But it has 
been pretty well established this 
has not been the case. 

As a matter of fact, just the 
opposite has been true. The alu- 
minum alloy 356, while good in 
all other respects, has a tendency 
to be too soft, which has pro- 
duced some serious machining 
problems. 

The machining of these blocks 
and heads is being done by Buick 
at Flint, and the Central Foundry 
officials understandably declined to 
go into this subject. 

However, engineers who have 
looked into the machining opera- 


Pure Oil Economy Winners— 


accept their trophies from Bill 
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and _ 


ing, as American Motors 
Chrysler did. 

How much extra a permanent- 
mold-cast engine costs than does 
a die-cast engine isn’t precisely 
known, although Pontiac charges 
$216 extra for its semi-perma- 
nent-mold-cast engine in the 
Tempest, while American Motors 
and Chrysler Corp. only charge 
$30 and $47 more respectively for 
their die-cast engines. Thus, the 
die-cast unit apparently costs 
$169 to $186 less at retail. 
Discussing the selection of cast- 

ing methods, a Central Foundry 


official said, “We studied four proc- — 
sand mold casting, 


esses—green 
permanent-mold casting, die cast- 
ing and semipermanent mold cast- 
ing. 

“It narrowed down to die cast- 
ing and semipermanent mold cast- 
ing, and we chose the latter proc- 
ess largely because the design of 
this V-8 engine makes it almost 
impossible to extract the steel cores 
as you do in die casting.” 

“There are a lot of angles in 
this engine and it’s not the easiest 
in the world to cast,” Smith added. 
“If we could have made it eco- 
nomically as a die casting we 
would have,” 

In this connection, a Dodge 
spokesman recently said, ‘“Dodge’s 
aluminum cylinder block is specific- 
ally designed to be die cast. The 
technical and economic benefits of 
the die-casting process are well 
known, and are so substantial that 
numerous manufacturers (GM is 
the only other  non-die-casting 
manufacturer) are expected to 
switch from permanent mold 
methods to die casting in the fu- 
ture.” 

* * * 


GM Switch Unlikely 
OWEVER, GM is highly un- 
likely to switch to die casting, 

if for no other reason than this 

engine would have to be exten- 
sively redesigned. An in-line six- 
cylinder engine, such as AMC and 

Chrysler have, lends itself much 

more to die casting than does a 

V-8 engine. 

“Substantial design changes 
would have to be made to die 
cast this engine,” Smith said. “I 
won’t say we can’t do it. But I 
don’t know how we would. If a 
part is simple enough, there’s 
no question but that die casting 
is better.” 

Another official said many en- 
gineers constantly claim that an 
aluminum engine block could be 
made for less money, but these 
people were. research engineers and 
they didn’t have to build them. He 
added that a lot of expensive modi- 
fications would have to be made in 
this engine even if it were to be 
east in gray iron. 

Asked if GM’s new 12,000-mile 
warranty had affected the Central 
Foundry Division’s operations, 
Smith said, “This has been no fac- 
tor, because there’s not a thing 
we make that doesn’t have to last 
the life of the vehicle. We start 
out with coke and scrap and end 
up with a casting. We have to have 
rigid controls or a lot of people 
will wind up in a ditch.” 





Three of the winners in the 1961 Pure Oil Economy Trials at Daytona Beach, Fla., 
France, second from left, NASCAR president. Dan 
Brandom, left, a Park Forest (Ill.) policeman, drove his Ford Galaxie 14.809 miles on 
a gallon of gasoline to win first place in Class |. A, A. Lines, second from right, Niles, 
Mich., drove a Lark V-8 19.100 miles to win Class IV. Triple winner Les Viland, right, 
Livonia, Mich., won Class Ill in a Rambler Ambassador with 18.553 miles per gallon, 


tion in Flint say that this alloy, 
when machined, often produces} Class VI in a Rambler American with 26.859 per gallon, and best overall economy 
gummy, stringy clumps of metal] with the American mark. Sammy Bland nailed first spot in Class Il with a Pontiac 


Catalina (14.762 miles per gallon), and 
19.897 miles per gallon in a Lancer. 


which tie up and break equipment. 
This was a particular problem in 





Vicki Wood placed first in Class V with 











Casting a GM Aluminum Block— 


A workman, left, pouring molten aluminum into a semipermanent mold after 


the 
dies have been hydraulically closed. Minutes later, another man, right, removes the 
block casting from the mold at GM's Central Foundry plant in Defiance, O. 
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(Continued from Page 12) 


folks and dealers will cooperate 
with each other more closely for 
the good of all concerned. 

I believe a group of a dozen 
dealers across the nation should 
be allowed to express. their 
epinion of any new model be- 
fore it goes into production. But 
I’m afraid factory-brass attitude 
will last to the end of the road. 
On Page 56 your story of an- 
other new Ford engine with 401 
horsepower with triple carburetor 
to burn a gallon of gas in a split 
second proves that management 
will keep on the same track re- 
gardless. I’m almost certain that 
all factory top brass, including our 
Secretary of Defense McNamara, 
will never be happy even if they 
should ever reach the Kingdom of 
Heaven. 

I hope that factory folks don’t 
send a man to push me in the 
ocean. Also that fat dames will still 
speak to me, I forgot to mention 
that I am just a little too heavy and 
have not been too pretty since 
Dearborn, Mich., was a cow pasture. 
—JouHN T. Firzcinsons, Goulds, Fla. 

P.S.—I have surveyed over 100 
import car owners, mostly Volks- 
wagen. Everyone likes their car 
and will never buy another Ameri- 
can car until they come out with a 
product that affords economy of 
operation. 

Now management and designers 
will make a small car with 80 hp, 
then jump it to 110-130-155 h.p. They 
have yet to come out with 40-50 h.p. 
so they are to blame for import 
sales. 

Then a big shot says next year 
imports will dwindle to nothing. 
These kind of remarks play right 
into the hands of the import 
companies. 

I like imports to drive, I’m gas 
conscious. I love to buy shirts and 
gifts for my neighbors’ kids, The 
money I save riding in economy 
cars affords me other comforts in 
life, such as I mention. I live from 
income and do not delve into 
principal sum. 

In my opinion, small cars in 
many ways afford more comfort 
than a big crate. Seats are especially 
good. Drive eight hours and you get 
out refreshed, not exhausted. The 
cost of riding is five to one, between 
5 cents a mile for gas for the big 
car and one to 1% cents for the 
small car. One hundred miles per 
day riding adds up big in a year. 

The small car is easy to park 
and it goes fast enough to get you 
arrested. 

My Austin A-55 has four good 
seats most comfortable. It is just 
about the best car I have ever 
driven, in terms of comfort to my 
body and my pocketbook, averaging 
25 miles per gallon. It has 14-inch 
wheels which make a small car look 
big. 

Thirteen-inch wheels 
small car look smaller, 

Some day just take a look at an 
Austin A-55. Trunk space large, 
and it is well appointed. If I had 
$8 or $80 million, this car would 
satisfy my desire. Why don’t you 
have a heart-to-heart talk with 
some top brass you know and 
help him see the light of day? 

A car like the A-55 will sell in 


make a 








any price class. It would give em- 
ployment to thousands idle and save 
many dealers from disaster. 

* * Eo 


Snow Patter 


You have probably wondered at 
times, when snow nearly reached 
the roof of your car and roads were 
clogged, why there wasn’t some 
simple solution to the problem of 
getting traffic moving again. 

Well, I have one. I have always 
had a tinkering bent, and I’m in- 
dependent by nature. I used to be 
in the business of installing casters 
and gliders on furniture up until 
three years ago, when I was taken 
ill. I’m now past 85. 

I have developed a flexible rol- 
ler, to be pushed by a Jeep, to pat 
down snow on roads (it might 
need repeating). This would be a 
simple way to make snow-choked 
roads open to traffic. Just think: 
Children could get to school, busi- 
ness could open, shops could be 
busy, stockmen could get to their 
flocks, accidents could be dimin- 
ished. 

Such a roller could also be used 
to control brush fires, etc. 

I’ve tried to pass on this idea, 
but it’s surprising to find the pass- 
the-buck attitude on the part of 
state and county officials, private 
corporations and females in offices 
—who seem to have very little con- 
ception of being helpful. But they 
holler when their property is en- 
dangered. 

Ford, General Electric, General 
Motors, Kaiser, American Motors 
and Wright-Patterson all acted 
nicely, but were not really helpful. 

By patting down the snow with 
my simple, flexible roller, mail serv- 
ice could be speeded up along with 
urgent calls to airports, bus and 
train stations and hospitals. We 
ought to do much more than try to 
haul snow away or just wait until 
the sun does its part. It is high 
time to act. 

I will sell a blueprint for the 
flexible roller for $5.—JuLius Lem- 
PERLE, 34 S. 8 E., Salt Lake City 2. 


Seat-Belt Maker 
Sees More Sales, 


Will Hike Output 


ROCHESTER, N. Y.— Raymond 
T. Hickok, president of Hickok 
Mfg. Co., Inc., said his firm had 
been anticipating an increased use 
of safety belts “for a long while” 
and already has mapped a stepup 
in production. 

In addition to the auto industry 
decision to install belt anchors on 
all 1962s, Hickok said the expected 
increase would be due to safety 
education programs and state laws, 
which by 1963 will make the belts 
mandatory in 26 states. 

Although Hickok said he could 
not estimate how much of an in- 
crease in production the latest 
move would cause, he said Chev- 
rolet was considering using the 
Hickok safety belt. He said the 
Hickok belt is now offered by Amer- 
ican Motors, Chrysler Corp. and 
Studebaker-Packard Corp. 




















BENDIX 
HYDROVAC 
POWER | 
BRAKES 


Lead the field 
in three 
important areas: 









1. BIGGER PAYLOAD—Because Bendix Hydrovac Power Brakes weigh less, they permit 
hauling increased payloads—up to several hundred pounds extra. 2. LOWER PRICE—Bendix 
Hydrovac Power Brakes cost less to buy—also less to operate, less to maintain. 3. BETTER 
PROTECTION — Bendix Hydrovac Power Brakes have built-in standby safety; manual braking 
in case of power failure. 

MORE BENDIX HYDROVAC VACUUM POWER BRAKES ARE IN USE THAN ALL OTHER MAKES 


Bendix ‘wision South Bend, inp. 
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Highways & Safety... 


60 Traffic Deaths Hit 
4-Year High of 38,200 


Motor vehicles again were the No. 
1 killer as fatalities in all types of 
accidents rose one percent to 93,000 
in 1960, according to the National 
Safety Council. 

But a 2 percent increase in 
population reduced the population 
death rate from accidents to an 
all-time low of 51.7, the council 
said. The previous low of 52.3 was 
recorded in 1958. 

Traffic accidents took the lives of 
38,200 persdéns in 1960 and caused 
1,400,000 injuries disabilities beyond 
the day of the accident, the council 
continued. 

It was the highest traffic death 
toll since 1957, when 38,702 persons 
met death. The 1959 traffic toll was 
37,910 deaths and about the same 
number of disabling injuries as in 
1960. 

While the toll was rising one per- 
cent from 1959, Americans in 1960 
were setting-a record-low rate of 
5.3 deaths for every 100 million 
miles of motor vehicle travel. The 
mileage death rate in 1959 was 5.4. 
A 2 percent increase in travel in 
1960 more than offset the one: per- 
cent rise in deaths. 

Highway travel was a record 
715 billion miles in 1960, compared 
with 700 billion miles in 1959. 

The cost of traffic accidents in 
1960 was an estimated $6.4 billion. 
Property damage was $2.15 billion. 

Preliminary figures indicate the 
sharpest increase in deaths in 1960 
resulted from pedestrian accidents, 
railroad accidents and noncollision 
accidents (running off roadway and 
overturning; for example). 

Pedestrian accidents accounted 


Auto, Tire Firms 
Assign 20 to Aid 
61 Safety Check 


WASHINGTON. — Auto and tire 
manufacturers again are providing 
special field representatives to the 
Auto Industries Highway Safety 
Committee as a part of the indus- 
try’s concern to meet the nation’s 
traffic safety needs, according to 
J. B. Wagstaff, committee chair- 
man and Chrysler Corp. vice-presi- 
dent. 

“For the sixth consecutive year, 
20 special representatives will work 
with state and local public officials, 
citizens’ and safety organizations, 
industrial plants, military installa- 
tions, and high school groups sup- 
porting the annual voluntary Safe- 
ty-Check of vehicle condition,” 
Wagstaff said. “They have again 
been assigned to states not now re- 
quiring periodic motor vehicle in- 
spection by law.” 

National Vehicle Sa fet y-Check 
for Communities is conducted an- 
nually during May and June under 
the sponsorship of the committee 
and Look magazine, with the coop- 
eration of the Assn. of State and 
Provincial Safety Coordinators. 

The representatives and states to 
which they have been assigned are: 

L. H. Nagler, American Motors, 
Iowa; Louis C. Rice, Chrysler- 
Plymouth, Minnesota and Wiscon- 
sin; Louis M. Tuttle, Chrysler- 
Plymouth, Southern California; 
W. K. West, Dodge, Arkansas and 
Oklahoma; William Wright, Dodge, 
Missouri. 

Robert L. VanDerVelde, Fire- 
stone, Illinois; Edward D, Burks, 
Arizona and Nevada; William R. 
Burditt, Cadillac, Idaho and Ore- 
gon; Larry D. Burkhardt, Buick, 
Michigan; Lawrence H. Doyle, 
North and South Dakota; Cort W. 
Edmonston, Pontiac, Northern Cali- 
fornia. 

Louis E. Taylor, Chevrolet, Kan- 
sas and Nebraska; Richard Wea- 
ver, Oldsmobile, Indiana; Julius E. 
Anderson, General Tire, Alabama 
and Tennessee; Paul W. Barnard, 
Goodrich, Maryland; James R. 
Rutherford, Goodrich, Ohio. 

Charles B. Rudder, Goodyear, 
North and South Carolina; Ken- 
neth L. Fairfield, Goodyear, Wash- 
ington; John J. McCarthy, Stude- 
baker-Packard, Kentucky; Rudolf 
Ruyl, U. S. Rubber, Florida and 
Georgia. 
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parks, forests, etc., are under fed- 
eral control, accounting~for 3 per- 
cent of the total U. S. mileage. 

Slightly over one million miles of 
all roads and streets in the U. S., 
or 29 percent of the total, are un- 
surfaced. Of the surfaced mileage, 
1.3 million miles or 37 percent of 
the total, are soil-surfaced or have 
surfaces of gravel, crushed stone or 
slag. 

Almost 1.2 million miles, account- 
ing for 34 percent of the total, have 
surfaces ranging from bituminous 
surface treatment to bituminous 
and portland-cement concrete. 
These are the surfaces which the 
public generally thinks of as 
“paved,” although they include 
some of the lowest types which, if 
old and not well maintained, may 
appear to be gravel roads. 

The mileage of unsurfaced roads 
and streets has been declining at an 
average rate of 3 percent during re- 
cent years. 


U. S. Reports Dip 





















for 100 more deaths than in 1959, 
while deaths resulting from railroad 
and noncollision accidents were up 
about 200 each. Collisions with 
animals increased slightly. 

Deaths resulting from multive- 
hicle collision accidents, and street- 
car, bicycle and fixed-object acci- 
dents decreased. 

The council also reported that 
9.3 persons were injured in all 
accidents, the cost of which was 
estimated at $13.4 billion. 

Home accidents claimed the sec- 
ond largest number of lives—27,500. 

A breakdown of the figures fol- 
lows: 


Simcas at Fine Arts Festival— 





1960 1959 
Motor Vehicle .......... : Residents of St. Petersburg, Fla., attending their recent Fine Arts Festival, paused 
a Co econ tae anes eee In Highway Costs to inspect the Simca Oceane Special convertible and the Simca Etoile sedan which 
WE SS csc cinccoveecevies ved 13,800 13,800 Cost of highway construction in|W®e displayed in front of the exhibit building beside a miniature Eiffel Tower. 
Public (not motor the fourth quarter of 1960 dropped Ruebel's, Inc. (Simca), who arranged the exhibit, reported that more than 50,000 
VOUMMONO) siesense. sescsasses 16,500 16,500 | 1.2 percent below the previous quar- | P¢'s0"s viewed the display, many prospects were obtained and four Simcas were 
delivered as a direct result of this promotion. 


Motor-vehicle deaths include some 
which also are shown as work and 
home deaths. The 1959 all-accident 
and motor-vehicle totals are official 
figures of the National Office of 
Vital Statistics. All others are Na- 
tional Safety Council estimates. 

The 1960 all-accident rate of 51.7 
deaths for every 100,000 persons was 
not only the lowest on record, but 
was the seventh time in the history 
of accident records the rate has 
fallen below 60, the council re- 
ported. 


* * * 


Buffalo Area Safety Group 
Urges Use of Seat Belts 


A resolution urging use of auto 
seat belts as a means of reducing 
fatalities and severe injuries in 
traffic accidents was passed unani- 
mously at a meeting of Niagara 
Frontier Chapter, American Society 
of Safety Engineers, in Buffalo. 

The resolution also calls for pas- 
sage of a bill before the State Leg- 
islature that would require every 
motor vehicle manufactured after 
June 30, 1962, and sold in New York 
State to be equipped with attach- 
ment points for seat belts. 

* 


3.5 Million Miles 
Of Public Roads 
Criss-Cross U.S. 


Roads and .streets in the United 
States under the jurisdiction of 
governmental] units totalled 3.5 mil- 
lion miles in 1959, according to the 
Bureau of Public Roads. 

The data, compiled by the bureau 
from information supplied by the 
states, show that rural roads com- 
prise slightly over three million 
miles, or 88 percent of the U. S. 
total. The 416,000 miles of municipal 
roads and streets account for 12 
percent of the total. 

Nearly 443,000 miles of roads and 
streets, or 13 percent of the total, 
are on the state primary systems; 
and an additional 259,000 miles, 7 
percent of the total, are also under 
state control. 

Roads and streets under local 
contro] amount to 2.7 million miles, 
or 77 percent of the total. Some 


107,000 miles of roads in national 





Ford Dealers Elect Minto— 


ter, according to the Bureau of 
Public Roads, United States De- 


partment of Commerce. 


The decrease in the bid-price 


index in the fourth quarter follows 


a 2.2 percent increase in the previ- 
ous quarter, the bureau said, The 
small fluctuations of the past sev- 
eral years, together with the latest 
change, indicate continuance of a 
trend of stabilization in prices, the 


bureau added. 
With 1946 as a base year, the 


price index has risen from a low 


point of 125.5 in the second quarter 
of 1955 to an alltime high of 143.4 in 
the fourth quarter of 1957, a total 
increase of 14.3 percent, The total 


increase from the same low point 


through the fourth quarter is 7.6 
percent. 


Accident-Proof 
German Offers His Idea 
Of Safe Auto 


A scientist in Dresden, East Ger- 
many, has come up with his idea of 
an accident-proof car and says it 
can hit a brick wall while travelling 
60 miles per hour without injuring 
passengers. 

There are two key features in the 
design which was developed by 
Manfred Von Ardenne: 

Passengers are seated facing the 
rear of the car as a safety feature. 
The driver views the road on a 
color television set. 

Passengers and the driver are en- 
cased in a. body shell of shock-ab- 
sorbent plastic, rather than sheet 
metal. Vom Ardenne says he is de- 
veloping the proper plastic which 
will be inexpensive to replace 
should it be damaged in an acci- 
dent. a o: 


- 
Texas Credits Auto Checkups 
For Cut in Traffic Fatalities 


Since adoption of an auto-inspec- 
tion program in Texas in 1951, 
there has been a drop from 15 per- 
cent to 5 percent in the number. of 
fatal traffic accidents attributed to 
the.State Department of Public 
Safety. 

The department said 38 percent 
of the cars inspected through mid- 
February needed some adjustment 
or repair, most of it minor. 





James E. Minto, third from left, Burlingion, Calif., has been elected president of 
the San Jose District Ford Dealers Advertising Assn., Inc. From left are James A. King, 
San Jose:district sales manager; James B. Woulfe, Albany, treasurer; Minto, and Walter 
J. Cooper, Ford Western Regional sales manager. 





Capsule Reports .. . 


Auto News in Brief 


GRAND RAPIDS, Mich.—Michi- 
gan Plating & Stamping Co., sup- 
plier of automobile and truck 
bumpers, is nearing the end of a 
five year, $1.5 million expansion 
program, it was announced by John 
H. DeVries, executive vice-presi- 
dent. 

DeVries said the program includ- 
ed the installation of several large 
bumper presses, additional nickel 
tanks which will substantially in- 
crease the plant’s plating capacity, 
a streamlining of plant layout and 
the addition of 8,800 square feet to 
the shipping area. The last and 
largest piece of equipment to be 
installed is a giant 1,000-ton press 
which is capable of forming a 
bumper from a piece of cold flat 
steel in one stroke of the press. 

* * * 


GM Research Exhibit 
Displayed in Capital 

WARREN, Mich.—“Patents are 
pathways to progress and pros- 
perity” is the theme of a Gen- 
eral Motors Research Labora- 
tories exhibit appearing in the 
United States Department of 
Commerce Building, Washington, 
unti] March 10. 

It is part of a U. S. Patent Of- 
fice industria] exhibit featuring 
economic, industrial, and _ tech- 
nological development under the 
American patent system. It pre- 
sents a story of patents involved 
in GM _ Research Laboratories’ 
metallurgical research. 

ok * * 


Goodyear Opens Office 
MINNEAPOLIS.—Goodyear Tire 
& Rubber Co. is now operating at 
its new district office and ware- 
house building at 5100 W. 35th St. 
in Suburban St. Louis Park. 
* * * 


Sacramento Pontiac Deal 


Is Sold by Cameron 

SACRAMENTO, Calif.—Robert 
Cameron announced the sale of his 
North Sacramento Pontiac dealer- 
ship, which he opened 24 years ago, 
to M. F. Salta & Co. Inc., Long 
Beach. 

The dealership building at 1217 
Del Paso Blvd., North Sacramento, 
will be leased to the Salta firm. 
Salta & Co, operates dealerships in 
Long Beach, San Diego, Portland, 
Ore., and Phoenix, Ariz. 

ok * * 


Raybestos Opens Branch 
LOS ANGELES. — Raybestos Di- 
vision, Raybestos-Manhattan, Inc., 
Bridgeport, Conn., opened a Los 
Angeles branch at 1825 .E..22nd St. 
* * & 


$4. Million Racing Center 


Planned for Pennsylvania. 
SCRANTON, Pa, — Plans are 
gaining momentum. for construc- 
tion of a $4 million auto racing 
center. in Monroe County in the 





heart of the Pocono Mountains 
near here. The track is scheduled 
for completion by late 1962. 
According to David Montgomery, 
president, Racing, Inc., the plant 
will include facilities for racing In- 
dianapolis type cars, stock cars, 
midgets, sports cars, go-karts and 
a drag strip. In addition, it will be 
capable of handling Grand Prix 
championship events. 
* * cd 


Berkeley Moves to Acquire 


Its Own Automobile Fleet 


BERKELEY, Calif—In a move 
to acquire its own fleet of automo- 
biles, the City Council has pur- 
chased six Fords for police cars 
from Golden Bear Motors and four 
Rambler sedans and one station 
wagon from Gil Ashcom Rambler 
for fire and service department 
cars. The bid on the Fords was 
$14,440 and on the Ramblers, $8,894. 

In the past, police officers and 
some: other officials used private 
autos and received expense allow- 
ances from the city. In five years, 
the city will own all autos used by 
city employes. 


VW Distributor 
In N.Y. Forms 


Credit Concern 


NEW YORK. — Affiliated Finan- 
cial Corp., a credit organization de- 
signed to finance exclusively pur- 
chase of Volkswagens, has been 
formed by World-Wide Automobiles 
Corp., VW distributor in New York, 
New Jersey and Connecticut, and 
the Federated Corp. of Delaware, 
specialists in retail installment 
finance. 

They said AFC is the first com- 
pany to be devoted to the financing 
of imported cars. 

The company, which will maintain 
its headquarters in Port Chester, 
N.Y., will serve both Volkswagen 
dealers and purchasers, said Arthur 
Stanton, World-Wide president, who 
also will serve as AFC president. 
Arthur Meyer, FCD president, has 
been named vice-president and di- 
rector of operations. 

Meyer said conventional sources 
of credit do not take into account 
usual advantages of the Volkswagen 
car and truck. 

Depreciation on the VW is so low 
and resale value so high, he added, 
it is possible to extend to purchasers 
greater credit facilities with com- 
plete safety and prudence. 

Credit to dealers can also be 
provided with wider latitude because 
of the continuing demand for the 
vehicle, Meyer said. 

Affiliated Financial Corp. will be- 
gin operations in the New York, 
New Jersey and Connecticut areas, 
with later expansion planned for 
the rest of the nation, he said. 











The Champion Spark Plug Company 
offers you the greatest Grand Prize ever! 











WIN YOUR OWN AIRLINER 
AND GREW FOR 2 WEEKS— 
{ Pus 6,000 SPENDING MONEY! 








This is yours for 2 weeks: Private, luxurious airliner 
and crew, ready to fly you anywhere in North America! 


| Plan your own trip . .. anywhere in North America! You 

| are in command! You can take along your family and 

| friends—up to 12 people in all! Spend the $5,000 as you 

" please! All plane expenses are paid—and all tax is paid 
on the total first prize! 


Dream about it for a minute! Where would you go? 


| 
|| TURN PAGE FOR DETAILS ON THE GREATEST CONTEST IN AUTOMOTIVE PARTS HISTORY... —_—> 


, 








Here’s what you can win... 
is doing to help 


CHAMPION 


Champion 


- 


Here’s the fabulous 
Grand Prize — 

your own airliner 
and crew for 


2 weeks — 
plus *5,000 


spending money! 


OFFERS YOU 1,160 CHANCES TO WIN VALUABLE 


Fly from place to place whenever you like—any- 
where in North America! Take along your family 
and friends—up to 12 people in all. Plane and crew 
expenses are paid. Tax is paid on ail the first 
prize—including the $5,000! 


Here’s a flight map—Let 
your imagination roam! See 
the places you’ve always 
wanted to see. Go anywhere 
in the continental United 
States, Canada or Mexico 
. . . any place in the area 
shown above. You name it! 


HERE ARE THE OTHER WONDERFUL PRIZES— 
1,159 ADDED CHANCES FOR YOU TO BE A WINNER! 


COMET 2-DOOR SEDAN 
Equipped with heater, 
whitewall tires. 


12 STROMBERG- 
CARLSON CONSOLES 
Stereo hi-fi phono, 

AM-FM radio. 


FALCON TUDOR SEDAN 
Equipped with heater, 
whitewall tires. 


35 BELL & HOWELL 
MOVIE CAMERAS 
8 mm., automatic 

electric eye. 


RAMBLER AMERICAN 
2-DOOR SEDAN 
Equipped with heater, 
whitewall tires. 


LARK 2-DOOR SEDAN 
Equipped with heater, 
whitewall tires. 


250 COLEMAN 
CAMP STOVES 
Lightweight, clean-burning, 
durable. 


156 EVANS BICYCLES 
Interceptor 300 model. 
Boy’s or girl’s styles. 


2 LONE STAR 15-FT. 
RUNABOUTS 
With trailer, up-to-40 HP 
outboard motor. 


700 COLEMAN 
PICNIC COOLERS 
Well-insulated, 
lightweight. 
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PRIZES—AND UNLIMITED CHANCES TO EARN EXTRA PROFITS! 








how you win it...and what 
you earn prizes-and profits! 


THIS CONTEST IS FOR YOUR CUSTOMERS, TOO— 
AND HERE’S WHAT YOU BOTH DO TO WIN IDENTICAL PRIZES 


To enter the contest, a motorist gets his spark plugs 
checked by you and has a contest entry blank signed 
to certify that it has been done. Then he takes the 
entry blank home, completes a simple statement, 
and drops it in the mail. If he is one of the lucky con- 
test winners, whoever certified his spark plug check 
by signing his entry blank automatically wins an 
identical prize! 


That’s all there is to it. As you can see, the more 
spark plug checks you give and certify, the more 
chances you have of winning! And you can win more 


than one of these 1,160 great prizes—because for 
every prize-winning customer you certify, you win 
an identical prize. 


In addition to offering fabulous prizes, the contest 
gives you an opportunity to earn extra profits 
through increased sales of spark plugs and other 
parts. Experience has shown that checking spark 
plugs sells spark plugs—and other parts, too! So get 
busy as soon as you receive your contest material. 
(Look for it early in April.) Offer a free spark plug 
check to every customer! 


HERE’S THE POWERFUL ADVERTISING SUPPORT CHAMPION 
IS GIVING THE CONTEST—AND WHAT YOU GET TO “TIE IN”. . 















: i : a - gp : - wie 2 | cs 
Win Fain ane airliner and crew for 2 weeks 
. "pas*30 $5: 0000 st es mony” 








penterat p 
farst prize, Nothung £0 byt ' 
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The above ad will announce the contest in all the maga- 
zines listed below starting April 11—in over 65 million 
copies reaching 9 out of every 10 car owners! 


SATURDAY EVENING POST... READER’S 
. PARADE ... POPULAR MECHANICS 

.- POPULAR SCIENCE ... MECHANIX ILLUSTRATED... 
HOT ROD...MOTOR LIFE... MOTOR TREND...ROAD & TRACK... 
FARM JOURNAL... FARM and RANCH... PROGRESSIVE FARMER... 
SUCCESSFUL FARMING 


LIFE...LOOK... 
DIGEST... THIS WEEK. . 





STR Ts: 
AND CREW FOR 2 WEEKS! 


PLUS ‘S000 SPENDING MONEY -TAX PAID! 
at vil 
Cm ate 
ee i i 





oven 


Window Banner tells everyone who drives in 
about the contest, urges them to ‘‘enter here’’! 


RU ih ia | maces te tt wonton | 


a Pa ta ssid 
Se HE TRIP 
Caer OF A LIFETIME 
| CONTEST 





Plans Book tells how to 
make the most of con- 
test opportunities, in- 
cludes hints for helping 
your customers with 
their entry statements. 





Counter Easel tells motor- 
ists about the fabulous 
Grand Prize, also displays 
and holds entry blanks! 


AND HERE'S HOW EASY IT IS FOR YOU TO REALLY “CASH IN” ON THIS PRIZE-PACKED, PROFIT-PRODUCING CONTEST... 








“SQqag® “WIN YOUR OWN PLANE” CONTEST IS GREAT OPPORTUNITY FOR YOU! 


HERE’S HOW TO REALLY BOOST YOUR PROFITS 





WITH THIS CHAMPION CONTEST 


One out of every 2 cars needs new spark plugs right now! So you do 
your customers a real service by checking their plugs. And remember this 
important fact: Checking sells lots of spark plugs—and leads to many 


CHAMPION lename: 





You should easily double or triple your spark plug sales during the 
contest. So don’t run out. Have plenty of Champions on hand. 
(You can service 95% of the cars on the road with the 9 types in 
Champion’s Utility Line.) 


WIN THIS AIRLINER Yor: 
Vna aaa aa ce 
PLUS ‘5000 SPENDING 
MONEY-TAX PAID! 


As soon as you get them, put your contest window banner and 
counter easel up where everyone will see them. Use them to call 
attention to the contest, and to help you get every one of your 
customers entered in the contest. 





This contest offers you unlimited opportunities to win fabulous 
prizes—including your own plane and crew for 2 weeks—plus $5,000 
spending money—all tax-paid! In addition to the 1,160 prizes, it’s a 
real opportunity to earn extra profit through increased sales of spark 
plugs and other parts! As soon as you receive your contest material, 
get busy right away. Offer a free spark plug check to every customer! 


CHAMPION SPARK PLUG COMPANY e TOLEDO 1, OHIO 


/ HAVE AMPLE STOCK OF CHAMPIONS 2 





3 PUT UP ALL CONTEST DISPLAY MATERIAL 4 


other profitable sales as well! So just take these 4 easy steps to profit... 





HAVE TOOLS FOR EASY PLUG CHECKING 
The best and easiest way to check spark plugs is right in the engine 
—with the Champion Plug-Scope! And the Plug-Master wrench 

and magnetic Plug-Mate socket make plug installation and removal 
faster and easier. 


URGE EVERY CUSTOMER TO ENTER 


Plan to put on a real drive during the contest. Checking plugs 
always leads to increased sales of spark plugs and other parts and 
services. And the more entries you certify, the better your chances 
of winning prizes. 


DEPENDABLE 


SPARK PLUGS 
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Current Prices on U. S. Cars 





The following prices include the sug- 
gested base factory list prices, Federal 
excise tax amounts and suggested dealer 
delivery-and-handling charges. Not in- 
cluded are variable items passed on to 
the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional equipment. 

(Copyright, 1961, by Automotive News) 
BUICK—Special — Standard 4-dr. sed., 
$2,384; deluxe 4-dr. sed., $2,519; standard 
4-dr. 2-seat stat, wag., $2,681; deluxe 4-dr. 
2-seat stat. wag., $2,816; standard 4-dr. 
3-seat stat. wag., $2,762. 


LeSabre—4-dr. sed., $3,107; 2-dr. sed., 
$2,993; 4-dr. hardtop, $3,228; 2-dr. hard- 
top, $3,152; conv., $3,382; 4-dr. 2-seat 


stat. wag., $3,623; 4-dr. 3-seat stat. wag., 
$3,730. Invicta—4-dr. hardtop, $3,515; 2-dr. 


hardtop, $3,447; conv., $3,620. Electra— 
4-dr. sed., $3,825; 4-dr. hardtop, $3,932; 
2-dr. hardtop, $3,818. Electra 225—4-dr. 
hardtop, $4,350; conv., $4,192. (Turbine 


Drive transmission standard on all models. 
Power steering and power brakes standard 
on Electra and Electra 225.) 
CADILLAC—Series 62 — 4-dr. hardtop 
(flat roof or sloping roof), $5,080; 2-dr. 
hardtop, $4,892; conv., $5,455; Sedan de 
Ville 4-dr. hardtop (flat roof or sloping 
roof), $5,498; 4-dr, hardtop (short deck), 
$5,498; Coupe de Ville 2-dr. hardtop, $5,- 


252; Eldorado Biarritz conv., $6,477. 60 
Special—4-dr. hardtop, $6,233. Series 75— 
8-pass. sed., $9,533; limousine, $9,748. 


(Hydra-Matic, power steering, 
brakes standard on all models.) 

CHECKER — Superba — 4-dr. sed., $2, 
542.42; 4-dr. stat. wag., $2,650.02; 4-dr. 
stat. wag., $3,003.97. 

CHEVROLET—Corvair—Series 500—4-dr. 
sed., $1,974; coupe, $1,920; 4-dr. 2-seat 
stat. wag., $2,266. Series 700—4-dr. sed., 
$2,039; coupe, $1,985; 4-dr. 2-seat stat. 
wag., $2,331. Monza 900 — Sport coupe, 
$2,201; 4-dr. sed., $2,201. Greenbrier— 
Sport Wagon, $2,651. 

(The following prices are for six-cylin- 
der models, For V-8s, add $107.) Biscayne 
—4-dr. sed., $2,316; 2-dr. sed., $2,262; 
utility sed., $2,175. Bel Air—4-dr. sed., 
$2,438; 2-dr. sed., $2,384; 4-dr. hardtop, 
$2,554; 2-dr. hardtop, $2,489. Impala—4- 
dr. sed., $2,590; 2-dr. sed., $2,536; 4-dr. 
hardtop, $2,662; 2-dr. hardtop, $2,597; 
conv., $2,847. Station Wagons—4-dr. 2-seat 
Brookwood, $2,653; 4-dr. 3-seat Brook- 
wood, $2,756; 4-dr. 2-seat Parkwood, $2,- 
747; 4-dr. 3-seat Parkwood, $2,850; 4-dr. 
2-seat Nomad, $2,889; 4-dr. 3-seat Nomad, 
$2,992. Corvette—Conv. (V-8 std.), $3,934. 

CHRYSLER—Newport—4-dr. sed., $2,- 
964; 4-dr, hardtop, $3,104; 2-dr, hardtop, 
$3,025; conv., $3,442; 4-dr, 2-seat stat. 
wag., $3,541; 4-dr. 3-seat stat. wag., $3,- 
622. Windsor — 4-dr. sed., $3,218; 4-dr. 
hardtop, $3,367; 2-dr. hardtop, $3,303, New 
Yorker—4-dr, sed., $4,123; 4-dr. hardtop, 
$4,261; 2-dr, hardtop, $4,175; conv., $4,- 
592; 4-dr. 2-seat stat, wag., $4,764; 4-dr. 
3-seat stat. wag., $4,871. 300-G—2-dr. 
hardtop, $5,411; conv., $5,841. (Torque- 
Flite, power steering, power brakes stand- 
ard on New Yorker and 300-G.) 

COMET—4-dr, sed., $2,053; 2-dr. sed., 
$1,998; 2-dr. 2-seat stat. wag., $2,310; 4- 
dr. 2-seat stat, wag., $2,353, 

DeSOTO—4-dr. hardtop, $3,167; 2-dr. 
hardtop, $3,102. 

DODGE—Lancer—Series 170—4-dr. sed., 
$2,041; 2-dr. sed., $1,979; 4-dr. 2-seat stat. 
wag., $2,354. 770 Series—4-dr. sed., $2,- 
137; 2-dr. sed., $2,075; 2-dr, hardtop, 
$2,164; 4-dr. 2-seat stat. wag., $2,449. 

Dart—(Prices are for six-cylinder mod- 
els. For V-8s, add $119.) Seneca—4-dr. 
sed., $2,330; 2-dr. sed., $2,278; 4-dr. 2-seat 


power 


stat. wag., $2,695. Pioneer—4-dr. sed., 
$2,459; 2-dr. sed., $2,410; 2-dr. hardtop, 
$2,488; 4-dr. 2-seat stat. wag., $2,787; 


4-dr. 3-seat stat. wag., $2,892. Phoenix— 


4-dr. sed., $2,595; 4-dr. hardtop, $2,677; 
2-dr. hardtop, $2,618; conv. (V-8 std.), 
$2,988. 

Polara V-8 —4-dr. sed., $2,966; 4-dr. 
hardtop, $3,110; 2-dr. hardtop, $3,032; 
conv., $3,252; 4-dr, 2-seat stat. wag., 


$3,294; 4-dr. 3-seat stat. wag., $3,409. 

FORD—Falcon—4-dr. sed., $1,974; 2-dr. 
sed., $1,912; 2-dr, 2-seat stat, wag., $2,- 
225; 4-dr, 2-seat stat, wag., $2,268, 

(The following prices are for six-cylinder 
models. For V-8s, add $116.) Fairlane— 
4-dr. sed., $2,315; 2-dr. sed., $2,261, Fair- 
lane 500—4-dr, sed., $2,430; 2-dr. sed., $2,- 
376. Galaxie—4-dr. sed., $2,590; 2-dr. sed., 
$2,536; 4-dr. hardtop, $2,662; 2-dr, hard- 
top, $2,597; starliner 2-dr, hardtop, $2,- 
597; conv., $2,847, Station Wagons—2-dr. 
2-seat Ranch Wagon, $2,586; 4-dr, 2-seat 
Ranch Wagon, $2,656; 4-dr, 2-seat Country 
Sedan, $2,752; 4-dr, 2-seat Country Sedan, 
$2,856; 4-dr, 2-seat Country Squire, $2,- 
941; 4-dr. 3-seat Country Squire, $3,011. 

Thunderbird (V-8 std.)—2-dr. hardtop, 
$4,170; conv., $4,637. (Cruise-O-Matic 
transmission, power steering, power brakes 
standard on both models.) 

IMPERIAL—Custom—4-dr. hardtop, $5,- 
109; 2-dr. hardtop, $4,922.50. Crown—4-dr. 
hardtop, $5,647; 2-dr. hardtop, $5,403; 
conv., $5,773.50. LeBaron—4-dr. hardtop, 
$6,426. (TorqueFlite, power steering, power 
brakes standard on all models.) 

LINCOLN CONTINENTAL—4-dr._ sed., 
$6,067; 4-dr. conv., $6,713. (Automatic 
transmission, power steering, power brakes, 
radio, heater standard on both models.) 

MERCURY—(Meteor 600 and Meteor 800 


prices are for six-cylinder models, For 
V-8s, add $116.) Meteor 600—4-dr. sed., 
$2,471; 2-dr. sed., $2,417. Meteor 300 — 
4-dr. sed., $2,649; 2-dr, sed., $2,595; 4-dr. 
hardtop, $2,721; 2-dr, hardtop, $2,656. 
Monterey V-8 — 4-dr. sed., $2,869; 4-dr. 
hardtop, $2,941; 2-dr, hardtop, $2,876; 


conv., $3,126. Station Wagons—Commuter 


Six 4-dr, 2-seat, $2,806; Commuter V-8 
4-dr. 2-seat, $2,922; Colony Park V-8 4-dr. 
2-seat, $3.118. 


OLDSMOBILE — F-85 — Standard 4-dr. 


sed., $2,384; deluxe 4-dr. sed., $2,519; 
standard 4-dr. 2-seat stat, wag., $2,681; 
deluxe 4-dr. 2-seat stat. wag., $2,816; 
standard 4-dr. 3-seat stat. wag., $2,762; 


deluxe 4-dr. 3-seat stat. wagon, $2,897. 
Dynamic 88—4-dr. sed., $2,900; 2-dr. 
sed., $2,835; 4-dr. hardtop, $3,034; 2-dr. 
hardtop, $2,956; conv., $3,284; 4-dr. 2-seat 
stat. wag., $3,363; 4-dr. 3-seat stat. wag., 
$3,471. Super 88—4-dr. sed., $3,176; 4-dr. 
hardtop, $3,402; 2-dr. hardtop, $3,325; 
conv., $3,592; Starfire conv., $4,647; 4-dr. 
2-seat stat. wagon., $3,665; 4-dr. 3-seat 
stat. wag., $3,773. Series 98—4-dr. sed., 
$3,887; 4-dr. hardtop (sloping roof), $4,021; 
4-dr. hardtop (flat roof), $4,159; 2-dr. hard- 
top, $4,083; conv., $4,362. (Hydra-Matic, 


power steering, power brakes standard on 





all Series 98 models and on Super 88 Star- 
fire conv.). 

PLYMOUTH — Valiant — V-100 — 4-dr. 
sed., $2,014; 2-dr. sed., $1,953; 4-dr. 2-seat 
stat. wag., $2,327. V-200—4-dr. sed., $2,- 
110; 2-dr. hardtop, $2,137; 4-dr. 2-seat 
stat. wag., $2,423. 

(The following prices are for six-cylinder 
models, For V-8s, add $119.) Savoy—4-dr. 
sed., $2,310; 2-dr. sed., $2,260. Belvedere— 
4-dr. sed., $2,439; 2-dr. sed., $2,389; 2-dr. 
hardtop, $2,461. Fury—4-dr. sed., $2,575; 
4-dr. hardtop, $2,656; 2-dr. hardtop, $2,- 
599. Station Wagons—2-dr. 2-seat Deluxe, 
$2,602; 4-dr. 2-seat Deluxe, $2,668; 4-dr. 
2-seat Custom, $2,761. Plymouth V-8— 
(On the following models, a V-8 engine 
is standard and a six-cylinder engine is 
not available). Fury V-8—Conv., $2,967. 
Station Wagon V-8—4-dr. 3-seat Custom, 


$2,990; 4-dr, 2-seat Sport, $3,024; 4-dr. 
3-seat Sport, $3,134. 
PONTIAC—Tempest—4-dr. sed., $2,167; 


4-dr. 2-Seat stat. wag., $2,438. 

Catalina—4-dr. sed., $2,702; 2-dr. sed., 
$2,631; 4-dr. hardtop, $2,842; 2-dr. hard- 
top, $2,766; conv., $3,078; 4-dr. 2-seat 
stat. wag., $3,099; 4-dr. 3-seat stat. wag., 
$3,207. Ventura—4-dr. hardtop, $3,047; 2- 
dr, hardtop, $2,971. Star Chief—4-dr. sed., 
$3,003; 4-dr. hardtop, $3.136. Bonneville— 
4-dr. hardtop, $3,331; 2-dr. hardtop, §$3,- 
255; conv., $3,476; 4-dr. 2-seat stat. wag., 
$3,530. 

RAMBLER—American— Deluxe 4-dr. 


sed., $1,894; 2-dr. sed., $1,845; 2-dr. 2-seat 
stat. wag., $2,080; 4-dr, 2-seat stat. wag., 
$2,129. 


Super—4-dr. sed., $1,979; 2-dr. 





The following imported-car prices are 
East Coast Port of Entry figures, They 
include ocean freight, U, S, excise tax 
and import duty. They do not include 
dealer preparation charges, U, S. trans- 
portation fees, state and local taxes or 
optional equipment, 

(Copyright, 1961, by Automotive News) 


ALFA ROMEO — Giulietta — Spider, 
$3,520; Super Spider, $3,890; Sprint Coupe, 
$3,843; Veloce Coupe, $4,149; Sprint Spe- 
ciale, $5,555. 2000—Spider roadster conv., 
$5,372. 

ARNOLT-BRISTOL— (Prices are F.O.B. 
Chicago)—Competition, $3,995; Bolide, $4,- 
245; Deluxe, $4,995; Coupe, $5,995. 

ASTON-MARTIN—DB4 — cpe., 
G. T. cpe., $12,500. 

AUSTIN—850—2-dr. sed., $1,295. A-40— 
2-dr. sed., $1,795; deluxe 2-dr. sed., $1,856; 
Countryman 2-dr. stat. wag., $1,835; Coun- 
tryman deluxe 2-dr,. stat. wag., $1,879. 
A-55 Mark II—4-dr. sed., $2,198. A-99 
Westminster—4-dr. sed. (overdrive), $3,095; 
4-dr. sed., (automatic transmission), $3,- 
275. (Heater standard on A-40 models.) 

AUSTIN-HEALEY—Sprite—conv., $1,795. 
3000—Standard roadster (4-seater), $3,051; 
Deluxe roadster (2 or 4-seater), $3,371. 
(Heater, overdrive, wire wheels standard 
on Deluxe.) 

AUTO UNION—‘‘1000’’—4-dr. sed., $2,- 
526.03; 2-dr. sed., $1,995; 2-dr. cpe. deluxe, 
$2,300.99; 2-dr. stat. wag., $2,321.07; sport 
epe., $3,924.68; Bronco multi-purpose ve- 
hicle, $2,775. (Heater standard on all mod- 
els.) 

BENTLEY—Series S 2 — Standard Steel 
Saloon, $15,355. (Automatic transmission, 
power steering, power brakes, radio, heater 
standard.) Other models are custom-built 
and vary considerably in price. 

BERKELEY — B-95 — Roadster, $1,795. 
(West Coast port-of-entry price). 

BMW —502—Deluxe 4-dr. sed. (2.6-liter), 
$5,600; 4-dr. sed. (3.2-liter), $6,200; Super 
4-dr, sed. (3.2-liter), $6,700. 507—Touring 
Sport coupe (3.2-liter), $10,500. 

BMW 600—5-passenger sed., $1,398; 5- 
passenger sed. (automatic clutch), $1,493; 
sunroof sed., $1,487, (Heater standard on 
all models. ) 

BMW 700—Coupe, $1,898; coupe (auto- 
matic clutch), $1,993; sport coupe (2 car- 
buretors), $1,998; 2-dr. sed., $1,648; 2- 
dr. sed. (automatic clutch), $1,743; 2-dr. 
sunroof sed., $1,737. (Heater standard on 
all models.) 


$10,400. 


BMW ISETTA 300 — sunroof, $1,048. 
(Heater standard.) 
BORGWARD—Isabella—2-dr. sed., $2,- 


295; stat. wag., $2,495; Touring Sport sed., 
$2,645; Touring Sport coupe, $3,550. 
(Heater standard on all models.) 
BORGWARD-HANSA (formerly Goliath) 
—2-dr. sed., $1,797; 2-dr, stat, wag., $1,- 
900; Empress 2-dr, sed, (46 horsepower), 
$1,950; Empress 2-dr, sed, (63 horsepow- 


er), $2,100; Tiger sport coupe (46 horse- 
power), $2,210; Tiger sport coupe (63 
horsepower), $2,375. 


CITROEN—ID Luxe—4-dr. sed., $2,545. 
ID-19—4-dr. sed., $2,745; 4-dr. stat. wag., 
$3,395. DS-19—4-dr. sed., $3,245; Prestige 
4-dr. sed., $3,795. (Power brakes standard 





Port-of-Entry Prices 
On Imported Cars 


sed., $1,930; 2-dr. 2-seat stat. wag., $2,- 
165; 4-dr. 2-seat stat. wag., $2,214. Cus- 
tom—4-dr, sed., $2,109; 2-dr, sed., $2,060; 
conv., $2,369; 2-dr, 2-seat stat. wag., 
$2,295; 4-dr. 2-seat stat. wag., $2,344. 
Classic—Deluxe Six—4-dr. sed., $2,098; 
4-dr, 2-seat stat. wag., $2,437. Super Six— 
4-dr, sed., $2,268; 4-dr, 2-seat stat, wag., 
$2,572; 5-dr, 3-seat stat, wag., $2,697. 
Custom Six—4-dr. sed., $2,413; 4-dr, 2- 
seat stat. wag., $2,717; 5-dr, 3-seat stat. 
wag., $2,842. Super V-8—4-dr. sed., $2,- 
397; 4-dr. 2-seat stat. wag., $2,701; 5-dr. 
3-seat stat. wag., $2,826. Custom V-8— 
4-dr, sed., $2,512; 4-dr. 2-seat stat. wag., 
$2,816; 5-dr. 3-seat stat. wag., $2,941, 
Ambassador—Super V-8—4-dr, sed., $2,- 
537; 4-dr. 2-seat stat, wag., $2,841; 5-dr. 
3-seat stat. wag., $2,966. Custom V-8— 
4-dr, sed., $2,682; 4-dr, 2-seat stat, wag., 
$2,986; 5-dr, 3-seat stat, wag., $3,111. 
STUDEBAKER—Lark Deluxe Six—4-dr. 
sed., $2,005; 2-dr. sed., $1,935; 2-dr. 2-seat 
stat. wag., $2,290; 4-dr. 2-seat stat, wag., 
$2,370. Lark Regal Six—4-dr, sed., $2,155; 
2-dr, hardtop, $2,243; conv., $2,554; 4-dr. 
2-seat stat. wag., $2,520. Lark Deluxe V-8 
—4-dr, sed., $2,140; 2-dr, sed., $2,070; 
2-dr, 2-seat stat, wag., $2,425; 4-dr, 2-seat 
stat. wag., $2,505. Lark Regal V-8—4-dr. 
sed., $2,290; 2-dr. hardtop, $2,378; conv., 
$2,689; 4-dr, 2-seat stat. wag., $2,655. 
Lark Cruiser V-8—4-dr. sed., $2,458. Hawk 
V-8—Sport coupe, $2,650. 
WILLYS—Jeep—2-dr. 2-seat stat. wag. 
(4 cyl.), $2,095; 2-dr. 2-seat stat. wag. 
(6-cyl.), $2,343.57. (Both are two-wheel- 
drive models. ) 





on ID-19 stat. wag. Citromatic Drive, pow- 
er steering, power brakes standard on 
DS-19 models.) 

DAF—600—Standard 2-dr. sed., $1,395; 
Deluxe 2-dr. sed., $1,545. (Variomatic au- 
tomatic transmission standard on _ both 
models.) 

DAIMLER—SP-250 V-8—Conv. with full 
equipment, $3,995; hardtop with full equip- 
ment, $4,245. (Heater included in equip- 
ment group.) 

DATSUN—4-dr. sed., $1,616; 2-dr. stat. 
wag., $1,818; sport conv., $1,996; half-ton 
Pickup truck, $1,545, 

DKW—‘‘750’’—2-dr. sed., $1,665. (Heater 
standard.) 

FACEL VEGA—H.K.-500 coupe, $9,420; 
Excellence 4-dr, hardtop, $12,981; Facellia 
2-dr. hardtop or conv., $4,470. (Auto- 
matic transmission, power steering, power 
brakes standard on H.K.-500 and Excel- 
lence. Power steering, power brakes stand- 
ard on Facellia.) 

FERRARI — 250 Granturismo — Coupe 
(Farina), $12,600; California conv, (Scag- 
lietti), $12,600; conv, (Farina), $13,600. 
(Heater standard on all models.) 

FIAT—500 Series—2-dr. sunroof, $998; 
2-dr. sunroof sport, $998; 2-dr, Bianchina, 
$998; 2-dr. Bianchina sport, $998. 600 Se- 
ries—2-dr. sed., $1,198; 2-dr, sunroof, $1,- 
198; 4-dr. stat. wag., $1,198. 1100 Series— 
4-dr, sed., $1,385; deluxe 4-dr, sed., $1,- 
485; 4-dr. stat. wag., $1,398. 1200 Series— 
4-dr. sed., $1,648; roadster, $2,595. 1500 
Series—Roadster, $3,298. 2100 Series—-4-dr. 
sed., $2,598; 4-dr, stat. wag., $72,658. 
(Heater standard on all models.) 

FIAT-ABARTH—750—Coupe (43 horse- 
power), $3,195; coupe Sestriere (33 horse- 
Power), $2,895; Spyder Allemano (43 horse- 
power), $3,195. 850—Coupe, $3,195, (Other 
engine options available.) 

FORD (England)—Anglia — 105E 2-dr. 
sed., $1,608. Prefect—4-dr. sed., $1,686. 


Escort—2-dr. stat. wag., $1,714. Consul— 
4-dr. sed., $2,059; conv., $2,398. Zephyr— 
4-dr. Sed., $2,240; conv., $2,599. Zodiac— 
4-dr. sed., $2,412; conv., $2,890. 

HILLMAN — Husky — 2-dr. stat. 
$1,579. Minx—Special 4-dr. sed., $1,599; 
Deluxe 4-dr. sed., $1,699; conv., $2,099; 
4-dr. stat. wag., $2,199. Commer Caravan 
—S8-passenger stat. wag., $2,825: ‘‘Mobile- 
home’’ type vehicle, $3,655. 

HUMBER—Super Snipe—4-dr. sed., $3,- 
995; 4-dr. stat. wag., $4,675. (Automatic 
transmission, power brakes and heater are 
standard.) 


wag., 


JAGUAR — 3.8-Litre Sedan — 4-dr. sed. 
(overdrive), $4,915; 4-dr, sed, (overdrive 
and power steering), $5,045; 4-dr, sed. 


(automatic transmission and power steer- 
ing), $5,195, Mark IX—4-dr. sed. (auto- 
matic transmission and power steering), 
$6,020. XK-150 — coupe, $4,642.50; coupe 
(overdrive), $4,807.50; coupe (automatic 
transmission), $4,892.50; conv., $4,762.50; 
conv. (overdrive), $4,927.50; conv, (auto- 
matic transmission), $5,012.50, XK-150-S— 
roadster (overdrive), $5,120; coupe (over- 
drive), $5,142.50; conv, (overdrive), $5,- 
262.50. (Heater standard on all models.) 


LANCIA — Appia — 4-dr. sed., $2,398; 
conv. (Vignale), $4,490; coupe, $4,438; 
coupe (Zagato), $4,558. Flaminia — 4-dr. 


sed., $5,998; coupe (Pinin Farina), $6,355; 
_ (Zagato), $6,485; G. T. Touring, $6,- 

LLOYD ARABELLA—2-dr. sed., $1,698. 

MASERATI—Coupe, $11,400; conv., $12,- 
300. 

MERCEDES-BENZ—180—4-dr. sed., $3,- 
250. 180-D (diesel engine) — 4-dr. sed., 
$3,527. 190—4-dr. sed., $3,441. 190-D (die- 
sel engine)—4-dr. sed., $3,718. 190-SL— 
roadster, $5,032; coupe, $5,244; coupe 
(with removable hardtop and convertible 
top), $5,428. 220—4-dr. sed., $4,283. 220-S 
—4-dr. sed., $4,583. 220-SE—4-dr. sed., 
$5,018; 2-dr. hardtop, $8,323. 300 — 4-dr. 
hardtop, $10,070; 4-dr. hardtop (automatic 
transmission), $10,438; 4-dr. conv., $12,644; 
4-dr. conv. (automatic transmission), $13,- 
629. 300-SL—roadster, $10,950; coupe, $11,- 
128; coupe (with removable hardtop and 
convertible top), $11,397. Station Wagons— 
180—4-dr. stat. wag., $5,000; Kombi, $4,- 
903. 180-D (diesel engine) — 4-dr. stat. 
wag., $5,228; Kombi, $5,131. 190 
4-dr. stat. wag., $5,196; Kombi, $5,100. 
190-D (diesel engine) — 4-dr. stat. wag., 
$5,423; Kombi, $5,328. (Heater standard 
on all models. Power brakes standard on 


all models except Series 180, 180-D, 190 
and 190-D.) 
METROPOLITAN — 2-dr. hardtop, $1,- 


672.60; conv., $1,696.60. 

MG-MGA 1600—roadster (disk wheels), 
$2,444; roadster (wire wheels), $2,544; cpe. 
(disk wheels), $2,667; cpe. (wire wheels), 
$2,767. MGA-DOHC—conv., $3,069; coupe 
$3,263 (disk brakes and knock-on disk 
wheels standard). Magnette Mark III—4- 
dr. sed., $2,695. (Heater standard on 
Magnette.) 

MORGAN—Plus 
$2,810; 4-seat roadster, 
coupe, $2,970. 

MORRIS—850—2-dr. 
Standard—4-dr. sed., $1,678; 
$1,495; conv., $1,574; 2-dr. 
$1,798. 1000 Deluxe—4-dr. sed., $1,718; 
2-dr, sed., $1,599; conv., $1,636; 2-dr. 
wag.. $1,825. Oxford—4-dr. sed., 


PRINZ—2-dr. sed., $1,398; 2-dr. 
sunroof sed., $1,487. NSU Prinz 30 (36 
horsepower)—2-dr, sed., $1,498. (All are 
5-passenger models.) NSU Sport Prinz— 


Four—2-seat roadster, 
$2,850; 2-seat 


$1,295. 1000 
2-dr, sed., 
stat. wag., 


sed., 


$2,259. 
NSU 


coupe, $1,998. (Heater standard on all 
models. ) 

OPEL—Rekord — 2-dr. sed.. $1,957.50. 
Caravan — 2-dr. stat. wag., $2,262.60. 


(Heater standard on both models.) 


PANHARD—Nice — 4-dr. sed., $1,795; 
Tiger 4-dr. sed., $1,895. Monte Carlo—4- 
dr. sed., $1,998; Tiger 4-dr, sed., $2,095; 


Tiger conv., $2,695. (Heater standard on 


Florida Convention Set 


MIAMI.—The 1961 convention of 
the Florida Automobile Dealers 
Assn. will be held Oct. 29-31 at the 
Galt Ocean Mile Hotel in Fort 
Lauderdale, according to Walter 
Mallory, general manager. 
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all models.) 
PEUGEOT—403 — 4-dr. sunroof sed., 
$2,250; 4-dr. stat. wag., $2,490. 404—4-dr. 


sunroof sed., $2,575. (Heater standard on 
all models.) 
PORSCHE — Roadster, $3,780; Super 


Roadster, $3,995; Super 90 Roadster, $4,- 
320; Coupe, $3,920; Super Coupe, $4,140; 
Super 90 Coupe, $4,470; Hardtop, $4,170; 
Super Hardtop, $4,390; Super 90 Hardtop, 
$4,720; Cabriolet, $4,250; Super Cabriolet, 


$4,470; Super 90 Cabriolet, $4,800. 
PRINCE SKYLINE—4-dr. sed., $2,295 
(West Coast PUE.) 
RENAULT — 4CV — 4-dr. sed., $1,095; 


4-dr. sunroof sed., $1,155. Dauphine—4-dr. 
sed., $1,385; 4-dr. sunroof sed., $1,445. 
Caravelle—Hardtop coupe, $2,295; conv., 
$2,395. (Heater standard on all models.) 
ROVER—100—4-dr. sed., $3,695. 3-Litre 

4-dr. sed., $4,620. Land-Rover—2-dr. 
stat, wag., $3,220. 

ROLLS-ROYCE—Silver Cloud—Standard 
Steel Saloon, $15,655. (Automatic trans- 
snission, power steering, power brakes, 
radio, heater standard.) Other models are 
custom-built and vary considerably in price. 


SAAB—93F-750—2-dr. sed., $1,895; 2- 
dr, sed, (automatic clutch), $1,995; 2-dr. 
sunroof sed., $2,019. 96-850—2-dr. sed., 


795. Ariane (4-cylinder)—4-dr, sed., $1,998. 
$1,895; 2-dr. sed, (automatic clutch), $1,- 
995; 2-dr. sunroof sed., $2,020. 95-850— 
2-dr, stat, wag, (3-speed transmission), 
$2,265; 2-dr stat. wag, (4-speed transmis- 
sion), $2,395. Granturismo 750—2-dr. sed. 
(4-speed transmission), $2,790. (Heater 
standard on all models.) 

SABRA—2-dr. stat. wag., $1,999; 2-dr. 
delivery van, $1,899. 

SIMCA—Aronde—Deluxe 4-dr, sed., $1,- 
698; Super Deluxe 4-dr. sed., $1,798; Etoile 
4-dr. sed., $1,658; Elysee 4-dr. sed., $1,898; 
Montlhery 4-dr. sed., $1,971; Chatelaine 
2-dr. stat. wag., $1,963; Grand Large 2-dr. 
hardtop, $2,071; Monaco 2-dr. hardtop, $2,- 
146; Plein Ciel hardtop sport coupe, $2,947; 
Oceane conv., $3,167; Oceane S conv., $2,- 
Ariane (V-8)—4-dr. sed., $2,098. Vedette 
(V-8)—Beaulieu 4-dr, sed., $2,298. (Heater 
standard on all Aronde models except 


Etoile.) (The Etoile 4-dr, sedan is the 
only model now being imported.) 
SINGER — Gazelle — 4-dr. sed., $2,095; 


conv.. $2,349; 4-dr. stat. wag., $2,425. 
SKODA — Octavia 2-dr. sed., $1,575; 
Octavia Super 2-dr. sed., $1,675; Touring 
Sport 2-dr. sed., $1,775; Felicia conv., 
$1,995; Felicia (with removable hardtop 
and convertible top), $2,150. (Heater 
standard on all models.) 
SUNBEAM—Rapler—2-dr, hardtop, §2,- 
499; conv., $2,649; Alpine—Roadster, $2,- 


595. 

TAUNUS—12 M Super—2-dr. sed., $1,- 
701; 2-dr. Combi-wagon, $1,875. 17-M 
Standard—4-dr. sed., $2,120.50; 2-dr. sed., 
$2,028.50; 2-dr. Combi-wagon, $2,237. 17-M 
Deluxe—4-dr. sed., $2,266.50; 2-dr. sed., 
$2,174.50; 2-dr, Combi-wagon, $2,383. 

TOYOPET — Tiara — 4-dr. sed., $1,613. 
Crown Custom—4-dr. sed., $1,795; 4-dr. 
stat. wag., $2,080. Toyota Land Cruiser— 
Soft top, $2,665; hardtop, $2,995; stripped 
model, $2,425. 

TRIUMPH—4-dr. stat. wag., $1,899. Her- 
ald — 2-dr. sed., $1,849; coupe, $2,149; 
conv., $2,229. TR-3 (sports car) — conv., 
$2,675; hardtop, $2,835, (Heater standard 
on Herald models.) 

TURNER—Standard 950 sports roadster, 
$2,345; Stage II roadster, $2,735; Coven- 
try Climax Stage I roadster, $3,170; Cov- 
entry Climax Stage II roadster, $3,570. 

VAUXHALL — Victor — 4-dr. sed., $1,- 
957.50; 4-dr. 2-seat stat. wag.. $2,262.90. 
(Heater standard on both models.) 

VESPA — V-400 — 2-dr. sunroof sed., 
$ 


1.080. 
VOLKSWAGEN—2-dr. sed., $1,565; 2-dr. 
sunroof sed., $1,655; conv., $2,055; stat. 
wag., $2,245; deluxe stat. wag., $2,620. 
Karmann Ghia—cpe., $2,430; conv., $2,- 
695. (Heater standard on all models.) 
VOLVO—Special 2-dr. sed. (60 horse- 
power), $1,895; Deluxe 2-dr. sed, (60 horse- 
power), $1,995; PV-544 2-dr. sed, (85 
horsepower), $2,195; 122-S 4-dr. sed., $2,- 
495. (Heater standard on all models.) 
WARTBURG—Standard 4-dr. sed., $1,- 
688; standard 4-dr. sunroof sed., $1,778; 
deluxe 4-dr, sed., $1,799; deluxe 4-dr. sun- 
roof sed., $1,889; 2-dr, stat. wag., $1,898; 
4-dr. deluxe stat. wag., $2,085; conv., $2,- 
099; coupe, $2,199; sports roadster, $2,799. 





New Commercial-Car Registrations, 
Four States for January, 1961-1960 
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released here weekly, as compiled Brock- 
by R. L. Polk representatives in 
state capitals. 
Idaho ‘él| | 144| | 40| 130 71| él 6| 4 | %| ’ 493 
‘60| |___ 86] 2) AP ae 38) 74 2| | 1 23 It] 407 
lowa ‘él | | 453) 6| 60) 475 | 92) 169) 6) I} 23 37| 1332 
*60) | 319| 2| 39| 260) 52| 167| 7 1] 4) 22 43) 916 
New Hampshire "él 1! 45) | 12} 44 16| 27 7| | 2)| | 9 192 
‘60| | __36! 2| S) ez ee 3! 3] 18 15| ‘140 
Rhode Island *él| | = | 14| 78 18 48 | | 16! ‘| 27 258 
‘60! 1 25 3| 58 13 35 3| 2| 4 18} 162 
Four States Reported ‘él| | 688 | 7 126| 727 197) 305 | 16} 10| 29 87 82! 2275 
To Date for January *60| | 466| 6 67) 497 109} 298 | 15| 2| 10 67 87| 1625 


Compiled from official state records. Data property of R. L. Polk & Co. May not be copied, sold or reprinted without Polk permission. 


New Passenger-Car Registrations, Seven States for January, 1961-1960 





















































Oe teat 1 ee | til ies 1 Pym. [THBYS Mer FORD Cadit-| Chev- | Olds | Pon- | GM. | cinco. | ae 
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— by &. L. Polk — lor | rit | Sete fone enh ieee) ne | coy Comet ir orat| Belek | “Tac | rolet |mobile| tiac |TOTAL| pure | celle: TOTAL 
Delaware ‘el| 10 5 3 103 78; 209) 364! 4 44 a] 449; «72 32) 479| -89|—Ss«*129|—Ss«80 19; -128| «1700 
460i «= 95] sd 3} 10]. ~—95| 4b] 268] 362 8 44 414 62 41] 394] 110} 109] 716 41} 225| _ 1755 
Maryland 1] 5I1| 127] 9 352; 601| 1089) 1882 24 i27| 196 2229| 328) 139, ~-2339|~«353| ~-427|~«3586|~*+104| ~=«462|~—«7981 
: 60/507) _—s«dA4 23 sol 452| _742| _1381| 1789; —_3i 172| | 1992] 296] _143| 2067] +338) ~—«-403|_—«3247|_—=«dI'7S|—=949|—«8251 
Montana I, 104) «24 7 80 52; 463) «335! 4 él 47) 447| 108 32). 351; 107) ~«@5|~=SC«w3 16) 62) ~*1475 
60] 108 16 5 7| 75 77; ‘180| ~—«377| 8 65 450| 89 27| 278 831 77, 554  31{  80| ‘1403 
Nebraska %l| 230 53 7 150, 213|423|.~—-987 24 i27| 65| 1203) 214) 85| 1020) 265| ~-262|~~«184%6 58| 132) 3892 
60} 253 50 13 20] 21| 229] 523) 1185 16 153 1354] 188 90/ 1266] 235] 215| 1994 71 1931 4388 
New Hampshire 1) 130) 20 i 43) 42) —-106| —-236 5 31 38) 310) +50 33) -337|)—~SC*«SS 78) 559) 42)~—~«187)~—~«1:334 
60/113 4 t| 4| 66] 79) ~—«169|_—=—-294 5 45 | 344) 2B 17; 275 52 60| 427 fil 202| 1286 
North Dakota el, 100| 47; 2 77| 88; 214) 406 il 79, 34) ~=530)~=S*«SD 38) 468) —*142 gi; 8i2 30/31) 4717 
60/102 30) 3 i5| 90| 129} 267|__—49 10| 85 | 586 67 28; 415| 104 7| 690 28; 53/1726 
West Virginia 61) 179 all ry | 94; 175| 329) ~«607 18 91 6) 776| 154) 66| +708) ~«4185| ~=«283|~—«1296 50) 165, 2795 
60] 190 53 10 27|__178| _—-202|_—«470|_—749 i 88 848} 170| ——-70|_—stt|_—-202}_—s*59| 42) 66] 239] 3225 
Seven States Reported ‘61| 1355, 350! ~—«235 | 899| 1249) 2533) 4817 90| 560) 477| 5944/1009)  425| 5702| 1202| 1245| 9583| 319° +1160, 20894 
To Date for January 60/1368} 291; +~—s63|__—=«i133|—«1167|_~—«*1604]~=—«3258| 5247] ~— 89] 652 | 5988| 895| 416] +5506] 1124] 1099} 9040 -—«443|—«s941') = (22038 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


bd 


"60 61 
March 
to Date 


"61 "60 (’61 


Feb. 


Prices of ’61s added and ’53s dropped in November, 1960. Prices of ’60s and ’52s dropped in December, 1959. 
Figures alongside bars represent dollars, 


fl Prices marked with an asterisk 


conv., $180*. 


. : ° : , ed ° ; 
aaron a pews cauipped a = — ae a... — (ps) ; 
; automatic transmission or 0 ’57 Windsor 4-dr. hardtop, $790* (ps); 
F drive, and (ps) indicates power 2-dr. hardtop, $700* (ps). 

ring. 56 NY conv., $475* (ps). 

a stee ng * * ’55 Windsor 4-dr., $265*. 

if DeSOTO — ’57 Firedome 2-dr. hardtop, 
; NEWINGTON, CONN. $865* (ps). 

q Newington Auto Auction, Sale every DODGE—’58 Coronet (8) Sears $835. 

f Thursday. Prices are for sale of March 2. os Gesaus 10) oa “ao 

a Prices were firm and buyers were active. '55 Custom Royal (8) 2-dr, hardtop, 


fh Sold 53 cars from 78 consignments. 

BUICK—’57 Super 4-dr. Riviera, $680*; 
Century 2-dr, Riviera, $600* (ps). 

; ’56 RM 4-dr., $360*. 

; 55 RM 2-dr, Riviera, $175* (ps). 


CADILLAC—’57 (62) 4-dr. hardtop, $1,- 
475* (ps). 
\ ’55 (62) 4-dr., $325* (ps). 
CHEVROLET—’60 Bel Air (6) 2-dr., $1,- 
480*. 
’59 Bel Air (8) 4-dr., $1,275*, $1,235*, 


$1,230*, $1,100* (ps); 2-dr., $1,160*. 
58 Parkwood (8) 4-dr., $1,005*. 
56 Two-ten (6) 2-dr., $450, $365; Bel 
Air (8) sport coupe, $410*; 2-dr., 
’55 Two-ten (6) 4-dr., $315. 
DeSOTO—’55 Fireflite 4-dr., $205* (ps). 
FORD—’60 Thunderbird (8) 2-dr. hardtop, 
$2,800* (ps). 
i ’59 Fairlane 500 (8) 2-dr, Victoria, $1,- 


050*; 4-dr., $1,020*; Custom 300 (8) 
2-dr., $895*. 
’568 Fairlane 500 (8) 4-dr. Victoria, 


$720*; Fairlane (8) 2-dr., $710* (ps). 
’57 Fairlane 500 (8) 2-dr. Victoria, 
$500*; Custom (6) 2-dr., $400. 
’56 Country Sedan (8) 4-dr., $285*. 
’55 Fairlane (8) 2-dr, Victoria, $290*; 
4-dr., $175*. 
"54 Crest (8) 4-dr., $100. 


LINCOLN—’57 Premiere conv., $1,120*. 
’55 Premiere 4-dr., $220*. 
MERCURY—’56 Montclair 4-dr, hardtop, 


$400*. 
f ’55 Montclair 2-dr, hardtop, $300* (ps). 
i OLDSMOBILE—’57 (98) 4-dr., $710* (ps). 
; ’56 (88) Super 2-dr. Holiday, $450* (ps); 
i (88) 4-dr., $300*. 
} ’55 (88) Super 4-dr., $325* (ps). 
PLYMOUTH—’59 Fury (8) 4-dr., $1,100*; 
Belvedere (8) 4-dr., $1,050* (ps), 


’58 Suburban (8) Custom 4-dr., $450* 
(ps). 
’57 Belvedere (8) 4-dr., $525* (ps), 
’56 Savoy (8) 4-dr., $225*. 
PONTIAC — ’58 Chieftain Safari 4-dr., 
$990*. 


°55 Chieftain 4-dr, Catalina, $550*; Star 
Chief 2-dr, Catalina, $270*, 
RAMBLER—’60 Super (6) station wagon, 
$1,475*. 
’56 Custom 4-dr. hardtop, $440*. 
°55 Super Cross Country, $330, 


WEST PALM BEACH, FLA. 


West Palm Beach Auto Auction. Sale 
every Thursday. Prices are for sale of 
March 2. Market reported spotty, but on 
upgrade. New-car sales slow, Buyers were 
snapping up everything clean at good, 
steady prices as 82 percent sold in another 
action-packed sale. 

BUICK—’57 Special Estate Wagon 4-dr., 
$725* (ps); Super 4-dr, Riviera, $730*, 


$690* (ps); 2-dr., $725* (ps); RM 2- 
di. Riviera, $690* (ps), 
*56 Century Estate Wagon 4-dr., $455* 


(ps); Super 2-dr, Riviera, $400* (ps), 
$300* (ps); Special 4-dr., $325*; 2-dr. 
Riviera, $315* (ps), 

’55 Special 4-dr., $215*, 

‘54 Super 2-dr. Riviera, $220; Special 2- 


dr., $160*; RM 2-dr, Riviera, $150* 
(ps). 
’53 Super 2-dr. Riviera, $160*; RM conv., 
$125. 
CADILLAC—’59 de Ville 4-dr. hardtop, 
$2,850* (ps), 
758 (60) Special 4-dr. hardtop, $1,900* 
(ps); (62) Sedan de Ville, $1,605* 
(ps). 


’57 Eldorado 4-dr. hardtop, $3,005* (ps); 
(62) 2-dr, hardtop, $1,015* (ps). 


’56 (62) 4-dr. hardtop, $725* (ps). 

"55 (62) 4-dr., $600* (ps); 2-dr, hard- 
top, $550* (ps); (60) Special 4-dr., 
$600* (ps). 

’52 (75) Limousine, $175. 

CHEVROLET—’60 Impala (8) 4-dr. hard- 
top, $1,855* (ps); conv., $1,700* (ps); 
Bel Air (6) 2-dr., $1,200. 

*59 Impala (6) conv., $1,340* (ps); Im- 
pala (8) conv., $1,330* (ps); Bel Air 
(8) 4-dr., $1,138* (ps), $1,150* (ps), 
$1,060". 

’58 Brookwood (8) 4-dr., $965* (ps); Bel 
Air (8) 4-dr., $745*; Delray (6) 2- 
dr., $725; Delray (8) 2-dr., $455*. 

’57 Bel Air (8) 2-dr, hardtop, $950*; 


conv., $790* (ps); 4-dr., $710; Two-ten 
(6) 2-dr., $575. 

56 Bel Air (6) 2-dr., $625; conv., $435* 
(ps); Bel Air (8) 4-dr,. hardtop, $520*; 
Two-ten (8) 4-dr., $595*, 

’55 Bel Air (8) conv., $400*; 2-dr. hard- 
top, $400*; Bel Air (6) conv., $400*. 

’54 Bel Air conv., $360*, 

’53 Two-ten 2-dr., $255, $145*; Bel Air 


$450*. 

’53 Sierra 2-dr., $110. 

FORD—’60 Thunderbird (8) 2-dr, hardtop, 
$2,475* (ps); Galaxie (8) 4-dr, Vic- 
toria, $1,725* (ps). 

’59 Galaxie (8) 2-dr. Victoria, $1,200* 
(ps); Galaxie (6) 2-dr, Victoria, $1,- 
095; Fairlane (8) 2-dr., $835; Custom 
300 2-dr., $700. 

’58 Thunderbird (8) conv., $1,670* (ps); 
2-dr. hardtop, $1,625* (ps); Ranch 
Wagon (8) 2-dr., $765*. 

’57 Fairlane 500 (8) 4-dr., $610*, $605*; 


4-dr, Victoria, $530*; 
(8) 4-dr., $560* (ps); 
(8) 2-dr., $505*. 

56 Country Sedan (8) 4-dr., $455, $330; 
Custom (8) 4-dr., $425*; 2-dr. Vic- 
toria, $290*; Fairlane (8) 2-dr., $400*, 
2 at $375; conv., $170*; Ranch Wagon 
(8) 2-dr., $305*, $250*. 

55 Fairlane (8) 4-dr., $305*; 

Wagon (8) 2-dr., $270*. 
’54 Crest (8) 2-dr. Victoria, $325, $210*, 


Country Sedan 
Ranch Wagon 


Ranch 


$165*; conv., $180*; Main (8) 2-dr., 
$175*; Custom (6) 2-dr., $110. 
LINCOLN—’56 Premiere 2-dr. hardtop, 
$675* (ps). 
’55 Capri 4-dr., $315*, 
MERCURY — '58 Commuter 4-dr., $920* 
(ps), $680*, 


’57 Monterey 2-dr. hardtop, $690* 
Commuter 2-dr., $570*. 

’56 Custom 4-dr., $310*; Monterey conv., 
$275* (ps); 4-dr., $240*. 

’55 Commuter 4-dr., $235*; Custom 4- 
dr., $205 (ps); Montclair conv., $120 


(ps) ; 


(ps). 
OLDSMOBILE — ’59 (88) 2-dr., $1,400* 


(maximum: three lines of ty 
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(ps). 

’58 (98) conv., $905*; 2-dr., $660. 

’57 (98) 4-dr., $750* (ps); conv., $560* 
(ps), $630* (ps); (88) Super 4-dr. 
Holiday, $660* (ps); 2-dr. Holiday, 
$745* (ps), $570* (ps); (88) 4-dr., 
$645* (ps); conv., $590* (ps). 

’56 (98) 4-dr. Holiday, $460* (ps), $535* 
(ps), $430*; (88) 4-dr., $375*; 2-dr. 
Holiday, $200 (ps), 

"55 (98) 4-dr., $935*; 2-dr. Holiday, 
$260; (88) 2-dr, Holiday, $290* (ps). 

PACKARD — ’56 Clipper 2-dr. hardtop, 
$485* (ps). 

’53 Clipper 2-dr, hardtop, $100* (ps). 


PLYMOUTH—’60 Fury (8) 2-dr. hardtop, 
$1,895* (ps); 4-dr. hardtop, $1,675* 
(ps). 


’59 Savoy (6) 2-dr., $800 (ps); Belvedere 
(8) 2-dr., $730. 

’58 Plaza (6) 4-dr., $485*. 

’57 Belvedere (8) 2-dr., $550* (ps); 4- 
dr., $480*; Suburban (8) 4-dr., $525*; 
Savoy (8) 2-dr., $425; Savoy (6) 4-dr., 
$380*. 

"55 Savoy (8) 4-dr., $225*; Plaza (6) 2- 


ene. 1-time; $4.00, 


dr., $125. 
PONTIAC—’60 Catalina 2-dr., $1,910*, 


’57 Star Chief 2-dr. Catalina, $780* (ps); 
4-dr., $725*; 4-dr, Catalina, $625* 
(ps). 

’56 Chieftain 4-dr, Catalina, $370*; Star 
Chief 4-dr, Catalina, $325* (ps). 

’55 Star Chief conv., $345*. 

’54 Star Chief 2-dr. Catalina, $395* (ps). 

RAMBLER—’59 Super (6) 4-dr. hardtop, 
$1,050; 4-dr., $1,000; Custom (6) 4- 
dr. hardtop, $1,000. 

’56 Super (8) 4-dr., $355* (ps). 

STUDEBAKER—’60 Lark (6) 4-dr., $750. 

’57 President (8) 4-dr., $390. 

’54 Commander 4-dr., $165*, 


DAYTONA BEACH, FLA. 


Florida Auto Auction, Sale every Tues- 
day. Prices are for sale of Feb, 28. We 
had a very good sale today, with lots of 
cars registered and a high percentage sold. 





The weather was nice and attendance was * 

good. 

BUICK—’59 LeSabre 4-dr. hardtop, $1,- 
265*. 


’58 Special conv., $865*. 
’57 RM 4-dr., $720* (ps), $650* (ps). 
’56 Special 4-dr., $410*; Estate Wagon 


4-dr., $410* (ps). 
’55 Special 2-dr., $315*. 
’54 RM 4-dr., $300* (ps). 
CADILLAC—’60 (62) conv., $4,035* (ps). 
’59 (62) 4-dr. hardtop, $2,800* (ps); de 
Ville 4-dr. hardtop, $2,300* (ps), 
’56 (62) 2-dr. hardtop, $820* (ps), 
’54 (62) 2-dr., $475* (ps). 
CHEVROLET—’61 Impala (8) conv., $2,- 


530* (ps). 

’60 Corvair (500) (6) 4-dr., $1,380*. 

’59 Bel Air (8) 4-dr, hardtop, $1,265*. 

’58 Bel Air (8) 4-dr., $800. 

’57 Bel Air (8) 2-dr., $875*; Two-ten 
(6) 4-dr. hardtop, $815*; station wag- 
on 4-dr., $580*, $525*. 


56 Bel Air (8) 4-dr., $550*; Two-ten 
(8) station wagon 2-dr., $450. 
’53 Bel Air 4-dr., $160. 
CHRYSLER—’59 Saratoga 4-dr. hardtop, 


$1,490* (ps). 
°57 Saratoga 2-dr, hardtop, $840* (ps). 


DeSOTO—’58 Firedome 2-dr. hardtop, 
$900* (ps). 
DODGE—’61 Dart (8) Seneca 2-dr., $1,- 
750*. 
59 Sierra (8) 4-dr., $1,415* (ps), 
’57 Sierra (8) 4-dr., $660* (ps); Coro- 
net (8) 4-dr., $490. 
’55 Coronet (8) 2-dr., $250*. 
FORD—’60 Thunderbird (8) conv., $2,- 


705* (ps), $2,690* (ps); Falcon (6) 4- 
dr., $1,555*, $1,530; 2-dr., $1,350*, $1,- 
340. 

’59 Fairlane 500 (8) conv., $1,435* (ps); 
Country Sedan (8) 4-dr., $1,310*, 

’5S Fairlane (8) 2-dr., $725*; 4-dr., 
$525; Fairlane 500 (8) 4-dr., $660* 
(ps); Ranch Wagon (6) 2-dr., $575*. 

’57 Fairlane 500 (8) conv., $775* (ps), 


(Continued on Page 23, Col. 1) 





. 13-times; $3.50, 52-times. Dis- 
aches on 2 columns.) For display Rates contact Want Ad 





ALABAMA 





JOHNSON AUTO 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





CONNECTICUT 





NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our [4th year 
of continuous operation. 


Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 





COLORADO 





Colorado Auto Auction 
4285 So. Santa Fe, Littleton, Colorado 
Phone: SU 1-7821 
SALE EVERY TUESDAY 
11:00 A.M. 


George A. Lamb Norman Early 
Owners & Operators 
MILL NACE, General Manager 


Dealers Only 
Write for FREE Market Reports. 





FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 


MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 


MICHIGAN 


Aptco 
DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just /2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


NEW JERSEY 


N-A-D-E 
Te att a 
owt) 


600 CARS|..>.. 


EVERY WEEK LANES 


Junction of Penna. and N. J. Turnpikes 
Route 206 South, Bordentown, N. J 
Exit 7, N. J. Turnpike « AXminster 8-3400 











Overstocked? Inventory Unbalanced? 
Top Heavy with Hard-to-Sell Items? 
Need Some Creampuffs Fast? 


Dealer auto auctions listed here hold 


the answer to your used-car problems. 


Consult this page each week for the nation’s top auto auctions. 








NEW JERSEY 





Minutes from New York City 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 


Insured By 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 
EVERY TUESDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApito!l 8-0100 for Reservations 





NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Auto Auction 


Albany 5, N. Y. 
Every Monday — I1 O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.) 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 


AKRON—A-1 Auto Auction, U.S. 224, 
PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 





L UC A D, the Dealers’ Directory 
to Leading Auto Auctions. 





PENNSYLVANIA 





THESE 2 Free Boox.ers 


CAN MAKE $$ FOR YOU 


‘ 





“A QUICK TRIP THROUGH 
THE WORLD'S BIGGEST ; 
AUTO AUCTION” shows how ~~~ 
you can make money by attending the iarg- 
est 3-lane auction in the world. 
“MARKET REPORT” makes $$$$ for you 
by listing the current prices being paid for 
each of the 700 cars handled by the Man- 
heim Auto Auction on an average sales day. 
For a limited time only—copies of these 
booklets can be yours absolutely FREE! 
Simply send your name, address, and 
dealer registration number to Manheim 
Auto Auction. P. S. Please tell us whether 
you handle new or used cars. 


MANHEIM AUTO 
AUCTION, INC. 


On Route 72, Manheim, Pa., Mohawk 5-2401 


i 
Buys 








North-East-South-West 
Automotive News' 


“Leading Used-Car Auction Direc- 
tory" gives the sale day and time 
of top Auto Auctions EVERY 
WEEK. 
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Used-Car Auction Prices 





(Continued from Page 22) 


$610*; Fairlane (8) 2-dr. Victoria, 
$620* (ps); 4-dr., $510*; Custom 300 
(3 4-dr., $525*, $450*, $435; 2-dr., 
$315. 


’56 Fairlane (8) 4-dr., $415, $355* (ps). 

755 Ranch Wagon (8) 2-dr., $325*; Fair- 

lane (8) conv., $280*. 

°30 Model A 2-dr., $350. 

LINCOLN—’59 Capri 4-dr., $2,140* (ps). 
MERCURY—’61 Meteor 800 2-dr., $2,290* 
(ps). 

’57 Monterey 2-dr., $665* (ps), 

56 Monterey 2-dr., $375*. 

’54 Monterey 4-dr., $330* (ps). 

’52 Monterey 2-dr, hardtop, $215*. 
OLDSMOBILE — ’60 (88) 4-dr. Holiday, 

$2,690* (ps). 

’59 (88) 4-dr. Holiday, $1,890* (ps). 

*58 (88) 2-dr. Holiday, $700* (ps). 

’55 (88) 2-dr. Holiday, $305*. 
PACKARD—’55 Clipper 2-dr., $265* (ps). 
PLYMOUTH — ’59 Suburban (8) 4-dr., 

$875* (ps). 

"58 Savoy (8) 4-dr., $595*. 

’53 Savoy 4-dr., $125. 

PONTIAC—’60 Bonneville 4-dr. Vista, $2,- 
465* (ps), $2,330* (ps), 

RAMBLER—’58 Custom (6) Cross Country 
4-dr., $1,020*; Super (6) 4-dr., $575. 

’55 Deluxe (6) 2-dr., $365, 


SS Champion (6) 4-dr., 
$600. 
MISCELLANEOUS—’57 GMC (8) %-ton 


pickup, $450, 


ALBANY 


Tim Anspach, Inc, Dealers Auto Auction. 
Sale every Monday. Prices are for sale of 
Feb. 27. Two buyers for every car was 
the tempo of our auction here today. Prices 
spurted up on most all grades. Trucks are 
in demand, we need them, Spring rush is 
now starting to bloom, Sold 109 cars from 
126 consignments. 


BUICK—’58 RM 4-dr., $970* (ps). 
’57 Century conv., $800* (ps); Special 
2-dr. Riviera, $690*; 4-dr, Riviera, 
$450". 


’56 Special 4-dr, Riviera, $510*; Century 
4-dr. Riviera, $510*; RM 4-dr., $300*. 

’55 Special 2-dr. Riviera, $475* (ps). 

CADILLAC—’54 (62) 4-dr., $220*. 

CHEVROLET—’61 Impala (8) 2-dr., $2,- 
425*. 

759 Impala (8) conv., $1,500*; Bel Air 
(8) 4-dr., $1,190*; Bel Air (6) 4-dr., 
$1,150*, $1,150, $1,125*, $1,025. 

’58 Brookwood (8) 4-dr., $1,150* (ps); 
Biscayne (8) 4-dr., $975*, $950*; Bis- 
cayne (6) 2-dr., $765*, $750*; Yeoman 
(6) 4-dr., $810*. 

’57 Bel Air (8) sport coupe, $900*; Two- 
ten (6) sport coupe, $850*; station 
wagon 2-dr., $850; Two-ten (8) 2-dr., 
$650*. 

56 Two-ten (6) 4-dr., $600; Two-ten (8) 
4-dr., $400*; One-fifty (6) 2-dr., $310. 

’55 Bel Air (8) 4-dr., $450*, $425*; 2-dr., 
$290*; Bel Air (6) sport coupe, $370*. 

’54 Tvo-ten 4-dr., $300*. 

’53 Bel Air 2-dr., $170*. 

CHRYSLER — ’58 Windsor 4-dr., $810* 
(ps). 

’57 Windsor 2-dr. hardtop, {£590*. 

’56 Windsor 4-dr., $460*; 4-dr, hardtop, 
$375*. 

’54 Windsor 4-dr., $130*. 

DeSOTO—’59 Firedome 4-dr., $1,040*. 

’57 Fireflite 4-dr. hardtop, $460* (ps). 

’56 Firedome 4-dr., $540* (ps), $525* 
(ps), $300*. 

DODGE—’ 57 Coronet (8) 4-dr., $690* (ps). 

754 Coronet (6) 4-dr., $180*. 

FORD—’60 Ranch Wagon (8) 4-dr., $1,- 
750*. 

759 Country Sedan (8) 4-dr., $1,230*; 
Galaxie (8) skyliner, $1,200* (ps), 
’58 Country Sedan (8) 4-dr., $1,010* 

(ps); Fairlane 500 (8) 4-dr., $890*, 
$715* (ps), $640* (ps); Fairlane (8) 
4-dr., $850*; 2-dr., $660*; Custom (6) 

2-dr., $750* (ps). 

’57 Fairlane 500 (8) 4-dr., $785* (ps), 
$550*; 2-dr., $625*; conv., $620*; Fair- 
lane (8) 4-dr, Victoria, $600*. 

’56 Country Squire (8) 4-dr., $800* (ps); 
Fairlane (8) 4-dr., $450*; conv., $325; 
2-dr. Victoria, $350* (ps), $290; Coun- 
try Sedan (8) 4-dr., $340*, $270*. 

’55 Country Sedan (8) 4-dr., $510* (ps); 
Country Sedan (6) 4-dr., $360; Fair- 
lane (8) 2-dr, Victoria, $380*; conv., 
$350*. 

IMPERIAL—’57 Imperial 
$875* (ps). 

’55 Imperial 4-dr., $570* (ps). 

MERCURY—’61 Meteor 4-dr. hardtop, $2,- 
510* (ps). 

’55 Monterey 4-dr., $245*, 

OLDSMOBILE — ’57 (98) conv., 
(ps); (88) 2-dr., $675*. 

756 (98) 4-dr. Holiday, $670* (ps); (88) 
2-dr., $430*. 

PLYMOUTH—’58 Savoy (8) 2-dr. hardtop, 
$850*; 4-dr., $650*; Belvedere (8) 4- 
dr., $520* (ps). 

57 Belvedere (8) 
$470". 

’54 Belvedere (8) 4-dr., $175*. 

PONTIAC—’57 Star Chief 4-dr. Catalina, 


4-dr. hardtop, 


$850* 


4-dr., $625* (ps), 


$865* (ps); Chieftain 4-dr., $775*, 
$570". 
756 Chieftain 4-dr, Catalina, $455*, 
$450*. 


’55 Star Chief 2-dr. Catalina, $380*; 4- 
dr., $335* (ps); Chieftain station wag- 
on 4-dr., $375*; 2-dr., $150, 

’54 Chieftain 4-dr., $210*. 

RAMBLER—’59 Super (6) 4-dr., 
Cross Country 4-dr., $900*. 
756 Custom (6) 4-dr., $420, 
MISCELLANEOUS—’59 Ford %-ton pick- 
up, $1,050. 
’58 Ford \%-ton pickup, $890. 


$1,175; 















PORT-A-WALL ~~ 


TOPPER 


Buy them black 
and make them white 








with the new 
Port-A-Wall Topper. 










Bearfoot Airway Corporation 
Automotive Division @ Wadsworth, Ohio 
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$780*; Two-ten (8) station wagon 4-dr., 
$735*. 

’56 Bel Air (8) sport coupe, $625* (ps); 
Two-ten (6) station wagon 2-dr., $440; 
One-fifty (6) 2-dr., $415, 


Model Breakdown 
Of Auction Averages 


CHRYSLER—’59 Windsor 4-dr., $1,575* 
Ciayeseae nary SIST toe | aeogg MATS AMY ABR 
’58 Windsor 4-dr., $800* (ps). e 
COMET—’60 Deluxe (6) 4-dr., $1,670*. a $2,586 2,533 $2,812 
DeSOTO—’59 Firedome 2-dr. hardtop, $1,- 1960 1,918 ms aan 
: : S50? te). miners ceneee : ’ 
a Sanecmnanins “hen plan bi88 ’57 Fireflite 2-dr. hardtop, $610* (ps). Mv ecacvieven 1,338 1,370 1,340 
, P P, . DODGE—’ 60 Dart (8) Seneca station wag-| 1958............ 965 920 785 
on 4-dr., $1,740*. 
DETROIT 59 Royal’ (8) 2-dr, hardtop, $1,500*. 1957............ 624 632 676 
Aptco Auction, Sale every Wednesd ’*57 Suburban (8) 2-dr., $610*. BOG. 6... 00000 476 439 429 
. y Wednesday. | »oRD—'60 Thunderbird (8) 2-dr, hardtop, 308 320 324 


Prices are for sale of March 1, 








$2,700* (ps); Galaxie (8) starliner, 
BUICK—’59 Invicta 4-dr., $1,515* (ps); $1,710* (ps); Ranch Wagon (8) 4-dr., 199 219 242 
2-dr. hardtop, $1,515* (ps); LeSabre $1,455; Fairlane (6) 4-dr., $1,395; Overall 








4-dr., $1,335*. 
’58 Special 2-dr. Riviera, $960*, 
’57 RM conv., $845* (ps); Special conv., 


Fairlane 500 (8) 4-dr., $1,380; Falcon 
(6) 2-dr., $1,375. 
"59 Galaxie (8) skyliner, $1,625*; 2-dr. 


Average $1,052 $1,046 $1,075 





$725* (ps); Century 4-dr. Riviera, Victoria, $1,400*; Fairlane 500 (8) 

$600* (ps), conv., $1,550* (ps), $1,455*; 4-dr. Vic- ’58 Montclair 2-dr. hardtop, $900* (ps); 
CADILLAC—’56 (62) Coupe de Ville, $990* toria, $1,150* (ps); Country Sedan (8) Monterey 4-dr., $750*, 

(ps). 4-dr., $1,450*, $1,200*, $1,130*; Cus- ’57 Montclair 2-dr. hardtop, $650* (ps); 


4-dr, hardtop, $460*; Monterey 2-dr. 
hardtop, $500* (ps). 
OLDSMOBILE—’60 (88) Super 4-dr., $2,- 


’55 (62) 2-dr. hardtop, $430* (ps). 
CHEVROLET—’61 Corvair (6) 900 2-dr., 
$2,060. 

’60 Impala (8) sport coupe, $2,020* (ps); 
sport sedan, $2,010* (ps), $1,900; 
Parkwood (8) 4-dr., $1,680* (ps); 
Corvair (6) 4-dr., $1,425*, $1,215; Bis- 
cayne (6) 2-dr., $1,410. 

’59 Parkwood (6) 4-dr., $1,225* (ps); 
Parkwood (8) 4-dr., $1,200*, $1,185*, 
$1,175*; Impala (8) 2-dr., $1,160; Bel 
Air (6) 2-dr., $1,100; 4-dr., $1,060; 
Bel Air (8) 2-dr., $1,055*, $995*. 

’58 Bel Air (8) sport coupe, $1,250* (ps), 


tom 300 (8) 2-dr., $1,080*, $750; 4- 
dr., $950*, $940; Custom 300 (6) 2-dr., 
$995; Fairlane (8) 4-dr., $1,060*; 
Ranch Wagon (6) 2-dr., $1,035. 350*; (88) 2-dr., $2,250*. 

‘58 Thunderbird (8) 2-dr. hardtop, $1,- "59 (98) 2-dr., $1,575*. 
925* (ps); Fairlane 500 (8) 2-dr, Vic- "58 (88) Super 2-dr. Holiday, $1,170* 
toria, $925*; 4-dr., $900*; Country Se- (ps); (88) 2-dr., $1,140*; 4-dr., $750*; 
dan (8) 4-dr., $880*; Fairlane (8) 2- Fiesta 4-dr., $800*. 
dr., $715. ’57 (98) 2-dr, Holiday, $1,150* 

’57 Custom (6) 2-dr., $670, $450; Fair- (88) 2-dr. Holiday, $700* (ps). 
lane 500 (8) 4-dr., $550*; Fairlane (8) 
2-dr., $545*. 

’56 Fairlane (8) conv., $400*; Ranch 
Wagon (8) 2-dr., $335; Country Se- 


(ps) ; 


conv., $355* (ps). 
PLYMOUTH—’'59 Fury (8) 2-dr. hardtop, 
$1,175*; Belvedere (8) 4-dr., $910* 


$1,165* (ps); 4-dr., $1,025*, $1,005*; dan (8) 4-dr., $320*. (ps); Suburban (6) Custom 2-dr., 
2-dr., $875*; Biscayne (6) 4-dr., $990*; | IMPERIAL — ’57 Imperial 4-dr. hardtop, $900; Savoy (6) 4-dr., $830; 2-dr., 
2-dr., $810*; Biscayne (8) 4-dr., $925* $1,300* (ps). $575. 

(ps); 2-dr., $880*, $820*; Brookwood | MERCURY—’59 Monterey 2-dr. hardtop, ’58 Belvedere (8) conv., $850*; 2-dr. 
(8) 4-dr., $900*, $875*. $1,500* (ps), $1,350*; 4-dr., $1,310* hardtop, $715*. 


57 Bel Air (8) 2-dr., $§790*; 4-dr., (ps); Colony Park (8) 4-dr., $1,300*. ’57 Belvedere (8) conv., $750* (ps). 


“Thousands of satisfied service 
customers every year” 


‘Our list of active service customers now runs into thousands. Built 
by 30 years of providing exceptional service with Pennzoil exclusively. 


“That kind of profit-making repeat business comes from real customer 
confidence and loyalty. Our Pennzoil Follow-up System helps inspire 
it. We’ve used it for 14 years—and wouldn’t be without it!” 


RICHARD SWARTSEL, Owner 
The Central Motor Sales Company, Dayton, Ohio 





’56 Savoy (8) 4-dr., $400*, 
PONTIAC—’60 Catalina sport coupe, §$2,- 
050°. 
‘59 Star Chief 4-dr. Vista, $1,530* (ps). 
’58 Chieftain 4-dr. Catalina, $900* (ps). 
aa American (8) 2-dr., $775, 
STUDEBAKER—’59 Lark (6) 4-dr., $790*. 
macs camara Rtn Chevrolet Apache, 
850. 
’57 Chevrolet pickup, $710. 
"56 Ford F-250, $220. 


FARGO, N. D. 


Tri-State Auction Co., Inc. Sale every 
Thursday. Prices are for sale of March 2. 
Market picking up. Sold 61 cars from 115 
consignments. 

BUICK—’60 Invicta 2-dr. hardtop, $2,200* 
(ps). 

°56 Super 2-dr., $245* (ps). 

"53 Special 2-dr. Riviera, $170* (ps). 
bape veges (62) 2-dr. hardtop, $2,680* 

(Ps). 

*57 (62) Sedan de Ville, $1,300* (ps). 
CHEVROLET—’60 Bel Air (8) 2-dr., $1,- 

can. (ps); Brookwood (8) 2-dr., $1,- 

‘59 Parkwood (8) 4-dr., $1,395* (ps); 

Parkwood (6) 4-dr., $1,300; Bel Air 
(8) 4-dr., $1,170, 2 at $1,150*, $1,105. 

’58 Delray (6) 2-dr., $735. 

’57 Two-ten (8) 2-dr., $750*. 

’56 Two-ten (6) 4-dr., $555. 
OHRYSLER—’57 Windsor 2-dr., $550*. 

’55 Windsor 4-dr. hardtop, $340* (ps). 


’56 (88) 4-dr., $400* (ps); (88) Super FORD—’60 Thunderbira (8) conv., $2,650; 


Galaxie (8) 4-dr., $1,525* (ps); Ranch 
Wagon (6) 4-dr., $1,520*. 

’59 Country Sedan (8) 4-dr., $1,225*; 
Fairlane (8) 4-dr., $1,150*, $1,045*; 
= 300 (8) 4-dr., $1,040*, $1,025*, 

10. 
’58 Custom (8) 4-dr., $795*, $750*. 
’57 Custom (8) 4-dr., $615*, $540*. 


(Continued on Page 26, Col. 1) 


Why don’t you cash in on one or all of. 


Pennzoil’s BIG 3 profit plans? They are backed 
by Pennzoil performance. They make more money for you. 


PLAN 1-—Follow-up Promotion System... 
Brings in customers oftener for more services. 


PLAN 2 -—Lifetime Lubrication Program... 


Ties customers to your service for the life of their cars. 


PLAN 3-—Custom-tailored Warranty Program... 
Helps you sell more cars at better prices. 


You get these advantages when you. handle Pennzoil: supreme-quality 
Pennsylvania oils and lubricants; and merchandising that helps brighten 
your whole profit picture—in new- and used-car sales, and in bigger 
service orders. 

Pennzoil performance in your customers’ cars insures the 
satisfaction that makes it possible to capitalize fully 
on the business-getting programs built around it. 


Choose the money-making Pennzoil plans that best 
fit your problems. Write: Pennzoil, Oil City 2, Pa. 










FORD FAMILY OF FINE CARS CLEARINGHOUSE e@ 
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NO. 229 OF A SERIES 


EVERY PART, 
POUND AND PENNY 
COUNTS 


in a Ford Motor Company product 


How Exhaustive Product Analysis and 
Comparison Studies Contribute to the 
Development of Finer Quality Cars and Trucks 


How do you achieve superior quality and still maintain competitive 
costs in cars and trucks? Can more efficient products be designed 

from the standpoint of weight? These are vital questions that continually 
concern and absorb Ford Motor Company’s Tear-Down and Value 
Analysis Laboratories; two of many Company operations that aim 


at constant improvement in our Ford Family of Fine Cars. 


To help us institute improvements that will result in better Company 
products, the laboratories create reference displays representing 
completely disassembled vehicles—from huge body sections weighing 
hundreds of pounds to minute parts weighing a fraction of a gram! 
Parts of competitive cars are displayed side by side with our own 
product components, and continuing study and comparison enables 


us to maintain design superiority in every detail. 


Specifically, Ford Motor Company’s Tear-Down Laboratory is concerned 
with analysis and comparison of design, engineering and weights. 

The Value Analysis Laboratory, on the other hand, is primarily 
interested in maintaining a strong competitive position with respect 


to costs and quality of component parts. 


Year after year, these special laboratories are instrumental in helping 
us design and manufacture progressively finer automotive products for 
you and your customers. It is why today we can truthfully say that 
every part, pound and penny counts in our Ford Family of Fine Cars. 


Another reason why it’s great to be a dealer 
in the Ford Family of Fine Cars. 





Bird 


MOTOR COMPANY 





THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY ° Ford « Faicon « Thunderbird e 
Comet e Mercury « Lincoln Continental « English Ford Line « Ford Trucks e 

Farm and tndustrial Tractors and Equipment « Industrial Engines « 
Aeronutronic—Products for the Space Age « The American Road. Insurance Company e 
Ford Motor Credit Company « 





161 Ford Galaxie. 


Charles E. Horner, Manager of the Value Analysis Department, shows.component mounting arrangements for the | 
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1 '56 Fairlane (8) 4-dr., $505, $365; Cus- 
ie tom (6) 4-dr., $425. 
; ’55 Fairlane (8) 4-dr., $370*; Custom (8) 
4-dr., $310, 
’53 Custom (6) 4-dr., $180; Custom (8) 
4-dr., $110, 
| HUDSON—’57 Hornet 4-dr., $400* (ps). 
i MERCURY — '55 Monterey 2-dr, hardtop, 
; $465* (ps); 4-dr., $245*. ; 
’54 Monterey 4-dr., $190. 
a | OLDSMOBILE—’60 (88) Super 4-dr. Holi- 
he day, $2,000* (ps). 

’58 (88) Super 4-dr. Holiday, $790* (ps). 

’56 (88) 4-dr., $475* (ps). 

54 (88) 4-dr., $265*. 

’53 (88) 4-dr., $195*. 

PLYMOUTH—’58 Belvedere (8) 4-dr, hard- 
top, $600* (ps). 
PONTIAC—’60 Catalina 4-dr., $1,950* (ps). 

’59 Catalina 4-dr., $1,425*. 

’57 Star Chief 4-dr., $605*. 
RAMBLER—’58 Custom (8) 4-dr., $675. 
MISCELLANEOUS—’59 Ford 2-ton, $1,100. 

’58 Chevrolet 2-ton, $1,750. 

} ’57 Ford pickup, $350. 
; '48 GMC 2-ton, $270. 


COLUMBUS, O. 


Capital Auto Auction, Inc. Sale every 
Thursday, Prices are for sale of Mar. 2. 
Market still high on the clean, sharp models, 
regardiess of make. Sold 221 cars from 303 


consignments. 
BUICK — ’60 Invicta 4-dr., $2,300* (ps); 
: LeSabre 4-dr. hardtop, $1,960*, $1,- 
825* (ps). 
| ’59 Electra 2-dr. hardtop, $1,780* (ps); 
1 Invicta 4-dr. hardtop, $1,675* (ps); 
LeSabre 4-dr. hardtop, $1,445* (ps); 
4-dr., $1,405*. 
’58 Super 4-dr, Riviera, $1,195* (ps); 


Special 4-dr., $925*. 
°57 Super 2-dr. Riviera, $785* (ps); Cen- 
tury 4-dr, Riviera, $725* (ps); Special 
4-dr. Riviera, $575*. 


: 56 Special 2-dr. Riviera, $450*; 2-dr., 
$420*. 
CADILLAC—’60 (62) 2-dr, hardtop, $3,- 
500* (ps) 


*59 (62) conv., $2,890* (ps); 2-dr. hard- 
; top, $2,600* (ps); de Ville 4-dr. hard- 
, top, $2,860* (ps). 

°57 (62) Coupe de Ville, $1,275* (ps). 

°56 (62) conv., $1,070* (ps); Sedan de 
| Ville, $945*. 

| CHEVROLET—’60 Impala (8) conv., $2,- 

} 175* (ps), $2,150; sport sedan, $2,100, 

$2,070" (ps), $1,975*, $1,930" (ps); 

Bel Air (8) 2-dr., $1,500; Biscayne (6) 

2-dr.. $1,475; Corvair 700 (6) 4-dr., 

$1,405; Corvair 500 (6) 2-dr., $1,350, 
$1,260. . - 
’59 Nomad (8) 4-dr.. (6 pass.), $1,660 

(ps), $1,520*; Impala (8) sport sedan, 

$1,600* (ps), $1,525*, $1,500*, $1,485*, 

$1,460* (ps); Parkwood (6) 4-dr. (6 

pass.), $1,285; Bel Air (8) 4-dr., $1.- 

245* (ps); 2-dr., $1,210*; Biscayne (8) 

; 2-dr., $1,135*; Biscayne (6) 2-dr., $1,- 

025, $955. 

’58 Bel Air (8) 4-dr., $1,065* (ps); 2-dr. 
hardtop, $1,055* (ps), $1,010*; Brook- 
wood (8) 4-dr. (6 pass.), $1,000*; Bis- 
cayne (8) 2-dr., $900*; Delray (6) 

i 2-dr., $840. 

; ’57 Bel Air (8) station wagon 4-dr. (6 
pass.), $1,110*; Bel Air (6) sport coupe, 
$770*, $720*; 2-dr., $625*; Two-ten (8) 
station wagon 4-dr., $900*; 2-dr., $710*; 
sport sedan, $635*; Two-ten (6) station 

} wagon 4-dr. (9 pass.), $675*. 

*56 Bel Air (8) 4-dr., $660*; sport sedan, 
$580*; 4-dr., $430*; Bel Air (6) 2-dr., 
$620*; Two-ten (8) 4-dr., $470*; sta- 
tion wagon 4-dr., $440; Two-ten (6) 
2-dr. station wagon, $430. 

’55 Bel Air (6) 4-dr., $700*, $590*, $380, 

i $300* (ps); 2-dr., $450; sport coupe, 

£ $450*; Two-ten (6) 2-dr., $405. 

i CHRYSLER—’57 NY 2-dr. hardtop, $940* 

(ps); Windsor 4-dr. hardtop, $540*. 

’57 Firesweep station wagon 4- 
dr., $790* ‘ps); 4-dr., $590, $500; 2-dr. 
hardtop $550* (ps); Fireflite 4-dr., 
$740; Firedome 4-dr, $660* 
(ps) 

7 ’56 Firedome 2-dr. hardtop, $500; Fire- 

+ flite 4-dr. hardtop, $275*. 

’53 Firedome 2-dr. hardtop, $280*. 

DODGE—’60 Dart (6) Seneca 2-dr., $1,310; 

4-dr., $1,100*. 
’59 Coronet (8) 2-dr. hardtop, $1,375*; 
Royal (8) 4-dr., $1,175* (ps). 


hardtop, 


Saas 


ti 57 Coronet (6) 4-dr. hardtop, $615* 
: (ps); 4-dr., $480*, $465*; Suburban 
(8) 2-dr., $505, 


*56 Coronet (6) 2-dr., $225*. 
FORD—'61 Falcon (6) 2-dr., $1,700. 

‘ ’60 Country Sedan (8) 4-dr, (9 pass.), 
$1,600* (ps); Galaxie (8) 4-dr., $1,- 
550*; Falcon (6) 4-dr., $1,415; Fairlane 
(6) 2-dr., $1,125. 

’59 Galaxie (8) conv., $1,480* (ps); 4-dr. 
Victoria, $1,450* (ps); 4-dr., $1,285*; 
Country Sedan (8) 4-dr., $1,360* (ps); 
Custom 300 (6) 4-dr., $1,005* (ps). 

’58 Thunderbird (8) 2-dr. hardtop, $1,- 
9500* (ps); Fairlane (8) 4-dr, Victoria, 


$805* (ps); Fairlane 500 (8) 4-dr., 
$800*, $700*; Custom 300 (8) 2-dr., 
$790*; Custom 300 (6) 4-dr., $690*; 


Ranch Wagon (6) 2-dr., $660. 

’57 Fairlane 500 (8) 4-dr. Victoria, $900*, 
$600* (ps); conv., $835* (ps); 4-dr., 
$685*; 2-dr., $500*; Country Sedan 
(8) 4-dr. (9 pass.), $780*; Country 
Sedan (6) 4-dr., $590*; Ranch Wagon 
(6) 2-dr., $590; Fairlane (8) 2-dr. 
Victoria, $580*; 4-dr, Victoria, $495; 
Custom (8) 4-dr., $420. 

’56 Fairlane (8) conv., $765; 4-dr., $500*, 
$475*, $460*; 2-dr. Victoria, $450*; 
Country Sedan (8) 4-dr. (9 pass.), 
$590*; Country Sedan (6) 4-dr., $350* 
(ps); Custom (8) 2-dr., $500*; Main 
(6) 2-dr., $275. 

55 Fairlane (8) conv., 
Wagon (6) 2-dr., $295* (ps). 

’54 Custom (6) 2-dr., $250*, $205*. 

LINCOLN—’60 Lincoln 4-dr. hardtop, $2,- 
900* (ps), $2,775* (ps). 
55 Capri 4-dr., $205* (ps). 
MERCURY — '59 Parklane conv., $1,650* 
(ps); 2-dr. hardtop, $1,500* (ps). 

’58 Colony Park 4-dr. (9 pass.), $1,170* 
(ps), 

’57 Monterey 4-dr. hardtop, $675* (ps). 

’56 Custom 2-dr. hardtop, $315; Monterey 
2-dr. hardtop, $300*. 

’55 Montclair 2-dr. hardtop, $245*. 

54 Custom sport coupe, $310*. 

OLDSMOBILE—’60 (88) Super conv., $2,- 
300* (ps); (88) 4-dr., $2,175* (ps); 
2-dr. Scenic, $2,130* (ps). 

"58 (88) 4-dr. Holiday, $1,000* (ps). 


$335*; Ranch 





PACKARD — 


PONTIAC — ’60 Catalina 4-dr, Vista, 


STUDEBAKER—’60 Lark 


Auction. 
for sale of Feb. 28. 
BUICK—’61 LeSabre conv., 



























CADILLAC—’60 de Ville 2-dr. 


Volkswagen—’58 Microbus 4-dr., $525. 


Ford (English)—’59 Prefect 4-dr., 


MG—’60 MGA conv., $1,600. 

Renault—’60 station wagon 4-dr., $700. 
Triumph—’ 59 conv., $1,090. ¢ 
Vauxhall—’58 Victor station wagon 4-dr., 


Austin-Healey—’56 roadster, $760. 

Ford (English)—’59 Consul conv., $545. 
Jaguar—’55 roadster, 
Metropolitan——’60 conv., $910. 
Volkswagen—’58 2-dr., $725. 
Volvo—’58 2-dr., $400. 


MG—’59 MGA, $1,220. 
Opel—’ 60, $820. 
Volkswagen—’61 2-dr., $1,350. 


Renault—’59 Dauphine 4-dr., $420. 
Vauxhall—’59 4-dr., $550. 
Volkswagen—’60 sunroof, $1,350. 


Renault—’60 4-dr., $800. 


Volkswagen—’54 2-dr., $290. 
Volvo—’ 57, $485. 


Vauxhall—’58 station wagon, $665. 


Renault—’59 4-dr., $425. 
Vauxhall—’59 4-dr., $435. 
Volkswagen—’61 2-dr., $1,515. 


Lloyd—’ 60 station wagon, $400. 
Opel—’56 2-dr., $250. 


Volkswagen—’60, $1,165. 


Austin-Healey—’60 roadster, $2,050. 
Fiat—’58 conv., $735. 


’57 (98) 4-dr, Holiday, $1,000* (ps); (88) 
Fiesta 4-dr., $800* (ps); 4-dr. Holiday, 
$780* (ps), $750* (ps); (88) Super 
2-dr. Holiday, $600* (ps). : 

’56 (98) conv., $710* (ps); (88) Super 
2-dr. Holiday, $510* (ps). 

’56 Clipper 2-dr. hardtop, 


$355* (ps) 


PLYMOUTH—’'60 Savoy (8) 4-dr., $1,400; 


Savoy (6) 4-dr., $1,275. 
°59 Fury (8) 4-dr. hardtop, 
Savoy (6) 2-dr., $675*. 


$1,030* ; 


’58 Belvedere (8) conv., $950*; 4-dr. 
hardtop, $860* (ps); Suburban (8) 
Custom 2-dr., $660; Suburban (6) 


Custom 2-dr., $500*. 

’57 Belvedere (8) 2-dr. hardtop, $640* 
(ps); Suburban (8) Custom 4-dr., 
$580*; Suburban (6) Custom 4-dr., 
$460*; Plaza (6) 4-dr., $415. $2 
300* (ps); 4-dr., $1,800. 

’59 Bonneville 4-dr. Vista, $1,875* (ps). 

’58 Bonneville sport coupe, $1,290; conv., 
$1,050* (ps); Super Chief 4-dr. Cat- 
alina, $1,035* (ps). 

’57 Chieftain 2-dr. Catalina, $650* (ps); 
4-dr., $620* (ps); Star Chief 4-dr. 
Catalina, $635*. 

’56 Chieftain Safari 2-dr., $600* (ps). 

’55 Chieftain station wagon 4-dr. (9 
pass.), $490*. 


RAMBLER—’60 American (6) station wag- 


on 2-dr., $1,240. 

’59 Custom (6) 4-dr., $1,185. 

’58 Custom (6) Cross Country 4-dr., $1,- 
$50*; 4-dr., $660; American (6) 2-dr., 
$600. 

’55 Custom (6) 4-dr., $235. 

’54 Custom (6) 4-dr., $250. 

(8) 2-dr., $1,- 


025. 
’59 Lark (6) 2-dr., $750*. 


VALIANT—’60 Valiant (6) 4-dr., $1,390. 
MISCELLANEOUS—’59 Ford F-100 %-ton 


pickup, $860, 
’58 Dodge 300 1-ton, $1,090. 
’57 Ford Ranchero %-ton pickup, $675. 
’56 Ford F-100 %-ton pickup, $500; In- 
ternational %-ton pickup, $405. 
4 Chevrolet 3100 %-ton pickup, $730, 
565. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Sale every Tuesday. Prices are 


$3,150* (ps); 
Special 4-dr., $2,135. 
’59 LeSabre 2-dr., $1,490* (ps). 
’57 Super 4-dr. Riviera, $825* 
$700* (ps), $650* (ps). 
56 Century 2-dr Riviera, $500* (ps); 
4-dr, Riviera, $320* (ps); conv., $265*; 


(ps), 


Super 2-dr. Riviera, $435* (ps); Spe- 
cial 4-dr., $320* (ps). 
’55 Century 2-dr. Riviera, $435* (ps); 


Super 2-dr. Riviera, $350* (ps); 4-dr., 


$295*; RM 2-dr. Riviera, $285* (ps), 
$265* (ps); Special 2-dr. Riviera, 
$230*. 


’54 Super 2-dr. Riviera, $355* (ps); Spe- 
cial 2-dr. Riviera, $305*; Century 2- 
dr. Riviera, $230* (ps), $170. 

hardtop, 

$4,450* (ps), $4,065* (ps); 4-dr. hard- 

top, $4,075* (ps), $3,805* (ps); (62) 


4-dr., $4,200* (ps); 2-dr, hardtop, $3,- 
635* (ps); 


(60) Special 4-dr, hardtop, 


CHRYSLER — ’58 Saratoga 4-dr., 


DODGE—’61 Dart (6) Seneca 2-dr., 


EDSEL—’59 Corsair 2-dr. 


$4,175* (ps). 

59 (60) Special 4-dr. hardtop, $3,425* 
(ps), $3,180* (ps); de Ville 4-dr, hard- 
top, $3,375* (ps), $3,335* (ps); 2-dr. 
hardtop, $3,300* (ps); (62) conv., $3,- 
170* (ps), $3,150* (ps); 4-dr., $3,010* 
(ps). 

"58 (62) Coupe de Ville, $2,410* (ps), 
$2,310* (ps); 4-dr., $2,250* (ps); (60) 
Special 4-dr. hardtop, $2,190* (ps). 

’57 (60) Special 4-dr. hardtop, $1,770* 
(ps), $1,760* (ps), $1,610* (ps); (62) 
2-dr. hardtop, .$1,685; Sedan de Ville, 
$1,650* (ps); Coupe de Ville, $1,630* 


(ps). 
’56 (62) Sedan de Ville, $1,300* (ps); 2- 
dr, hardtop, $980* (ps), $880* (ps). 
55 (62) Coupe de Ville, $870, $850* 
(ps), $805* (ps), $735* (ps); 2-dr. 
hardtop, $685* (ps); Hldorado conv., 
$750* (ps). 

"53 (62) Coupe de Ville, $360* (ps). 

’50 (62) Coupe de Ville, $265*. 

’49 (61) 4-dr., $260*. 

’39 (75) Limousine, $185, 


CHEVROLET—’61 Corvette (8) conv., $3,- 


365; Corvair (6) Greenbrier, $2,295*. 
"60 Impala (8) sport coupe, $2,100* 
(ps); sport sedan, $2,025* (ps); 4-dr., 
$1,795*; Corvair 700 (6) 4-dr., $1,- 
510*; Corvair 500 (6) 4-dr., $1,285. 

’59 Impala (8) sport coupe, $1,775, $1,- 
675* (ps), $1,635* (ps), $1,630* (ps), 
$1,625, $1,400*; conv., %1,485* (ps); 
sport sedan, $1,465* (ps), $1,450* 
(ps); Nomad (8) 4-dr., $1,625* (ps); 
Parkwood (8) 4-dr., $1,520* (ps), $1,- 
510, $1,460* (ps); Bel Air (8) sport 
sedan, $1,385* (ps); 4-dr., $1,300* 
(ps), 2 at $1,250*, $1,220*, $1,185*; 
2-dr., $1,225*; Brookwood (6) 2-dr., 
$1,175; Biscayne (6) 2-dr., $1,150, 
$955*; Biscayne (8) 4-dr., $1,125*. 

’58 Brookwood (8) 4-dr., $1,210*, $1,- 
110*; Impala (8) sport coupe, $1,190* 
(ps), $1,150* (ps); conv., $1,185* 
(ps), $1,080* (ps), $1,040* (ps), 
$985*; Bel Air (8) 2-dr., $980*; sport 
coupe, $935* (ps); Biscayne (8) 4-dr., 
$935*, $835*; Biscayne (6) 2-dr., $680; 
Delray (6) 4-dr., $770, $615. 

’57 Bel Air (8) sport coupe, $885* (ps); 
conv., $785* (ps); Two-ten (8) sport 
sedan, $750*; 4-dr., $595*; Two-ten 
(6) 2-dr., $575; One-fifty (6) utility 
sedan, $475. 

"56 Nomad (8) 2-dr., $675*; Two-ten (8) 
2-dr., $650, $485*; sport sedan, $415*; 
Bel Air (8) 4-dr., $620*; 2-dr., $585*; 
sport sedan, $435*; One-fifty (6) 2-dr., 
$410. 

’55 Two-ten (8) 2-dr., $550; station wag- 
on, $350*; Two-ten (6) 2-dr., $500*; 
Bel Air (8) conv., $460*; One-fifty (6) 
station wagon, $435; 2-dr., $400. 

°54 Two-ten 4-dr., $290*; Delray, $290; 
station wagon, $285*, $225*; 2-dr., 
$175*; One-fifty 2-dr., $210. 

’53 Two-ten 2-dr, hardtop, $205*, 

’51 Deluxe 4-dr., $135. 

"50 Deluxe 2-dr., $200*; 4-dr., $125. 

$930* 


(ps). 
COMET—’60 Comet station wagon, $1,- 


Adventurer 2-dr. hardtop, 


$1,300* (ps). 
’57 Firedome 4-dr., $585* (ps). 
’56 Fireflite conv., $475* (ps). $1 
745. 
*59 Coronet (8) 2-dr., $1,230*, 
’58 Coronet (8) 4-dr, hardtop, 


(ps). 
’55 Coronet (8) 2-dr. hardtop, $335*. 
’53 Coronet (8) 2-dr., $105*, 
hardtop, $1,- 
(ps) ; 


hardtop, $785* 
$510*. 


$910* 


255* (ps). 
58 Corsair 4-dr. 
Rancher 4-dr. hardtop, 


FORD—’61 Thunderbird (8) 2-dr. hardtop, 


Used Import Car Prices 


ALBANY 


BORDENTOWN, N. J. 

$575; 
Escort station wagon 2-dr., $560; An- 
glia 2-dr., $300. 


$535; Super 4-dr., $500. 
CALDWELL, N. J. 


$850. 


CHICAGO 


60 sunroof 2-dr., $1,375; 2-dr., $1,300, 


$1,260, $1,250. 
’59 conv., $1,225; 2-dr., $1,155, 
’58 2-dr., $785. 
’56 sunroof 2-dr., $830. 


COLUMBUS, O. 


DETROIT 


DYER, IND. 


FARGO, N. D. 


’60 2-dr., $1,200. 
FONTANA, WIS. 


"58 conv., $290. 


HUNTSVILLE, ALA. 


LOS ANGELES 







Volkswagen—’61 2-dr., 





Hillman—’58 Minx conv., $570. 
MG—’59 roadster, $1,100. 


’57 roadster, $925. 


Porsche—’55 speedster, $1,135. 
Renault—’60 Dauphine 4-dr., $775. 
Simca—’56 Aronde 4-dr., $220. 
Volkswagen—’61 2-dr., 


$1,565. 
’60 sunroof 2-dr., $1,230, 
*59 2-dr., $1,075. 

’57 2-dr., $710. 


Volvo—’58 2-dr., $750. 


56 2-dr., $295, 
MANHEIM, PA. 


Austin—’60 2-dr., $1,100. 
Borgward—’58 station wagon 2-dr., $345. 
Fiat—’59 2-dr., $350. 


’58 1200 conv., $765. 


Ford (English)—’59 2-dr., $830. 


’58 conv., $560; 2-dr., $480, 


Goliath—’59 2-dr., $625. 
MG—’61 MGA 2-dr., $1,900. 


"60 MGA 2-dr., 
$1,575. 


$1,580; 1600 _roadster, 


Mercedes-Benz—’60 1900 4-dr., $2,235, 


’59 4-dr., $1,875. 
’58 190 conv., $2,425. 


Metropolitan—’60 2-dr., $925. 
Renault—’60 Dauphine 4-dr., $870, $700. 
Skoda—’61 2-dr., $560. 

Volkswagen—’61 2-dr., $1,530, $1,500. 


°60 2-dr., $1,375, $1,325, $1,140. 
’59 sunroof 2-dr., $1,140; 2-dr., $1,075, 


’57 2-dr., $760, $700; Microbus, $700. 


Volvo—’60 2-dr., $1,325. 


NEWINGTON, CONN. 


Renault—’59 Dauphine 4-dr., $605, 


WAREHOUSE POINT, CONN. 


Renault—’59 Dauphine 4-dr., $400. 
’58 Dauphine 4-dr., $310. 
Simea—’58 Aronde 4-dr., $290. 
Volkswagen—’'60 Deluxe 2-dr., $1,100. 
"59 Deluxe 2-dr., $600*, 
’56 Deluxe 2-dr., $550. 


WEST PALM BEACH, FLA. 


Fiat—’58 1100 4-dr., $370. 
Ford (English)—’59 Consul conv., $645. 
Hillman—’59 Estate Wagon, 


$600; Minx 
conv., $490; Husky station wagon 2- 
dr., $325, $285. 


Jaguar—'52 Mark VII conv., $185. 
Metropolitan—’54 2-dr., $305. 
Morris—’59 Minor 2-dr., $475. 

Saab—’58 2-dr., $230. 

Simca—’59 4-dr., $445. 

Taunus—’59 2-dr., $685*; 4-dr., $630*. 
Triumph—’59 TR-3 4-dr., 


$395; TR-10 
station wagon 2-dr., $295. 
$1,510, $1,500. 











IMPERIAL—’53 Imperial 


LINCOLN—’59 Continental Mark IV 4-dr., 


MERCURY—’59 Park Lane 2-dr. hardtop, 


OLDSMOBILE—’61 F-85 4-dr., £2,100. 


PACKARD—’56 Executive 2-dr. 
PLYMOUTH—’59 Fury (8) 


PONTIAC—’61 Tempest 4-dr., $1,975. 











































“It’s $3,700 . . . Well, Honey, 
back to the yellow pages.” 


$4,350* (ps), $3,960* (ps), 2 at $3,- 
800* (ps), 

’60 Thunderbird (8) conv., $2,900* (ps); 
2-dr. hardtop, $2,835* (ps), $2,700* 
(ps); Country Sedan (8) 4-dr., $1,- 
800* (ps); Galaxie (8) starliner, $1,- 
770* (ps), $1,745* (ps), $1,635; Falcon 
(6) 2-dr., $1,500*, $1,435; 4-dr., $1,- 
480*; Fairlane 500 (8) 4-dr., $1,485*; 
Fairlane (6) 4-dr., $1,250. 

’59 Thunderbird (8) 2-dr, hardtop, $2,- 
500* (ps), $2,450* (ps), $2,440* (ps), 
$2,415* (ps), $2,340* (ps); conv., $2,- 
355* (ps); Galaxie (8) 2-dr. Victoria, 
$1,450*, $1,445* (ps), $1,425* (ps), 
$1,375* (ps); 2-dr., $1,400* (ps); 
conv., $1,315* (ps); Country Sedan (8) 
4-dr., $1,365*, $1,335* (ps), $1,310* 
(ps), $1,160*; Ranch Wagon (8) 4-dr., 
$1,290* (ps); Fairlane (8) 4-dr., $1,- 
110*, $1,100*; 2-dr., $1,075*, $985*; 
Custom 300 (8) 4-dr., $1,025*, $1,000, 
$775*, $715*; 2-dr., $890, 

’58 Thunderbird (8) 2-dr. hardtop, $1,- 
805* (ps), $1,700* (ps); Fairlane 500 
(8) skyliner, $1,035* (ps); 4-dr. Vic- 
toria, $945* (ps); 4-dr., $875* (ps); 
2-dr. Victoria, $835* (ps), $750*; Fair- 
lane (8) 4-dr., $820*; Ranch Wagon 
(6) 4-dr., $675; Custom 300 (8) 4-dr., 


$575". 
’57 Fairlane 500 (8) 2-dr. Victoria, $910* 
(ps), $830*, $725* (ps); Country Se- 


dan (8) 4-dr., $795* (ps); DelRio (8) 
2-dr., $725* (ps), $665*; Fairlane (8) 
2-dr., $630* (ps); 4-dr., $585* (ps); 
Main (6) 2-dr., $585; Custom 300 (6) 
2-dr., $550*; Ranch Wagon (6) 2-dr., 
$535; Custom (6) 2-dr., $485, $460*. 

56 Country Squire (8) 4-dr., $530* (ps); 
Parklane (8) 2-dr., $485* (ps); Coun- 
try Sedan (8) 4-dr., $485*; Fairlane 
(8) 2-dr. Victoria, $420*, $350* (ps); 
Ranch Wagon (8) 2-dr., $360*; Cus- 
tom (8) 4-dr., $265. 

’55 Country Sedan (8) 4-dr., $450*; 
Ranch Wagon (8) 2-dr., $440; Fair- 
lane (8) 4-dr., $370*, $285*; 2-dr. 
Victoria, $360*; Custom (8) 4-dr., 


$335*; 2-dr., $285; Custom (6) 4-dr., 
$2757. 
’54 Crest (8) skyliner, $150*; conv., 


$120*; Main (8) 2-dr., $135. 

’53 Custom (8) 2-dr., $155. 

’52 Custom (6) 2-dr., $100. 

*30 Model A 4-dr., $725. 

2-dr. hardtop, 

$145* (ps). 

$3,080* (ps); Premiere 4-dr., $2,825* 
(ps). 

’58 Continental Mark III 2-dr. hardtop, 
$1,850* (ps); conv., $1,750* (ps); Pre- 
miere 4-dr. hardtop, $1,525* (ps). 

’56 Premiere 4-dr., $535* (ps). 


$1,900* (ps). 

’58 Monterey 2-dr., $840* (ps). 

"56 Montclair 2-dr. hardtop, $435* (ps); 
Monterey 2-dr, hardtop, $330*. 

’55 Monterey 4-dr., $360*; 2-dr. hard- 
top, $230; Montclair 2-dr, hardtop, 
$330*, $315* (ps), $310*. 

’54 Custom 2-dr., $225*. 

’53 Monterey 2-dr. hardtop, $240*, $110*. 


’60 (98) 4-dr. Holiday, $2,485* (ps). 


’59 (88) Fiesta 4-dr., $2,300* (ps); 4- 
dr. Holiday, $1,710* (ps); 4-dr., $1,- 
$20* (ps). 


’58 (98) 2-dr. Holiday, $1,500* (ps). 

"57 (88) Fiesta 4-dr., $920*; 2-dr. Holi- 
day, $740* (ps); (88) Super 4-dr. 
Holiday, $900* (ps). 

’56 (88) Super 4-dr., $480* (ps); (88) 

$490*, $335*; 


2-dr., $385*, $375*. 

’55 (88) 2-dr. Holiday, 

(88) Super 4-dr. Holiday, $370* (ps). 

’54 (98) 2-dr. Holiday, $325* (ps); (88) 
2-dr., $250*. 

’52 (98) 2-dr. Holiday, $110*. 

hardtop, 

$405* (ps). 

2-dr. hardtop, 
$1,360* (ps); conv., $1,355* (ps); Sub- 
urban (8) Custom 4-dr., $1,330* (ps); 
Belvedere (8) 2-dr., $1,005*; Savoy (8) 
4-dr., $885* (ps). 

’58 Belvedere (8) 4-dr., $850* (ps). 

’57 Suburban (8) Sport 4-dr., $925* 
(ps); Custom 4-dr., $600*; Deluxe 2- 
dr., $585*; Belvedere (8) 2-dr, hard- 
top, $705* (ps); 4-dr, hardtop, $600* 
(ps); 2-dr., $495*; Fury (8) 2-dr. 
hardtop, $675* (ps), $500; Savoy (8) 
2-dr., $450*; 4-dr., $395*; Plaza (6) 
4-dr., $430. 

’56 Belvedere (8) conv., $440*; Suburban 
(6) Custom 4-dr., $395; Savoy (8) 2- 


dr., $325*. 
’55 Plaza (6) 2-dr., $235; Savoy (8) 4- 
dar., $235°. 


’54 Savoy 2-dr., $320; 4-dr., $170. 


’59 Bonneville sport coupe, $2,220* (ps); 
4-dr. Vista, $2,200* (ps). 

‘56 Chieftain 2-dr., $430. 

’55 Star Chief 2-dr. Catalina, 
(ps), $325* (ps); conv., $365* 
Chieftain 4-dr., $300, $250*. 

'54 Chieftain 2-dr., $235*; Star Chief 


$470* 
(ps) ; 








2-dr. Catalina, $170* (ps). 
RAMBLER—’59 Custom (6) Cross Coun- 
try, 2 at $1,550*; Super (6) Cross 
Country, $1,410; Custom (8) 4-dr., $1,- 
225* (ps); American (6) station wag- 
on, $1,055*; 2-dr., $900*, $805*; De- 
luxe (6) 4-dr., $775. 
‘58 Custom (6) Cross Country, $1,305*; 
Super (6) Cross Country, $950. 
’57 Super (6) Cross Country, $710*, 
’56 Custom Cross Country, $635* (ps). 
STUDEBAKER—’59 Lark (6) 4-dr., $965; 
2-dr., $775. 
’57 President (8) station wagon, $485*. 
’55 Commander (8) 2-dr., $130. 
VALIANT—’61 Valiant 200 4-dr., $1,750. 
MISCELLANEOUS—’60 Ford F-100 pick- 


up, $1,485; (6) Falcon Ranchero, $1,- 
465; (8) %-ton pickup, $1,150*. 

’59 Chevrolet (8) El Camino, $1,335; (6) 
%-ton pickup, $1,050; Ford (8) %- 
ton pickup, $985; Dodge (6) %-ton 
pickup, $875. 

’58 Ford (8) Ranchero, $975*; (8) %- 


ton pickup, $950*. 
’57 Ford (8) Ranchero, $700*; (6) %-ton 
pickup, $635, $590*; (6) %-ton panel, 
6. 


$550. 

’56 Willys Jeep, $850; Ford (8) 2-ton 
stake, $395. 

’55 Willys (6) %-ton pickup, $745; Ford 


(8) %-ton pickup, $555, $425; (6) 
F-100 panel, $325. 

’53 Chevrolet 1-ton pickup, $295. 

"52 Dodge (6) 1-ton van, $590; Inter- 


national (6) %-ton stake, $215. 


FLINT 


Flint Auto Auction, Sale every Wednes- 
day. Prices are for sale of March 1. Prices 
holding steady on good clean cars, Sold 205 
cars from 315 consignments. 
BUICK—’60 Invicta 4-dr. hardtop, $2,- 

435* (ps), $2,235* (ps); 4-dr., $2,200* 
(ps); LeSabre conv., $2,425* (ps), $2,- 
340* (ps); 4-dr. hardtop, $2,330* (ps), 
$2,325* (ps), $2,310* (ps), $2,300* 
(ps); 4-dr., $1,670. 

’59 Electra 2-dr. hardtop, $1,800* (ps); 
LeSabre conv., $1,800* (ps); Estate 
Wagon 4-dr., $1,650* (ps); 4-dr, hard- 
top, $1,625* (ps); 4-dr., $1,615* (ps), 
$1,435* (ps), $1,405*; 2-dr. hardtop, 
$1,310*; 2-dr., $1,210*; Invicta 4-dr. 
hardtop, $1,635* (ps). 

’58 Super 2-dr., $1,040* (ps). 

’57 RM 4-dr., $740* (ps); 4-dr, Riviera, 
$705* (ps); Century 4-dr., $675* (ps); 
Super 4-dr. Riviera, $610* (ps). 

’56 Special 4-dr., $380*. 

’55 Century 4-dr, Riviera, $355* (ps); 
Special 2-dr., $165*. 

’54 RM 4-dr., $115* (ps). 
CADILLAC—’60 (62) 4-dr. $3,- 

635* (ps), $3,620* (ps). 

’59 de Ville 2-dr. hardtop, $2,850* (ps); 
(62) 4-dr., $2,745* (ps). 

"58 (62) Coupe de Ville, $1,950* (ps), 
$1,830* (ps); 4-dr, ‘ard:op, $1,895* 
(ps); 4-dr., $1,675* (ps). 

’57 (75) 4-dr. hardtop, $1,475* (ps). 

’56 (62) 2-dr. hardtop, $800* (ps). 

CHEVROLET—’61 Parkwood (8) 4-dr., 
$2,550* (ps); Corvair (700) (6) 2-dr., 
$1,800. 

’60 Corvette (8) conv., $2,950*; Impala 
(8) conv., $2,105* (ps), $2,030*; 2-dr. 
hardtop, $2,000*; Bel Air (8) 4-dr., 
$1,520*; Biscayne (6) 4-dr., $1,485*; 
Biscayne (8) 2-dr., $1,200; Brookwood 
(6) 4-dr., $1,470; Corvair (700) (6) 
4-dr., $1,355. 

59 Impala (8) 2-dr, hardtop, $1,510*; 
conv., §1,510*; Impala (6) 2-dr. hard- 
top, $1,400*; Parkwood (8) 4-dr., $1,- 
455* (ps); Bel Air (8) 4-dr., $1,260*; 
Biscayne (6) 4-dr., $1,225*; 2-dr., $1,- 
060; Biscayne (8) 2-dr., $1,140*, 

’58 Bel Air (8) 4-dr. hardtop, $1,050* 
(ps), $939* (ps), $925* (ps); 2-dr., 
$830*; Bel Air (6) 2-dr., $805; Bis- 
cayne (6) 4-dr., $935, $800*, $765*; 2- 
dr., $755. 

’57 Bel Air 


hardtop, 


(8) station wagon 4-dr., 
$860* (ps); 4-dr, hardtop, $820*, 
$785*; Bel Air (6) 2-dr. hardtop, 
$825*; Two-ten (8) station wagon 4- 
dr., $810, $800* (ps); 4-dr., $655; 
Two-ten (6) 4-dr., $710; One-fifty (6) 
4-dr., $605; station wagon 2-dr., $600. 

56 Bel Air (8) 4-dr. hardtop, $505; 
Two-ten (8) 4-dr., $460; Two-ten (6) 
2-dr., $370. 

’55 Bel Air (8) 2-dr, hardtop, $255; 4- 
dr., $170*; One-fifty (8) station wagon 
2-dr., $215*. 

CHRYSLER—’57 Saratoga 4-dr. 
$745* (ps), 

’55 Windsor 4-dr., $120*. 
COMET—’61 Comet 2-dr., $1,685. 
DeSOTO — ’'57 Firedome 4-dr. 

$465* (ps). 

’56 Firedome 2-dr, hardtop, $500* (ps). 
DODGE—’57 Coronet (8) 4-dr. hardtop, 

$520*; 2-dr. hardtop, $475*, 

’56 Custom (8) 2-dr., $285*. 

FORD—’61 Thunderbird (8) conv., $3,705* 


hardtop, 


hardtop, 


(ps). 

’60 Thunderbird (8) conv., $2,775* (ps); 
Galaxie (8) conv., $1,745*; Ranch 
Wagon (8) 2-dr., $1,615; Ranch Wag- 
on (6) 2-dr., $1,200; Falcon (6) 4-dr., 
$1,400, $1,400*, $1,350, $1,330, $1,- 
225; Fairlane 500 (8) 2-dr., $1,350*, 
$1,350, $1,300*; Custom 300 (6) 4-dr., 
$1,255. 

’59 Galaxie (8) 2-dr., $1,345, $1,150* 
(ps); 4-dr., $1,025* (ps); Fairlane (8) 
4-dr., $1,220*; Fairlane 500 (8) 4-dr., 
$1,165*; Custom 300 (8) 2-dr., $1,- 
075*, $950, $895; Custom 300 (6) 4- 
dr., $845; 2-dr., $820*, $820. 

’58 Thunderbird (8) 2-dr, hardtop, $1,- 
815* (ps); Country Sedan (8) 4-dr., 
$675* (ps); Fairlane 500 (8) 4-dr., 
$545*; Custom 300 (8) 2-dr., $530. 

’57 Country Squire (8) 4-dr., $810*; 
Country Sedan (8) 4-dr., $700*, $630*, 
$575* (ps); Fairlane 500 (8) 4-dr., 
$565*; Custom (8) 2-dr., $550, $475; 
Custom (8) 2-dr., $410*. 

’56 Fairlane (8) 4-dr., $370*; 2-dr, Vic- 
toria, $240*. 

’55 Fairlane (8) 2-dr., $235*. 

’54 Custom (8) 2-dr., $295. 

"27 Model T 2-dr., $525. 

IMPERIAL — '56 Imperial 4-dr., 
(ps), $450* (ps). 
’53 Imperial 4-dr., $205* (ps). 
MERCURY—’61 Meteor 800 2-dr., $2,370* 


$615* 


(ps). 
59 Commuter 4-dr., $1,250*; Montclair 
4-dr, hardtop, $975* (ps); 4-dr., $890*. 
’58 Commuter 4-dr., $830* (ps); Mon- 


terey 4-dr., $730* (ps). 

’57 Montclair 4-dr. hardtop, $650* (ps); 
Monterey 2-dr, hardtop, $365*, 

’55 Montclair 2-dr., $365*; Monterey 2- 


dr., $155*. 
OLDSMOBILE — ’60 (98) conv., $2,425* 
(ps); (88) Super 2-dr, Scenic, $2,390* 


(ps). 

’59 (88) Super Fiesta 4-dr., $1,975* (ps); 
(88) 2-dr. Scenic, $1,700* (ps); (98) 
4-dr., $1,090* (ps), 


(Continued on Page 27, Col. 1) 
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’57 (88) Super 2-dr. Holiday, $775*; 2- 
dr., $590* (ps). 
’56 (BS) 4-dr., $455* (ps). 
PLYMOUTH ’59 Belvedere (8) 
$920". 
’58 Suburban (8) 4-dr., $515. 
’57 Suburban (8) 4-dr., $560* 


(ps). 


2-dr., 


(ps), $550* 


56 Suburban (8) 2-dr., $210*, 
55 Savoy (8) 4-dr., $105*, 
PONTIAC—’60 Star Chief 4-dr. Vista, $2,- 

370* (ps); Ventura sport coupe, §$2,- 
325* (ps); Catalina conv., $2,305* 
(ps). 

’59 Bonneville 4-dr., $1,700* (ps); Cata- 
lina Safari 4-dr., $1,485*; 4-dr. Vista, 


$1,020*. 


’58 Chieftain conv., $1,090* (ps). 

’57 Star Chief 4-dr., $810* (ps), 

’56 Star Chief 2-dr., $400*. 

’55 Star Chief 4-dr., $210*. 
RAMBLER—’60 Deluxe (6) station wagon 


4-dr., $1,315*; Super (6) 4-dr., $1,- 
175". 

’°59 Super (6) Cross Country 4-dr., $1,- 
235; Custom (6) Cross Country 4-dr., 
$1,150. 


’58 Custom (6) 2-dr., $630. 
MISCELLANEOUS—’60 Chevrolet (8) El 
Camino pickup, $1,520*, 
59 Chevrolet (6) %-ton pickup, $775. 
’58 Dodge (6) %-ton pickup, $600. 
56 Ford %-ton pickup, $440. 
’55 Chevrolet %-ton pickup, $525, 


CALDWELL, N. J. 


Skyline Auto Auction, Sale every Thurs- 
day. Prices are for sale of Mar. 2, Market 
very high. ’56 through ’60 merchandise in 
very strong demand, Sold 205 cars from 276 
consignments, 
BUICK—’59 LeSabre 

485* (ps), $1,250"; 
top, $1,345* (ps). 

’58 RM 4-dr. Riviera, $1,145* (ps); Spe- 


$300. 


$1,- 
hard- 


4-dr. hardtop, 
Invicta 4-dr, 


cial 4-dr. Riviera, $995*, $850* (ps); 
Limited 4-dr, Riviera, $705* (ps). 

’57 RM 2-dr. Riviera, $785*; 4-dr., 
$690*; Special 2-dr. Riviera, $705* 
(ps); Century 4-dr., $675*. 

’56 Super 4-dr. Riviera, $550* (ps); Cen- 
tury 2-dr. Riviera, $535* (ps); Spe- 


cial 4-dr., $300*. 

"55 RM conv., $350*; 
era, $230* (ps). 
’54 Special 4-dr., $110. 

’53 Special 4-dr., $105*. 

CADILLAC—’58 (62) Coupe de Ville, 
005* (ps). 

’57 (62) 4-dr. hardtop, $1,375* (ps), $1,- 
350* (ps). 

’56 (60) Special 4-dr., $1,075* (ps); (62) 
4-dr., $1,010* (ps); Eldorado conv., 
$800* (ps). 

’53 (75) Limousine, $350*. 

’49 Hearse 4-dr., $170. 

CHEVROLET—’60 Impala (8) 2-dr. hard- 
top, $2,045*; Bel Air (8) 4-dr., $1,- 
555*. 

59 Impala (8) 4-dr., $1,255* (ps); Park- 
wood (8) 4-dr., $1,240*; Parkwood (6) 
4-dr., $1,205*, $1,195; Bel Air (8) 
2-dr., $1,195* (ps); 4-dr., $1,170*, $1,- 
150*, $1,150* (ps), $1,120*, $1,055, 
$1,050*, $1,025*; Bel Air (6) 4-dr., 
$1,150*, $1,135*, $1,125*, $1,120*, $1,- 
120, $1,115*, $1,100*, $1,100, $1,065*, 
$1,060, $1,025, $1,020; 2-dr., $1,010. 

*58 Impala (8) conv., $1,185* (ps); 
Brookwood (6) 4-dr., $885* $850, $710*; 
Biscayne (8) 2-dr., $700*, 

’5T Bel Air (8) 4-dr., $875*; Two-ten (8) 
2-dr., $730* (ps); One-fifty (8) 4-dr., 
$680*. 

56 Bel Air (8) 4-dr., $630*; Bel Air (6) 
4-dr., $625*; Two-ten (6) 4-dr., $310*, 


Special 2-dr, Rivi- 


$2,- 


$300*. 

’55 Two-ten (6) station wagon 4-dr., 
$450*, $200; Delray, $405*; 2-dr., 
$220*; 4-dr., $180*. 

754 Two-ten 2-dr., $205, $160; station 


wagon 4-dr., $200; Bel Air 4-dr., $190. 


CHRYSLER—’58 NY 4-dr., $1,190* (ps); 
Saratoga 2-dr. hardtop, $1,080* (ps). 
’57 NY 2-dr. hardtop, $920* (ps). 
’55 Windsor 4-dr., $200*. 
DeSOTO—’56 Firedome 2-dr. hardtop, 
$415*; 4-dr., $265* (ps). 
DODGE—’59 Coronet (8) 4-dr., $925*. 
’58 Coronet (8) 2-dr. hardtop, $795* 
(ps). 
’57 Coronet (8) 4-dr., $640* (ps), $540* 
(ps); Coronet (6) 2-dr., $485*; Royal 
(8) 4-dr., $465* (ps). 
’56 Coronet (8) Suburban 4-dr., $440*; 
4-dr., $425* (ps). 


’55 Coronet (8) 2-dr. hardtop, $150*. 





Kaiser Develops 
Aluminum Alloy 
For Auto Trim 


DETROIT. — A new aluminum 
alloy for exterior automotive trim 
applications has been developed 
by Kaiser Aluminum & Chemical 
Corp., according to V. E. Flaherty, 
automotive market manager. 


The new alloy has substantially 
improved strength and is ideally 
suited for body side molding and 
other applications where superior 
dent resistance is a primary con- 
sideration, Flaherty said. 

In addition to strength, he said, 
the alloy has good ductility and its 
anodized appearance is comparable 
to other aluminum alloys used by 
the auto industry for bright trim 
parts. 

Tests by a major auto manufac- 
turer have established the alloy’s 
superior properties, said Flaherty. 
The alloy, registered by Kaiser 
Aluminum as 5252 with the Alu- 
minum Assn., has ultimate strengths 
of 35,000 to 45,000 pounds per square 
inch, and yield strengths of 30,000 
to 40,000 in optimum ductility 
range, he added. 








FORD—’60 Fairlane (8) 4-dr., $830*. 

’59 Fairlane (8) 4-dr., $1,145*, $975*, 
$825*; 2-dr., $850*; Fairlane 500 (8) 
4-dr., $1,030* (ps); Custom 300 (8) 
4-dr., $1,015*, $825*; 2-dr., $660*; 
Ranch Wagon (8) 4-dr., $1,000* (ps). 


’5S Fairlane 500 (8) 2-dr. Victoria, $890* 
(ps); conv., $735; Fairlane (8) 2-dr., 
$450. 

57 Ranch Wagon (8) 2-dr., $610*; Fair- 
lane (8) 4-dr., $610*; Custom 300 (8) 
2-dr., $490, $440*, $435*. 

’56 Fairlane (8) 2-dr. Victoria, $480*; 4- 
dr., $365*; conv., $340*; Custom (8) 
4-dr., $430*; Country Sedan (8) 4-dr., 
$185* (ps). 


’55 Custom (8) 4-dr., $315; Custom (6) 
4-dr., $155; Ranch Wagon (6) 2-dr., 
$230. 

54 Ranch Wagon (8) 2-dr., $200; Cus- 
tom (8) 2-dr., $155*. 

IMPERIAL—’57 Imperial 2-dr. hardtop, 
$1,030* (ps). 

56 Imperial 4-dr., $680* (ps). 

LINCOLN —’58 Premiere 4-dr. hardtop, 
$1,590* (ps); Capri 2-dr. hardtop, 
$880* (ps). 

’57 Capri 4-dr., $915* (ps). 

’56 Capri 2-dr. hardtop, $640* (ps). 

MERCURY—’60 Monterey 2-dr., $1,560* 
(ps). 

’59 Montclair 4-dr., $1,360*. 

5S Monterey 4-dr., $720* (ps). 

’57 Montclair 2-dr. hardtop, $755* (ps); 
Monterey 2-dr. hardtop, $430* (ps). 

55 Montclair 4-dr., $330*. 

OLDSMOBILE—’59 (88) 2-dr. Scenic, $1,- 


550* (ps); 4-dr., $1,450*, $1,445* (ps), 


$1,445*; (98) 4-dr. Holiday, $1,485* 
(ps). 
*59 (88) Super 4-dr., $1,110* (ps); (88) 


2-dr., $605*. 

’57 (88) Super 2-dr. Holiday, $830* (ps), 
$525* (ps); (88) 4-dr., $700* (ps). 

’56 (88) 2-dr. Holiday, $585* (ps), $450*, 
$300* (ps), $255* (ps); (88) Super 4- 
dr. Holiday, $450*; (98) 4-dr. Holiday, 
$345* (ps). 


’55 (88) 4-dr., $210* (ps); (98) 4-dr., 
$150* (ps). 

’54 (88) 2-dr., $325*; 2-dr. Holiday, 
$110* (ps); 4-dr. Holiday, $165*; (98) 
4-dr., $115* (ps). 

PLYMOUTH—’60 Suburban (8) 4-dr., $1,- 
410”. 


’59 Suburban (8) 4-dr., $990*; Savoy (8) 
4-dr., $930*, $800; Belvedere (8) 4-dr., 
$905* (ps), $930*, $700. 

°58 Plaza (8) 2-dr., $515*. 


’57 Belvedere (8) 4-dr., $600*; 2-dr., 
$560* (ps); Plaza (6) 4-dr., $350*; 
Savoy (6) 4-dr., $170*. 

’56 Belvedere (8) 4-dr., $155*. 

PONTIAC — ’59 Chieftain 4-dr., $1,675* 
(ps); Star Chief 4-dr., $1,435*; Cata- 
lina 4-dr., $1,025*. 

"5S Chieftain 2-dr., $790* (ps); Star 
Chief 4-dr., $500*. 

’57 Star Chief 4-dr., $530*; Chieftain 


2-d?., $515*. 
’55 Chieftain 2-dr. Catalina, 
’54 Star Chief 4-dr., $150*; 
dr., $150* (ps). 

’53 Chieftain 4-dr., $110*. 
RAMBLER—’56 Custom (6) 
Super (6) 4-dr., $300*. 

VALIANT—’60 V-200 (6) 4-dr., $1,345, 
MISCELLANEOUS—’58 Ford (8) %-ton 
panel, $500. 
’57 Willys (6) Jeep, $235. 
’55 Ford (8) %-ton pickup, $275. 


WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc. Sale every 
Wednesday. Prices are for sale of March 1. 
BUICK —’58 Special 4-dr., $820* (ps), 

$600*. 

’57 Special 2-dr., $600*, $525*, 


$310*. 
Chieftain 4- 


4-dr., $610*; 


’56 Special 2-dr. Riviera, $650*; Super 
4-dr. Riviera, $335* (ps). 
CADILLAC—’58 (62) 2-dr. hardtop, $1,- 
900* (ps), 
’57 (60) Special 4-dr., $1,550* (ps). 


"56 (62) 2-dr, hardtop, 3$925* (ps). 
CHEVROLET—’60 Impala (8) sport sedan, 
$1,950* (ps). 

’59 Impala (8) sport sedan, $1,450* (ps), 
$1,350* (ps); Brookwood (8) 4-dr., 
$1,260; Bel Air (8) 4-dr., $1,255*, $1,- 
235*, $1,175*, $1,150*, $1,000* (ps); 
Bel Air (6) 4-dr., $1,150*, $1,125*, $1,- 
110, $1,075; Parkwood (6) 4-dr., $1,- 
200*; Biscayne (6) 4-dr., $1,075, $970. 

’58 Brookwood (8) 4-dr., $1,000*; Yeo- 
man (6) 4-dr., $850; Bel Air (6) 4- 
dr., $785*; Biscayne (6) 2-dr., $710. 

’57 Bel Air (6) conv., $900* (ps), $800* 
(ps); Two-ten (8) 4-dr., $800* (ps); 
One-fifty (6) 4-dr., $705*. 

’56 Bel Air (8) sport coupe, $665* (ps), 
$650*; 2-dr., $655*; Two-ten (6) 2-dr., 
$540, $445; One-fifty (8) 2-dr., $405. 

’55 Bel Air (8) conv., $445*, $410 (ps); 
2-dr., $380*; Two-ten (8) 4-dr., $265; 
2-dr., $175, 

’54 Two-ten 2-dr., $320. 

’51 Deluxe 2-dr., $300, $250. 

DeSOTO—’57 Fireflite 2-dr. hardtop, $860* 
(ps). 
DODGE 
(ps). 

’56 Coronet (6) Suburban 2-dr., $280*. 

FORD—’60 Country Squire (8) 4-dr., $2,- 
110* (ps), $1,095*; Fairlane (6) 2-dr., 
$1,425; Falcon (6) 2-dr., $1,350. 

759 Ranch Wagon (8) 2-dr., $1,105, 
$980; Fairlane (8) 4-dr., $1,060*, $1,- 
000*, $895. 


’59 Sierra (8) 4-dr., $1,280* 





758 Country Sedan (8) 4-dr., $625*. 

’57 Country Sedan (8) 4-dr., $610*; 
Custom 300 (8) 4-dr., $615*, $530*; 
Fairlane (8) 2-dr., $500* 

56 Country Sedan (8) 4-dr., $510*; 
tanch Wagon (8) 2-dr., $375*; Cus- 
tom (8) 4-dr., $310*. 

"55 Custom (8) 4-dr., $195*; 2-dr., 
$180*; Fairlane (8) 4-dr., $165*. 

’53 Custom (8) 4-dr., $18 $150*; Fair- 
lane (8) 2-dr. Victoria, $115*, 

LINCOLN —’57 Premiere 2-dr. hardtop, 
$1,200* (ps), 

MERCURY—’59 Monterey conv., $1,270* 
(ps). 

’58 Commuter 4-dr., $910, 

*56 Custom 2-dr, hardtop, $255*; Mon- 
terey 4-dr., $235*. 

’51 Custom 2-dr., $130*. 

OLDSMOBILE—’59 (98) 4-dr. Holiday, $1,- 
590* (ps). 


’58 (88) Super 4-dr. Holiday, $900* (ps). 
’57 (88) Super 2-dr. Holiday, $750* (ps); 


(88) 4-dr, Holiday, $695* (ps), $660* 
(ps). 
PACKARD—’55 Clipper 4-dr., $150*. 
PLYMOUTH—’60 Fury (8) 2-dr. hardtop, 








$1,570* Savoy (8) 2-dr., $1,- 


040". 
’59 Savoy (8) 4-dr., $715. 


(ps); 


’5S Belvedere (8) 4-dr, hardtop, $695*; 
Plaza (8) 4-dr., $570*; Savoy (8) 2- 
dr., $470. 


’57 Belvedere (8) 2-dr., $555*; Savoy (8) 
4-dr., $365*. 

56 Plaza (6) 4-dr., $200. 

’55 Belvedere (8) 4-dr., $275*. 


’53 Cambridge 2-dr., $135*. 
PONTIAC—’58 Chieftain Safari 4-dr., $1,- 
110*. 
’56 Star Chief 2-dr. Catalina, $405* (ps); 
4-dr., $350*. 
"55 Chieftain station wagon 4-dr., $305. 


RAMBLER—’59 Super (6) Cross Country 
4-dr., $1,000*. 
"58 Deluxe (6) 4-dr., $630. 
’57 Custom (6) Cross Country 
$540. 
’55 Deluxe Suburban 2-dr., $295; Custom 
Cross Country 4-dr., $170*. 
MISCELLANEOUS—’56 Ford F-500, $625. 
’'54 GMC %-ton pickup, $330. 
’53 Ford F-100 pickup, $110. 
"48 Chevrolet 14-ton wrecker, 


CHICAGO 


Greater Chicago Auto Auction. Sale every 
Thursday. Prices are for sale of March 2. 
High winds-warm weather brought out a 
wonderful crowd. Sharp cars keynoted poy 
plenty of action. Sold 431 cars from 644 
consignments. 
BUICK—’ 60 

"59 Electra 4-dr. 


4-dr., 


$350. 


LeSabre 4-dr., $2,115* (ps). 
hardtop, $1,680* (ps), 
$1,645* (ps), $1,600* (ps); LeSabre 
Estate Wagon, $1,650* (ps); Invicta | 
4-dr, hardtop, $1,600* (ps). 
’57 Special 4-dr, Riviera, $650*; 
Wagon, $645* (ps). 
’56 Super 4-dr. Riviera, $450* (ps). 
CADILLAC—’60 (60) Special 4-dr, 
top, $4,265* (ps); (62) conv., $3,900* 
(ps); 2-dr. hardtop, $3,800* (ps); de 
Ville 2-dr. hardtop, $3,880* (ps); 4-dr. 


Estate 


hard- 


hardtop, $3,800* (ps). 
’59 de Ville 2-dr. hardtop, $3,795* (ps), 
$2,950* (ps), $2,850* (ps); (62) conv., 


$3,100* (ps), $2,900* (ps); 2-dr. hard- 


top, $2,765* (ps); 4-dr., $2,750* (ps), 
$2,700* (ps), $2,635* (ps). 

’58 (62) Sedan de Ville, $2,020* (ps), 
$1,785* (ps); 4-dr., $1,895* (ps), $1,- 
375* (ps); 2-dr. hardtop, $1,880* (ps), 
$1,475* (ps); conv., $1,750* (ps). 

’57 (62) 4-dr., $1,335* (ps), $1,285* 
(ps). 

’56 (62) Sedan de Ville, $1,100* (ps), 
$855*; 2-dr. hardtop, $410* (ps). 


55 (62) 2-dr. hardtop, $600* (ps), $300* 
(ps); 4-dr., $380* (ps). 
CHEVROLET—’61 Corvair (6) 

dr., $2,230. 

60 Impala (8) sport coupe, $2,175* (ps), 
$2,135, $2,075* (ps), $2,025; conv., 
$2,075* (ps); sport sedan, $1,935*; Bel 
Air (8) 2-dr., $1,750, $1,700* (ps); Bel 
Air (6) 2-dr., $1,575*; Parkwood (6) 
4-dr., $1,700* (ps); Parkwood (8) 4- 
dr., $1,605*; Biscayne (6) 4-dr., $1,- 


475. 

’59 Corvette (8) conv., $2,210, $2,175*; 
Impala (8) conv., $1,595* (ps); sport 
coupe, $1,535* (ps); sport sedan, $1,- 
435*; 4-dr., $1,400* (ps); Impala (6) 
sport coupe, $1,290; Nomad (8) 4-dr., 
$1,575*, $1,485*; Brookwood (8) 4-dr., | 
$1,385*, $1,195* (ps); Bel Air (8) 4- 
dr., $1,225*, $1,150*; sport sedan, $1,- 
200* (ps); 2-dr., $1,105*; Bel Air (6) 
sport sedan, $1,185* (ps); Biscayne (8) 
2-dr., $1,200, $1,160*; 4-dr., $1,025; 


Monza 2- 
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$380*. 

’55 Bel Air (8) 4-dr., $500*, $385* (ps), 
$380*, $210*; sport coupe, $420*; Two- 
ten (6) 2-dr., $325*. 


Biscayne (6) 2-dr., $1,125, $1,100, $1,- 
045, $945, $890. 

"58 Impala (8) sport coupe, $1,260*, $1,- 
205*, $1,100; conv., $1,125* (ps); Del- 


ray (6) 4-dr., $925; Bel Air (8) 2-dr., | CHRYSLER—'59 NY 4-dr., $1,425* (ps). 
$890*; Biscayne (8) 4-dr., $830*, ‘57 NY 4-dr., $685* (ps). 
$825*; Brookwood (8) 4-dr., $800. 56 NY 2-dr, hardtop, $495* (ps). 

57 Bel Air (8) sport coupe, $905* (ps); | MeSOTO— ’59 Adventurer 2-dr. hardtop, 
4-dr., $800*; Two-ten (8) station wag- 31,795" (ps). 
on, $840*, $820*; Two-ten (6) Delray, 58 Fireflite 4-dr., $1,050* (ps); Fire- 
$690; 2-dr., $665, $575. __ Sweep 4-dr., $615*. 

’56 Bel Air (8) sport coupe, $675*; 4- “ ae 4-dr. hardtop, $620* (ps); 
dr., $430*; Bel Air (6) sport coupe, -d?., $600*. 
Tg Two-ten (8) station wagon, | DODGE—'60 Dart (8) Phoenix 2-dr. hard- 
$600*; 4-dr., $600* (ps), $430*; 2-dr., (Continued on Page 28, Col. 3) 


4 The Broadest and Most Profitable 


Consumer Credit Insurance 


Market Ever Developed ote 


Coverages A vailable 


Automobile 
Physical Damage Insurance 


(Comprehensive, Fire, Theft and Collision) 


Credit Life Insurance 


RESOLUTE 
Dee tae: 
COMPANIES 


Established 1926 


SPECIALISTS 
IN CONSUMER CREDIT INSURANCE 


Hartford 3, Connecticut 
* x 








SELL DATSUN 


and you 


SELL AMERICAN! 


DATSUN BLUEBIRD 4-passenger 
sedan only $1616, p.o.e. 


Even the Datsun nuts and 
bolts are unmistakably Ameri- 


can type—in fact, there’s an American look 

to all the Datsun specifications. That’s a red hot 
tip-off to you that it’s good business to get a Datsun dealer- 
ship, because you can “‘sell American”’ confidently and success- 
fully when you sell the Datsun line—at hundreds of dollars less 
than domestic and imported ‘‘compacts.’’ Your Datsun customers 
get a full measure of American roominess, riding comfort, operating 
conveniences, structural safety —American power, pick-up and per- 
formance—with a special Datsun 
38 m.p.g. And remember this—the financially-strong Nissan Motor 
Company, Ltd., is here in the United States to stay—backed with 
a world-wide warranty of satisfaction. 





New East Coast Factory Headquarters 


U.S.A., 221-35 Frelinghuysen Ave., Newark, NJ 







GOOD DEALER LOCATIONS OPEN! 
Wire or write for the profit-paying proposi- 
tion. Datsun dealer areas are fully pro- 
tected. Four major parts depots through- 
out the U.S. 


ee 


plus” in gas-saving of up to 





PROFIT MAKER! MONEY SAVER! 
You can retail this Datsun half-ton with a 
fine profit at a retail price far lower than the 
dealer wholesale cost of any domestic-built 
truck of same capacity and equipment. 


New West Coast Factory Headquarters 


Half-ton Datsun Pickup Truck 


$1545 p.o.e. 

For further details, write Dealer Franchise Dep't. of any of the following: WEST: Nissan Motor Cor- Datsun 4-Door Bluebird Sedan 
poration U.S.A., 137 E. Alondra Blvd., Los Angeles, Cal. CENTRAL & EAST: Nissan Motor Corporation ; $1616 p.o.e. 
MID-SOUTH: Southern Datsun Dist. Co., Datsun 4-Door Station sing ace 


1501 Clay St., Houston, Tex. HAWAII: Von Hamm-Young Co., Ltd., P.O. Box 2630, Honolulu 3 
NISSAN MOTOR COMPANY, LTD. « TOKYO, JAPAN + SINCE 1926 


FairLady Sports Convertible 
‘Fun for a Foursome" $1996 p.o.e. 
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EXTRA PROFITS 





¢ “LOAD-STER" 


HELPER SPRING 


; Extra profits are yours when you sell and install the Prior 
: “LOAD-STER” Helper Spring, the only spring that takes 
; effect only when needed to carry excessive loads caused 
by weight or rough roads. 12 “LOAD-STER” models fit 
: most passenger cars and station wagons and all 14-ton 
and 34-ton pickup trucks. Load capacity is increased by 
1,000 to 1,500 pounds making the “LOAD-STER” ideal 
for passenger cars pulling utility trailers, for salesmen 
with heavy sample cases or for pickup trucks with an 
over-load problem. The ease of installation, complete 
absence of maintenance and nearby warehouses will 


make the “LOAD-STER” one of the most profitable and 
salable items you carry. 
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For further information, write 


PRIOR PRODUCTS, INC. / 


P. 0. BOX 7608 
DALLAS, TEXAS 














Lasting Impressions— 
The AUTOMOTIVE NEWS 


Almanac offers your advertisement 
a chance to sell for you all year 
long. 












Referred to time and time again, 
the Almanac is a must on any auto- 











motive advertising schedule. 


—Plan On It For 1961— 


Publication Date—April 24, 1961 


Automotive News 


965 E. JEFFERSON e DETROIT 7, MICH. 
WOodward 3-9520 

















AUTOMOTIVE NEWS, MARCH 13, 1961 


Used-Car Auction Prices 





(Continued from Page 27) 


top, $1,700* (ps), $1,650; 4-dr. hard- 
top, $1,670* (ps). 

59 Coronet (8) 4-dr., $1,405* (ps). 

58 Royal (8) 4-dr, hardtop, $845* (ps). 

’57 Coronet (8) 4-dr., $500*; Coronet (6) 
4-dr., $435*. 

’56 Coronet (8) 4-dr., $350*, 

EDSEL—’59 Ranger 4-dr. hardtop, $810*. 

’58 Corsair 2-dr. hardtop, $660*. 

FORD—’61 Falcon (6) 2-dr., $1,760*. 

60 Thunderbird (8) conv., $2,950* (ps); 
2-dr. hardtop, $2,625* (ps); Galaxie 
(8) conv., $1,750* (ps); starliner, $1,- 
700*; 4-dr, Victoria, $1,675* (ps); 
Fairlane 500 (6) 2-dr., $1,295*; Fair- 
lane 500 (8) 4-dr., $1,285; Falcon (6) 
4-dr., $960*. 


’59 Thunderbird (8) 2-dr, nardtop, $2,- 
100* (ps); Galaxie (8) conv., $1,350* 
(ps); 2-dr. hardtop, $1,300*; Country 


Sedan (6) 4-dr., $1,125*; Fairlane (6) 
4-dr., $1,055; Fairlane (8) 2-dr., $1,- 
020*; 4-dr., $925; Custom 300 (6) 2- 
dr., $1,035*; 4-dr., $895, $885*; Cus- 
tom 300 (8) 2-dr., $765. 


’58 Thunderbird (8) 2-dr, hardtop, $1,- 


830* (ps), $1,725* (ps); Fairlane 500 
(8) skyliner, $1,075*; conv., $995*, 
$880*; 2-dr. Victoria, $775*, $105*; 
Custom 300 (6) 4-dr., 3580*%; Ranch 


Wagon (6) 2-dr., $555*. 

‘57 Fairlane 500 (8) conv., $750* (ps), 
$550*; 4-dr. Victoria, $635*, $585*; 
2-dr., $615*; 4-dr., $525*, $290*; Cus- 
tom (8) 2-dr., $365*; Custom (6) 4-dr., 
$300. 

’56 Fairlane (8) 2-dr. Victoria, $510*, 
$245*; conv., $390*; Custom (8) 4-dr., 
$310". 

’55 Ranch Wagon (8) 2-dr., $290*; 
lane (6) 2-dr. Victoria, $250*. 

IMPERIAL — '59 Imperial 2-dr. hardtop, 
$2,250* (ps); 4-dr, hardtop, $2,210* 
(ps); 4-dr., $2,150* (ps). 

’57 Imperial 4-dr, hardtop, $1,330* (ps); 
4-dr., $915* (ps). 

LINCOLN — ’60 Premiere 4-dr., $3,100* 
(ps). 

’°59 Premiere 4-dr., $1,800* (ps). 

’58 Premiere 4-dr. hardtop, $1,290* (ps); 
4-dr., $1,200* (ps). 

’57 Premiere 4-dr., $880* (ps). 

’56 Premiere 2-dr, hardtop, $550* (ps). 

55 Capri conv., $400* (ps); 2-dr. hard- 
top, $250* (ps). 

MERCURY—’59 Monterey 4-dr. 
$1,075* (ps), 

’58 Park Lane 4-dr. hardtop, $715*. 

’57 Montclair 4-dr. hardtop, $655* (ps); 
4-dr., $360* (ps); Turnpike Cruiser 2- 
dr. hardtop, $420*. 

’56 Montclair 2-dr. hardtop, $300*. 

OLDSMOBILE—’ 60 (98) 4-dr. Holiday, $2,- 
450* (ps); (88) Super 4-dr. Holiday, 
$2,420* (ps), $2,300* (ps); 2-dr. Sce- 
nic, $2,395* (ps); conv., $2,150* (ps); 
4-dr., $2,000* (ps); (88) 2-dr. Scenic, 
$2,010* (ps); 4-dr., $1,835*, 

*59 (88) Super 2-dr. Scenic, $2,000* (ps), 
$1,785* (ps); conv., $1,980* (ps); 4- 
dr. Holiday, $1,650* (ps); (98) 4-dr., 
$1,950* (ps); 4-dr, Holiday, $1,880* 
(ps); 2-dr. Scenic, $1,830* (ps), $1,- 
750* (ps); (88) Fiesta 4-dr., $1,795* 
(ps); 4-dr. Holiday, $1,700* (ps). 

"58 (98) 4-dr., $1,500* (ps); 4-dr, Holi- 
day, $1,260* (ps), $1,050* (ps); (88) 
Super 4-dr. Holiday, $1,115* (ps), $1,- 
100* (ps), $1,050* (ps); 4-dr., $800* 
(ps); (88) 4-dr., $1,090* ‘ps), $1,040* 
(ps); 4-dr. Holiday, $1,000* (ps), $940, 
$930* (ps). 


Fair- 


hardtop, 


’57 (88) Super 4-dr. Holiday, $1,010* 
(ps), $825* (ps), $700*; 4-dr., $760* 
(ps); (98) 4-dr., $705* (ps); (88) 4- 


dr, Holiday, $680*; 2-dr., $575*, $460*. 
’56 (98) 2-dr,. Holiday, $510* (ps); (88) 
2-dr. Holiday, $490*; 4-dr., $450* (ps). 

’55 (98) 4-dr. Holiday, $295* (ps). 
PLYMOUTH—’60 Belvedere (8) 4-dr., $1,- 


450* (ps). 
59 Suburban (8) 4-dr., $1,035*; Savoy 
(8) 4-dr., $850* (ps), 


’57 Belvedere (8) 2-dr. hardtop, $575*; 
Savoy (6) 4-dr., $320*. 

’56 Suburban (6) 4-dr., $310*. 

’55 Belvedere (8) 4-dr., $330*; Savoy (8) 
4-dt., $265. 

PONTIAC—’60 Bonneville conv., $2,550* 
(ps); Catalina 4-dr. Vista, $2,275* 
(ps), $2,220* (ps), $1,920* (ps); sport 
coupe, $2,090*; Star Chief 4-dr., $2,- 
145* (ps). 

’59 Bonneville conv., $1,850* (ps); Cata- 
lina sport coupe, $1,600*, $1,590* (ps). 

’58 Chieftain 2-dr., $775*, $350*. 

’57 Star Chief 4-dr., $800* (ps), $655*; 
Chieftain 2-dr. Catalina, $640* (ps). 

’56 Chieftain Safari 4-dr., $400*. 

RAMBLER—’60 Ambassador (8) 
wagon, $1,720* (ps), $1,700*; 
$1,600* (ps). 

’59 Super (6) 4-dr., $850. 

’58 Super (8) Cross Country, $950* (ps), 
$800*; 4-dr., $725*. 

’56 Custom 4-dr., $335. 

STUDEBAKER—’60 Lark (8) 2-dr. hard- 
top, $1,325; Lark (6) 2-dr., $1,165; 
station wagon, $1,165, 

59 Lark (8) station wagon, $1,155; 4- 
dr., $1,080*, $1,005* (ps); Lark (6) 
4-dr., $775; 2-dr., $735, 

’58 Silver Hawk (6) 2-dr., $590. 

’57 President (8) 4-dr., $285. 

VALIANT—’60 Valiant 4-dr., 2 at $1,400, 
$1,325. 


station 
4-dr., 


DYER, IND. 


Dyer Auto Auction, Sale every Friday. 
Prices are for sale of March 3, Sold 248 
cars from 330 consignments. 

BUICK—’59 LeSabre 4-dr., $1,110*. 


’58 Special 4-dr, Riviera, $855* (ps), 
$860* (ps). 

’57 Special 2-dr. Riviera, $570* (ps), 
$515*, $480* (ps), $385*; 4-dr., $550* 
(ps), $485*. 


’56 Special 4-dr, Riviera, $475* (ps), 

"55 Special 2-dr. Riviera, $230*, $140*; 
2-dr., $205*, $195*, $180°*. 

’54 RM 4-dr., $285*; Special 2-dr., $125*. 
’53 Special 4-dr., $210*; 2-dr., $145*. 
CADILLAC—’56 (62) Coupe de Ville, $440* 

(ps). 

’55 (62) 2-dr. hardtop, $675* (ps), $535* 
(ps). 

’54 (62) 4-dr., $260* (ps). 

CHEVROLET—’60 Impala (8) sport sedan, 
$2,050* (ps); sport coupe, $2,015* 
(ps); 4-dr., $1,885* (ps); Bel Air (8) 
4-dr., $1,650*; Bel Air (6) 2-dr., $1,- 
530°. 

’59 Impala (8) sport coupe, $1,575* (ps), 
$1,350* (ps); sport sedan, $1,495* 
(ps); Bel Air (8) 4-dr., $1,290*, $1,- 
050*; sport coupe, $1,130*; Bel Air (6) 

















































2-dr., $1,175*, $1,165*; Biscayne (6) 
4-dr., $1,080*; Brookwood (6) 2-dr., 
$1,065*. 


’58 Impala (8) sport coupe, $1,140* (ps); 
conv., $1,125* (ps); Bel Air (8) 4-dr., 
$920*; 2-dr., $875*; Biscayne (6) 2- 
dr., $650*. 

’57 Bel Air (8) 4-dr., $890*; sport coupe, 
$820*; sport sedan, $765*; Delray (6) 
4-dr., $540; Yeoman (6) 2-dr., $335; 
Biscayne (8) 2-dr., $310". 

‘56 Two-ten (8) station wagon, $480*; 
4-dr., $450*; sport coupe, $390*, $180*; 
2-dr., $370*; Bel Air (8) 4-dr., $445*; 
Bel Air (6) 2-dr., $405*, $375*; One- 
fifty (8) 4-dr., $355*, $345*, 

’55 Bel Air (8) sport coupe, $400*; Two- 
ten (8) station wagon, $360*; 2-dr. 
hardtop, $320*; Two-ten (6) station 
wagon, .$305; One-fifty (8) 4-dr., 
$160*, $155*. 

’54 Bel Air sport coupe, 
4-dr., $230*, $185*; 
$110*. 

’53 Bel Air conv., $160; 4-dr., $115*; 
Two-ten 2-dr., $125*, $120; One-fifty 
2-dr., 2 at $100*; 4-dr., $100*. 

’52 Deluxe 2-dr., $165, $145, $125. 

33 Deluxe 4-dr., $150. 

DeSOTO—’57 Firesweep 2-dr. hardtop, 
$510* (ps). 
DODGE—’ 57 Coronet (6) 2-dr., $260*. 
’55 Coronet (8) 2-dr. hardtop, $175*. 
FORD—’60 Galaxie (8) conv., $1,800*; 
starliner, $1,740* (ps); 4-dr. Victoria, 


$340*, $195*; 
One-fifty 2-dr., 


$1,680* (ps); Fairlane (8) 4-dr., $1,- 
460* (ps). 

59 Galaxie (8) skyliner, $1,425*; 2-dr. 
Victoria, $1,400* (ps); Fairlane (8) 


4-dr., $1,020*; 2-dr., $965*. 

’58 Fairlane 500 (8) 2-dr., $985*; 2-dr. 
Victoria, $875*, $745*; 4-dr., $725*; 
Fairlane (8) 2-dr., $630*, $585*, $575*; 
2-dr. Victoria, $560*. 

’57 Fairlane 500 (8) 4-dr. Victoria, 
$730*, $625*; 4-dr., $535*; Custom (8) 
4-dr., $340*, $360*; Custom (6) 4-dr., 
$270*. 

’56 Fairlane (8) 2-dr., $410*; 2-dr. Vic- 
toria, $380*; 4-dr., $375*, $350*; conv., 
$345*; Country Sedan (8) 4-dr., $290*, 


$125*; Main (8) 2-dr., $275*; 2-dr., 
$240*, $210*. 
’55 Fairlane (8) 2-dr., $345*; conv., 


$300*; Ranch Wagon (8) 2-dr., $285*; 
Country Sedan (8) 4-dr., $260*, $230*, 
$200*; Main (8) 4-dr., $175*; 2-dr., 
$170, $125*. 
’54 Custom (8) 2-dr., $210*, $200, $190; 
4-dr., $195*; Main (8) 2-dr., $155*, 
’52 Crest (8) conv., $125. 
LINCOLN—’53 Capri 2-dr. hardtop, $155*, 
$100*; 4-dr., $120*. 
MERCURY—’59 Monterey 4-dr., 
’57 Monterey 4-dr., $500*, 
’56 Montclair 2-dr. hardtop, $440*, 
’55 Custom 2-dr., $190*; 2-dr. hardtop, 
$170". 
’54 Monterey 2-dr. hardtop, $170*. 


$1,080*. 


OLDSMOBILE—’59 (88) 2-dr. Scenic, $1,- 
660". 

’58 (88) 2-dr. Holiday, $1,005* (ps). 

’57 (98) 4-dr. Holiday, $905* (ps), $885* 
(ps); (88) 2-dr, Holiday, $700* (ps), 
$590*, $395* (ps). 

’56 (88) 2-dr, Holiday, $500* (ps), $470* 
(ps), $360*; 4-dr., $395* 


’55 (88) 2-dr, Holiday, $330*; 4-dr., 
$285*. 

’54 (88) 2-dr, Holiday, $190*, $160*; 4- 
dr., $150* 


PACKARD—’55 Clipper 4-dr., $220*. 
PLYMOUTH — ’'58 Belvedere (8) 2-dr., 
$685*; Savoy (8) 2-dr. hardtop, $380*. 
’57 Suburban (8) 4-dr., §525*; 2-dr., 
$440*; Savoy (8) 2-dr. hardtop, $390*; 


Plaza (8) 2-dr., $325*; 4-dr., $290*; 
Plaza (6) 4-dr., $250*. 
’56 Savoy (8) 2-dr,. hardtop, $250*; 


Plaza (6) 4-dr., $220*. 

’55 Belvedere (8) conv., $300*; Plaza (8) 
4-dr., $200*, 

’54 Belvedere 4-dr., $270*, $230*. 


PONTIAO — ’'58 Chieftain 2-dr, Catalina, 
$7907. 
’57 Chieftain 2-dr. Catalina, $575*; 4- 


dr., $505*; 2-dr., $475*, $450*. 

’56 Star Chief 4-dr., $485*. 

’55 Chieftain 2-dr. Catalina, $235*; 2-dr., 
$180*; 4-dr., $100*, 

’54 Star Chief conv., $305*, 


RAMBLER—’60 Ambassador (8) station 
wagon, $1,620. 
’58 American (6) 2-dr., $710*. 
’53 Custom 2-dr. hardtop, $115*, 
STUDEBAKER—’57 Scotsman (6) 2-dr., 
$250*. 
MISCELLANEOUS—’59 Ford (8) panel, 
775. 
’58 Willys Jeep, $865. 
’57 Chevrolet (6) pickup, $265, 
’53 Chevrolet %-ton pickup, $325. 
’51 Ford dump truck, $315; Chevrolet 


%-ton, $265. 
’49 Ford %-ton, $105. 
’48 Chevrolet %-ton, $185. 


— Auctions in Brief — 
BORDENTOWN, N. J. 


National Auto Dealers Exchange. Sale 
every Wednesday (March 1). If ever there 
was a selling season at the auction, this 
is it. Terrific sale. Sold 89 percent of 454 


consignments. 
* * * 


CHICAGO 
Arena Auto Auction. Sale every Tues- 
day (Feb. 28). There is a shortage of used 
cars, Sold 363 cars from 601 consignments. 
* * * 


HUNTSVILLE, ALA. 
Johnson Auto Auction. Sale every Fri- 
day (March 3). Activity excellent on any 
sound car regardless of model, Sold 119 


cars from 207 consignments. 
* * * 


FONTANA, WIS. 

Fontana Auto Auction, Sale every Thurs- 
day (March 2). Good activity on all mod- 
els. Sold 137 cars from 214 consignments. 

* OK 


MANHEIM, PA, 
Manheim Auto Auction. Sale every Fri- 
day (March 3). A real hot sale. Sold 89 
percent of 669 consignments, 


Auto Markets 


Omaha 

New-car sales in the Omaha 
market in January numbered 1,062, 
virtually unchanged from Decem- 
ber’s 1,063. 

Top three cars were Chevrolet, 
258; Ford, 251, and Oldsmobile, 85. 
Other leading makes: Plymouth, 
77; Rambler, 64, and Pontiac, 62. 

Chevrolet, Ford and International 
led new-truck sales with 60, 49 and 
36, respectively. The 184 new trucks 
registered in January were a con- 
siderable increase over December’s 
120. 

—ARTHUR E, OLESON 
* * * 


Toledo 


New-car registrations in the 
Toledo area numbered 1,121 in 
January, compared with 1,358 a 
month earlier and 1,471 a year 
earlier. 

By makes, they were: Chevro- 
let, 279; Ford, 252; Oldsmobile, 
89; Pontiac, 74; Buick, 58; Ramb- 
ler, 50; Cadillac, 47; Plymouth, 46; 
Dodge, 44; Comet, 42; Volks- 
wagen, 36; Chrysler, 28; Mercury, 
19; Renault, 6; Lincoln, 4; Stude- 


Sales by Dealers 
Rise One Percent 


During Year 


WASHINGTON. — Sales of new- 
car dealers in 1960 totalled $32,714 
million, a gain of one percent over 
the figure for 1959, the Commerce 
Department reported. 

Total retail sales in the nation in 
1960 reached $219,627 million, up 2 
percent over the 1959 total. 

Sales of tire, battery and acces- 
sory dealers amounted to $2,533 mil- 
lion in 1960, a decline of one per- 
cent from the 1959 showing. 

Last year’s volume in service sta- 
tions reached $17,594 million, up 5 
percent from the previous year. 

Sales of automotive wholesalers 
in 1960 amounted to $6,334 million, 
up 3 percent from the 1959 total. 





baker, 4; Austin-Healey, 3; Im- 
perial, 1, and miscellaneous, 13. 
New-truck sales totalled 136 in 
January, compared with 118 in De- 
cember and 126 in January a year 
ago. By makes: Ford, 40; Chevro- 
let, 39; GMC, 35; International, 12; 
Mack, 4; Dodge, 3, and White, 3. 
* ES * 


Louisville 

January, a month of bad weather, 
saw only 1,069 new cars registered 
in Louisville, compared with 1,203 
in December and 1,902 in January, 
1960. January sales were the lowest 

in six years, 

By makes, registrations were: 
Ford, 338; Chevrolet, 282; Pon- 
tiac, 84; Plymouth, 65; Oldsmo- 
bile, 55; Buick, 45; Rambler, 45; 
Comet, 36; Volkswagen, 32; Mer- 
cury, 19; Cadillac, 14; Chrysler, 
13; Dodge, 12; Studebaker, 7; Lin- 
coln, 5; Morris, 3; DeSoto, 2; Met- 
ropolitan, 2; Renault, 2; Saab, 2, 
and miscellaneous, 6. 

New-truck sales numbered 153 in 
January, compared with 110 a 
month earlier and 207 a year ear- 
lier. By makes: Ford, 56; Chevrolet, 
50; International, 23; GMC, 12; 
White, 3; Dodge, 2; Volkswagen, 2; 
Diamond T, 1; Willys, 1, and mis- 
cellaneous, 3. 


—A. W. WILLIAMS 
* ok * 


Albuquerque 

New-car registrations for Berna- 
lillo County (Albuquerque) totalled 
492 for January, compared with 500 
the preceding month. 

There were 58 new-truck regis- 
trations, an increase from Decem- 
ber’s 32. 

By makes, new-car registrations 
were: Chevrolet, 122; Ford, 88; 
Rambler, 27; Pontiac, 23; Corvair, 
22; Falcon, 21; Comet, 20; Dodge, 
20; Oldsmobile, 18; Cadillac, 17; 
Plymouth, 14; Buick, 13; Mercury, 
13; Studebaker, 11; Valiant, 9; 
Chrysler, 5; Willys, 4; Tempest, 4; 
Lincoln, 4; F-85, 4; Imperial, 1, and 
miscellaneous, 32. 

Trucks by make were: Ford, 22; 
Chevrolet, 19; GMC, 8; Dodge, 7; 
Reo, 1, and Studebaker, 1. 

—Vepa N. CoNNOR 
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Just as you read Automotive News with a 
more intense and moving interest than other 
publications, so does this big farm customer 
read his Home State Farm Paper. 

This is his occupational “trade paper.” More 
than that, it’s like a visit by a friendly neighbor... 
bringing him local news of people and events he knows... 
significant stories of the latest in crops and livestock 
produced under his special conditions. 

From his Home State Farm Paper, this big farm 
customer makes his key planning and buying decisions. No 
other farm publication can match this “right where he lives” 
kind of motivation! 

Our INDIANA FARMER, OHIO FARMER, MICHIGAN FARMER, 
PENNSYLVANIA FARMER, KANSAS FARMER, and MissouRI RURALIST 
are Top-Third Farm Markets. KENTUCKY FARMER and TENNESSEE 
FarMe_r serve the rich Top-of-the-South market. All are printed 
in high-quality color gravure and offset. 
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What a customer he is! 


THIS BIG 8-STATE CUSTOMER OWNS AND USES: 

PR IEIENINER © %5 6. 541 0 6)0 OS S04 Oe we ee wee 1,046,577 
RIS ok ii eis kg ter gah ehgndiy Gideke SA 6S Si8 wee OM 700,604 
REE UNIS och a ahd. eee SOs we eee wee ie 1,273,384 
ES rere area Tare a a 1,728,170,400 
Expenditures for petroleum products........ 342,865,903 
Total spendable farm income in these 8 states. .$11,177,093,000 


There’s a whole NEW LOOK in 
Farm Paper Advertising —write 


You have new advertising opportunities in the Home State Farm Papers 
never before available in this field. ROP full color at surprisingly low 
cost — no expensive plates needed. Full bleed, no charge. Different copy 
in each state, no premium. Combination rate savings — earned on 4 
papers up to 8 (as much as $1,382.40 on a b&w page). STRAIGHT-LINE 
ADVERTISING services to help localize; focus and sharpen your selling. 
Send for brochure. 


Home State 
Farm Paper Unit wi 


1010 ROCKWELL AVENUE, 
CLEVELAND 14, OHIO 


TOP-THIRD FARM STATES...TOP-OF-THE SOUTH STATES 


Your selling story 
hits him where 
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Brown Elected Chief cinnati Pontiac Dealers Assn. for 
1961. R. Frazier Escue, Escue Pon- 

CINCINNATI.—Melvin C. Brown, | tiac, was elected treasurer, and A. J. 
of Hageman Pontiac, has been| Roberts, Roberts-Sky Pontiac Co., 
elected president of the Greater Cin-| secretary. 





WINCH CAN 


TAKE IT! 


* RESERVE STRENGTH 


Stronger . . . more durable . . . greater 
operating efficiency . . . easier installa- 
tion . . . that’s the Tulsa Winch! And 
Tulsa Winches are so versatile. There’s 
one designed for every purpose. Whether 
it’s the big job or the small job, the 
Tulsa Winch can more than take it. Im- 
mediately available through the world-wide 
sales-service facilities of our dealers and 
distributors. Ask to see our line. 


* LONGER SERVICE 


* WORLD-WIDE 
DISTRIBUTION 


TULSA PRODUCTS DIVISION 


VICKERS INCORPORATED 
Division of Sperry Rand Corporation 


731 E. First Street 
TULSA 20, OKLAHOMA 
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Simca Acts on Service... 





Import-Car 


Simca 
PECIALLY trained Simca serv- 
ice representatives are now 
making intensive calls in depth on 
all single-line Simca dealers to 
augment the service program con- 
ducted by Chrysler Motors Corp. 
service representatives for domes- 
tic-line dealers who handle Simca. 


“The results of the program have 
been very gratifying,” said Peter 
Nunez, Simca sales manager. “We 
find an accelerated parts avail- 
ability situation, as well as a 
rapidly improving service  situa- 
tion. 

“We feel that, with our Simca 
single-line dealers especially, we 
have a parts and service operation 
for Simca owners comparable, and 
in many cases superior, to that of 
many domestic operations.” 

Lou Brucker, Simca service man- 
ager, has announced that the 
single line Simca _ service field 
force has been augmented by the 
appointment of four new repre- 
sentatives: Ted A. Armstrong, Fred 
W. Heinicken, C. H. Martin and 
E. K. Sipling. 

In the wholesale field force, S. 
E. Ragland has moved from the At- 
lanta office to Dallas to serve 
Simca dealers in the extreme West- 
ern section of the Southern sales 
area. 

J. C. Caspary has been trans- 
ferred from Atlanta to Jackson- 
ville, Fla., from where he will serv- 
ice all Florida dealers. 

Lowell A. Brown has moved 
from Detroit to the Western area 
as sales representative stationed in 
Portland, Ore. 

N. L. Root has been added to the 
sales representative staff in the 


Eastern sales area. 
oe cs a 


Standard-Triumph 


Cane seamen Motor Co., 
Inc., under the direction of 
Robert S. Law, general sales man- 
ager, has completed a nationwide 
training program to acquaint zone 
and field personnel with today’s 
market and future planning of the 
merchandising trend of Triumph 
cars. 

Factory representatives held 
nine meetings over a two-week 
period to discuss the present and 
future trends of marketing in the 
United States. Field personnel will 
conduct similar meetings in the 
field with their dealers and sales- 


men, 


* * 


* 
Volvo 


EL-KIRK Motors, Kirkland, 

Wash., sold more Volvo cars 
during December and January 
than any other Volvo outlet in 
Washington, Oregon, Idaho, West- 
ern Montana or Alaska, according 
to Gene Klein, president, Auto Im- 
ports, Volvo distributor in the 
West. 

Art Weishart, Bel-Kirk owner, 
has been awarded a free trip for 
two to Europe. 

* * * 


Rootes Motors 


PPOINTMENT of two new 

Rootes Motors dealers has 
been announced. The new dealers 
are Imported Cars of Hampton, 
Hampton, Va., and Dalzell Motor 
Sales, Inc., Norwood, Mass. Dal- 
zell will handle Hillman and Sun- 
beam; Imported Cars will handle 
Sunbeam. 

At the same time the firm an- 
nounced that Spreens Motor Sales, 
Hackensack, N. J.; Leonard Mo- 
tors, New Milford, N. J., and Ber- 
ger Motor Car Co., Baltimore, have 
added Singer line to their present 
Rootes lines. 

* * * 
Rover 


OVER has launched the second 
phase of a long-range program 
to establish factory service and 
sales facilities in mid-central states 
with the appointment of Robert K. 
Cullen as Midwest district manager. 

Authorized dealers will be fran- 
chised in the Midwest on a selec- 
tive, high-quality basis, said Reg- 
inald T. Newton, Eastern regional 
manager for Rover. 

Rover dealers and parts depots 
have been established on the East 
and West coasts for some time. 

Cullen entered the auto business 





News Notes 


in 1947 as a retail salesman. He 
joined Chrysler Corp. in 1949 as a 
district manager and later was 
named Chicago city maneger. In 
1958 he joined American Motors as 


a district manager. 
* ef ak 


Volkswagen 
APITOL Car Distributors, Ltd., 
has expanded services’ for 


Volkswagen dealers and has moved 
its enlarged staff to new offices. 
The distributorship, which serves 

28 dealers in the District of Col- 
umbia and a surrounding five-state 
area, is now headquartered at 6530 
New Hampshire Ave., Takoma 
Park, Md. Managing director is 
Alan M. Dix. 

* ok * 

Sunbeam 


_ the fourth successive year 
a Sunbeam Rapier was the 
highest placed British car in the 
Monte Carlo Rally. 

It was the second year in succes- 
sion that a Rapier has won its 
class (1300-1600 cubicentimeters for 
series production touring cars), and 
also the second successive year that 


Import Dealers 
Show Confidence 


In Clearwater 


CLEARWATER, Fla.—The future 
of imports may be debatable else- 
where, but in this city on Florida’s 
Suncoast, dealers say they’re here 
to stay. 

So great is the dealers’ faith that 
two dealerships are expanding, and 
a new firm is scheduled to open 
soon, 

Alpha Sales & Service, Inc., has 











moved to new and larger quarters 
at 2094 Gulf to Bay. It has 4,000 
square feet of showroom and office 
space, plus 1,000 square feet of 
service area, Lancia, Fiat, and Alfa 
Romeo are the lines sold. 

Partners in the firm are Ross 
Durant jr., H. J. Ludlow and Her- 
bert Trenka. 

Clearwater’s first Volkswagen 
dealership, B and L Motors, is open- 
ing soon at 2300 Drew St. The new 
9,000-s quare-foot building repre- 
sents a $150,000 investment, accord- 
ing to Earl A. Brown jr., and Ted 
Lis, dealers. 

Their service department is 
unique in that it has no work 
benches. Service is done in separate 
component repair areas after parts 
have been removed from the car. 

Clearwater Motor Cars, Inc., han- 
dling Renault, Peugeot and Willys, 
has broken ground for a new build- 
ing on Missouri Ave. The facility 
will feature sheltered but open-air 
showroom and service areas. 

John J. Hoffman, general man- 
ager, said the move into the new 
building will coincide with the 
firm’s third anniversary. It is the 
firm’s second expansion move. 





a Rapier won the 1300-2000 cubic- 
centimeter class for grand touring 
cars. 

In all, Sunbeams won trophies 
for the best performance on the 
circuit, for the two class wins and 
for the highest placed competitor 
starting from Warsaw. 

ok * * 


Mercedes-Benz 


VERALL winners of the Rally 

Alger - Centrafrique were Karl 
Ling and Rainer Gunzler in a Mer- 
cedes-Benz 220-SE. It was the sec- 
ond time the team had scored as 
overall winners. 

The 16-day rally, which crosses 
the Sahara Desert twice in its 7,145- 
mile course, is considered one of the 
most gruelling in the world. 

Another Mercedes 220-SE placed 
second overall and a Citroen was 
third. Other places in the Top Ten 
were filled by three Auto-Unions, 
three Citroens and another Mer- 


cedes. 
* oK * 


Vauxhall 


ILLIAM SWALLOW has been 

appointed managing director of 
Vauxhall Motors, Ltd., the General 
Motors subsidiary which manufac- 
tures Vauxhall 
cars and Bedford 
trucks in Eng- 
land. 

He has been 
managing direc- 
tor and chairman 
of the Board of 
General Motors, 
Ltd, another 
General Motors 
subsidiary in 
England which 

William Swallow manufactures au- 
tomotive parts and accessories and 
Frigidaire appliances. He will suc- 
ceed Philip W. Copelin, who will 
return to the New York headquar- 
ters to become manager of the New 
York staff of the Overseas Opera- 
tions Division. 

ok * * 


Porsche 


ORSCHE has announced that 
daily output at its plant in 
Stuttgart, Germany, will be in- 
creased from 31 to 50 during the 
next 18 months. 
* * * 


Saab 


AAB MOTORS, INC., United 
States importer and distributor 
of the Swedish- 
built Saab line, 
has announced 
the promotion of 
Robert J. Sinclair 
to manager of 
public relations 
and sales promo- 
tion. 
Priortothe 
new appointment, 
Sinclair had serv- 
ed as regional 
sales manager for 
New York. 





Robert J. Sinclair 


S-P Signs Reuther 
ST. LOUIS.—Reuther Auto Sales, 
11654 Olive St., has been appointed 
a Studebaker dealer. Leo Reuther 
is president of the dealership. 


Renault Trains Dealership Mechanics— 
Service training school for mechanics at Arnold Bros. Sport Car Center, Boulder, Colo., 


was conducted by Renault, Inc., shortly after Arnold's appointment as Renault dealer. 


From leit, are Fred Hering, Renault instructor; Dale L. Hughes, parts manager; Helmut E. 


Seufert, service manager; H. Kent Stenberg, Martin E. Lehman and Clarence W. Page, 


mechanics; William Arnold, owner; Donald L. Colbenson, Martin E. Damwyk and Edward 


E. Hughes, mechanics. 
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Campaign for Confidence .. . 


Auto Advertising 


By Martin L, Whitmyer 
" Staff Writer 

“Confidence in a Growing Amer- 
ica,” a campaign to underscore the 
inherent strength of the American 
economy has been launched by the 
Advertising Council, a non-profit, 
non-partisan business organization 
which serves the public interest by 
marshaling the forces of advertis- 
ing to promote voluntary, individ- 
ual actions in solving national 
problems. 

Intent of the campaign is to 
counteract the present recession 
psychology and help return the 
economy to full production. 
Secretary of Commerce Luther H. 
Hodges said that from the adminis- 
tration’s view, the campaign is both 
“appropriate and well timed.” 
Theodore S. Repplier, president 
of the Advertising Council, said 
that the campaign is founded on 
the belief that “the people’s state 
of mind is in itself an economic 
fact to be reckoned with.” He said 
the campaign will be continued 
until the nation’s economy is back 
on sound footing and will empha- 
size the reasons for optimism about 
this country’s long-range future. 
“If the reasons for optimism are 
sound,” he said, “it becomes diffi- 
cult for panicky rumors to be be- 
lieved or for fear to take strong 
root.” 

When the council conducted a 
similar campaign in 1958, users 
of advertising and the cooperat- 
ing mass-circulation media con- 
tributed space and time to that 
six-month project worth about 
$20 million. Time and space again 
will be contributed by radio, tele- 
vision, newspapers, magazines, 
trade journals, bulletins, employe 
magazines, school publications, 
outdoor and car cards. 

“The Promise of America,” an 
illustrated booklet on the Ameri- 
can economy also is being offered 
free to all citizens during the cam- 
paign. Copies may be obtained by 
writing Box 350, New York 18, N. Y. 


* * * 


Dodge Show is 21st for TNT 


The Dodge closed-circuit telecast 
networked from Detroit recently 
marked the fourth closed-circuit 
automotive show to be produced by 
Theatre Network Television this 
year. 

The Dodge program, marking 
the kickoff of the auto maker’s 
spring sales campaign, reached 
upward of 7,500 dealers in 31 
cities. 

All told, TNT has produced and 
networked 21 closed-circuit shows 


for the auto industry. 
* * * 


Gerace Is Top Forecaster 


Harold Gerace, auto editor of 
the Flint Journal, has been 
awarded a Metropolitan car by 
American Motors, the prize for 
the most accurate forecast of 
compact and import cars sold 
during 1960. 

AMC estimated that 2,047,497 
new compacts were registered in 
the United States in 1960. Gerace’s 
estimate was 2,040,000. The fore- 
casts were made at the ’60-model 


Rambler preview in August, 1959. 
* * of 


Bartell Buys Into Macfadden 


Bartell Broadcasting Corp. has 
purchased a large number of shares 
of Macfadden Publications. Inc., 
including part of those held by 
Irving S. Manheimer. 

Gerald A. Bartell has _ been 
elected president of Macfadden 
Publications, Inc., and Lee Bartell 
is secretary. Both were elected to 
the board of directors, replacing 
A. <A. Whitford and Edward 
McSweeney. 

Irving S. 





president, has been elected chair- 
man of the board and will con- 
tinue actively with the company. 
Meyer Dworkin will continue as 
treasurer and director. No other 
personnel changes are contem- 
plated. 

Bartell Broadcasting owns and 
operates radio stations consisting 
of WADO in New York City, 
WOKY in Milwaukee, Wisc., KYA 
in San Francisco, Calif. and 
KCBQ in San Diego, Calif. 

* * * 






















































Purolator Sets Campaign 

Four words, “Listen to the Man,” 
will be the focal point around 
which Purolator Products, Inc., 
Rahway (N. J.), manufacturer of 
automotive filters, will develop its 
1961 radio advertising campaign 
this spring. 

The program, using the biggest 
advertising budget in the company’s 
history, is aimed at promoting 
the service station dealer as “The 
Man” to whom motorists should 


ata ee 


TO TAKE IT 


Manheimer, former 


PORT-A-WALL 5 
TOPPER 


Buy them black 


and make them white 
with the new 
Port-A-Wall Topper. 


Bearfoot Airway Corporation 


Automotive Division @ Wadsworth, Ohio 








turn for advice in the care and 
maintenance of their cars. 

Starting in March, the Purolator 
radio campaign, using both local 
and network stations, will provide 
a total of 50,000 announcements at 
the peak filter sales season. 

* * * 


Autolite Brochure Available 


A four-page brochure describing 
the industrial lithography service 
and facilities of Electric Autolite 
Co. is available from Frank Ash- 
worth, manager, Industrial Lith- 
ography Division, Bay City, Mich. 

The brochure includes descrip- 
tions and samples of panels, dials, 
escutcheons and instruction plates 
done in a variety of available fin- 
ishes, including special Frost-Etch 
method developed by Autolite. 

* * * 


Data on Toledo Market 


The Toledo Blade has an- 
nounced publication of its 1961 
“Toledo Market—at a Glance.” 

Market data in the 12-page 
brochure includes population, in- 
come, and retail sales in Toledo 
and its retail trading zone. Also 
included are statistics on Blade 
and Times Daily & Sunday cov- 
erage of cities and towns. 

New this year are statistics on 
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Dodge Symbol— 


This is. the emblem for Dodge's “golden 
key" sales promotion which runs through 
March and April. Termed the largest 
spring campaign in Dodge history, it 
offers prizes and gifts for Dodge dealers, 
their salesmen, and car and truck prospects. 





the comparative position of the 
Blade, Times and Sunday Blade 
vs. magazine coverage, television, 
radio coverage and out-of-town 
newspaper circulation. 

The brochure is available on 


31 


request without charge from the 
Public Service Department of the 
Toledo Blade, Toledo 4, O. 

* * * 


Analyses Has New Name 


Analyses, Inc., a Detroit sales 
promotion agency serving clients 
in the United States and Canada, 
has changed its name to Briggs 
Corp., according to Clare P. Briggs, 
president. 

Briggs said that “changes in the 
scope and nature of the company’s 
activities in the past 10 years have 
created the necessity for a cor- 
porate designation that parallels 
the pattern of the expanded and 
diversified activities in business 
communications which are pres- 
ently being carried on.” Briggs 
added that “Analyses, Inc., will con- 
tinue as a wholly-owned subsidiary 
operating primarily in the areas of 
product comparisons and research.” 


Officers and directors of Analyses, 


Inc., will continue to serve the 
new corporation in the same 
capacities. 


Sillman Adds Buick 
PARK RIVER, N. D.—Sillman 
Implement Co, (Oldsmobile), head- 
ed by Fred Sillman, has added 
Buick to its lines. 








Moisture and acids formed by combustion can eat away 


piston rings, much as they eat away mufflers and tailpipes. 


Perfect Circle protects against this corrosive wear with 


extra-thick, solid chrome plating. For abnormally corro- 


Sive applications, special alloys are also used. And, Perfect 


Circle rings are even specially protected from corrosive 


skin acids during production, packing and installation. 


Perfect Circle rings are built to take the toughest engine 


piston rings in all the world. 


PERFECT 2..CIRCLE 


PISTON RINGS - PRECISION CASTINGS - POWER SERVICE PRODUCTS - SPEEDOSTAT 
HAGERSTOWN, INDIANA « DON MILLS, ONTARIO, CANADA 


wear. Insist on Perfect Circles—the most preferred 
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Used-Car Notes 


Cleveland Independents 


Elect Chizek to 3rd Term 

CLEVELAND.—J oseph Chizek 
has been elected to his third term 
as president of the Cleveland Inde- 
pendent Automobile Dealers Assn. 
Also named to their third terms 
were Louis Katz, vice-president; 
William Scher, treasurer, and Harry 
Halpert, board chairman, Secretary 
Manny Weiser was. elected to his 
10th term. 

Other officers are: Allen Brian, 
vice-president; Mark Durschlag, 
executive vice-president; John 
Chicker, executive board chairman, 
and Sam Messerman and Irv Rubin, 
honorary chairmen. 

* * * 


Peel Elected President 


Of Fort Worth Independents 


FORT WORTH. Homer Peel 
has been elected president. of the 
Fort Worth Independent Automo- 
bile Dealers Assn. 

Other officers are Milton Gruen- 
wall, Frank Atwell jr. and D. E. 
Clark, vice-presidents, and Lewis 
Byars, secretary-treasurer. 

* * * 


Gibsons Shuffle Lots 


ALBUQUERQUE. — Walter Gib- 
son has opened a used-car lot at 
401 Lomas, N.W., and his son, Dar- 
ryl, will continue to operate the 
Gibson lot at 2017 Fourth, N.W. 
Robert B...Gibson, owner of a used- 
car lot at 1600 Fourth, N.W., and 
nephew of Walter, has bought the 
Walter Gibson lot at 717 Fourth, 
N.W. 


* * * 


Midway Motors Opens 


ST. PAU L.—Midway Motors at 
900 University Ave. here, a new lot, 
has been opened by William De- 
Wolf and Vernon Colon. 

* ok * 


Speights Named to Head 


Louisiana Used-Car Group 

SHREVEPORT, La. — Deb 
Speights has been elected to head 
the newly formed Shreveport-Bos- 
sier City Used Car Dealers’ Assn. 

Cotton Weatherly is vice-presi- 
dent, and Fay Nolen, secretary- 
treasurer. Edd Reed, Weatherly, 
Nolen, Speights, M. M. Fulton, Tom- 
mie Tomlinson and H. C. Permenter 
are directors. | ‘ 

* 


Weaver, Kolaskie Open 
SAUK CENTRE, Minn. — Frank 
Weaver and Ed Kolaskie have 
opened a used-car lot at the corner 
of Oak and S. Fourth here. 


* * * 
Larry Dimmiit Deal Opens 


Second Used-Car Lot in Fla. 


CLEARWATER, Fla.—Larry 
Dimmitt, Inc. (Chevrolet-Cadillac) 
has opened a second used-car lot. 

Called Dimmitt Buy Back, Inc., 
the new facility is located at the 
corner of Seminole and Bay Drive, 
Largo. Its other lot is in Clear- 


water, 
* 


* ok 
Fla. Group Elects Cline 


BRADENTON, Fla.— Dale Cline 
is the new president of the Brow- 
ard County Independent Automo- 
bile Dealers Assn. 

* aE 


* 
Oregon Independents Elect 


Bryant to Presidency 

PORTLAND, Ore.—Sidney Bry- 
ant, treasurer of the Oregon Inde- 
pendent Automobile Dealers’ Assn., 
has been elected president, succeed- 
ing Reuben Roth. 

William Daskalos was elected 
vice-president; Robert Lyons, treas- 
urer, and George Putz, secretary. 

* a co 


Jolicoeur Auto Sales Moves 

MANCHESTER, N. H.—Jolicoeur 
Auto Sales, a used-car firm oper- 
ated by Roland Jolicoeur, has mov- 
ed to a new location on Daniel 
Webster Highway N., in the city’s 
“Automobile Row.” 

* *~ * 


Haliday Motors Expands 

ELMONT, N. Y.—A. Dixe Bellen 
and Joseph Veccia, operators of 
Haliday Motors, Ltd., 1285 Hemp- 
stead Turnpike, have taken over 
the defunct Chillwell used-car lot 


in an expansion move. The lot will 
be operated by their general man- 
ager, Archibald Sassen. 

* * 


a 
Carr Opens Lot 


CINCINNATI. — King Kar, Inc., 
has been opened here at 2350 Read- 
ing Rd. by David M., Carr jr, 

* Eg + 


South Dakota Independents 


Elect Borella Chairman 


PIERRE, S. D.—The newly 
organized Independent Automobile 
Dealers of South Dakota has nam- 
ed Louis Borella, Rapid City, its 
first chairman. 

Robert C. Ryan, Sioux Falls, was 
elected vice-chairman, and J. W. 
Grossenburg, Winner, secretary- 
treasurer. Directors include the offi- 
cers and D. W. Olson, Mitchell, and 
Ed Pillar, Scotland. 


* * 


Schmelz Is Building 


MINNEAPOLIS.—Schmelz Bros. 
will begin work soon on a building 
to house a new salesroom in sub- 
urban Richfield. The new building, 
to cost about $150,000, will be at 
2100 W. 78th St. and is expected 
to be ready by June 1. 

* * * 


Independents Organize 


SOUTH BEND.—Officers of the 
newly formed Independent Used 
Car Dealers Assn. of St. Joseph 
County are Samuel Paskin, presi- 
dent; Casimir E. Kusz, vice-presi- 
dent; Foster Barber, secretary, and 
Robert O. Borden, treasurer. The 
purpose of the association is to 
standardize warranties and general 


business practices. 
* * 


Earp Opens Chevyland 


WICHITA.—Jim Earp, former 
Rambler dealer in Wichita, has en- 
tered the used-car business here. 
He has opened Chevyland, 2550 S. 
Broadway, and wil] specialize in 
Chevrolet sales. 


* * * 
Philadelphia Independents 


Name Mardigian President 


PHILADELPHIA.—The Philadel- 
phia Independent Automobile Deal- 
ers Assn. elected Charles Mardig- 
ian, Bright Auto Sales, as its 1961 
president. 

Other officers are Lawrence S. 
Dresner, Charles Auto Co., vice- 
president; Joseph Ciccimaro, Mid- 
town Auto Sales, secretary, and 
Milton Berr, treasurer. Directors 
are Benjamin J, Franks, Charles 
Burdumy, Harold Ratcliffe, William 
Rush, Jack Wexler and Ed Kern. 

* a 


* 
Terry Elected President 


Of Flint Used-Car Group 


FLINT.—Glenn..Terry has been 
elected president of the Flint Used 
Car Dealers Assn. Other officers are 
Baker Humes, vice-president, and 
James E. Davidson, secretary-treas- 
urer. 


New Import— 


The entire line of trucks and buses pro- 
duced by Buessing Automobilwerke, Braun- 
schweig, Germany, will debut in the 
United States before the end of: 1961. 
Here, a Buessing official’ points to the 
underfloor diesel engine of Model LU55, 
the first Buessing truck to be distributed 
in the U. S. The engine develops 119 
horsepower and has a displacement of 
331 cubic inches. Pictured is the 18-foot 
van on a 14-foot wheelbase. Buessing 
Pacific Corp., Belmont, Calif., will dis- 
tribute the trucks in 11 Westerns states. 
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What's New... 


AWDA Accepts 
17 More Members 


KANSAS CITY. — Five distribu- 
tors and 12 affiliate manufacturers 
have been accepted as members of 
the Automotive Warehouse Dis- 
tributors Assn. 

The distributors are Automotive | 
Warehousing Co., St. Louis; Econ- 
omy Warehouse, Newark, N. J.; 
Featherstone’s, Inc., Los Angeles; 
Motive Parts Warehouse, Inc., Fort 
Smith, Ark., and Parts, Inc., 
Memphis. 

The manufacturers are AP Parts 
Corp., Toledo; Arrow Safety De- 
vice Co., Mt. Holly, N. J.; Colum- 
bus Parts Corp., Toledo; Crescent 





Virginia Independents Elect— 


Officers of the Virginia Independent Automobile Dealers Assn. and the Tidewater |Co., Inc., Pawtucket, R. I.; Dor- 
Automobile Dealers Assn. include, from left, E. G. Lawrence, VIADA president; James| man Products, Inc., Cincinnati; 
P. Coates, VIADA vice-president and TIADA president; S. C. Oliver, VIADA treasurer,| Grote Mfg. Co., Madison, Ind.; 


Melling Tool Co., Jackson, Mich.; 
Permatex Co., Inc., Huntington 
Station, N. Y.; Do-Ray Lamp Co., 


and Neal DeVane, TIADA vice-president. Coates also is vice-president of the National 
Independent Automobile Dealers Assn; Oliver is regional vice-president of the national 
group, and Lawrence and DeVane are NIADA directors. 


NEW! 


A Major Break-through 
in Eliminating the 
Greatest Cause of 


CARBURETOR 
FLOODING! 
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7. Holley Viton Needle Valve practically elimi- 
nates carburetor flooding caused by dirt in the 
fuel supply! Its tough, resilient tip of Viton permits 
perfect sealing of the valve and seat, virtually im- 
possible with steel or rubber. Viton defies abrasion 
and high heat; erosion and “pounding”’ of the valve 
and seat due to engine vibration and contamination 
testing have proved that Holley’s Viton Needle Valve 
assures thousands of miles of trouble-free service. 
And here’s important news: 10 Holley Viton Needle 
and Seat assemblies cover all Holley late model single, 
dual and four-barrel carburetors. Look into this tre- 
mendous new opportunity for more sales and profits. 
Get the details from your Holley Distributor today. 
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*DuPont's Registered Trade Mark 
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11955 E. Nine Mile Road 
Warren, Michigan 
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Ine.; F. & B. Mfg Co.; Precision 

Universal Joint Corp. and S-K/ 

Lectrolite Tools, all of Chicago. 
* * 


ASIA Plans Seminars 


For Jobber Management 


CHICAGO. — The Automotive 
Service Industry Assn. has an- 
nounced a program of manage- 
ment .seminars for automotive 
wholesaler members to be con- 
ducted at leading universities. 

The ASIA Sales Management In- 
stitute will be held at University 
of Dallas, April 9-14. A program 
is scheduled at the University of 
Illinois May 14-19. 

ae or 


Raybestos-Manhattan Adds 
Brake Parts, Fluid Lines 


BRIDGEPORT, Conn.—Raybes- 
tos-Manhattan, Inc., has announced 
that its Raybestos Division has 
added a line of hydraulic brake 


HOLLEY 
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ORDER TODAY! 
Profit-Making Assortment 


HC-500 Display 
Carton Assortment 
includes 10 needle 
and Seat Assemblies, 


ach individually 


packaged in an at- 
tractive sealed plas- 
tic box. 


10 ASSEMBLIES THAT COVER 
ALL LATE MODEL HOLLEY CARBURETORS 


Original Equipment 
Manufacturers of 
Carburetion and 
Ignition Products 
for Over 55 Years 


RT-43 


In Parts and Accessory Distribution 









parts to its replacement friction 
material and brake fluid line. 
Raybestos-Manhattan also an- 
nounced that the Grey-Rock Divi- 
sion will add a line of hydraulic 
brake parts and fluid to augment 
its replacement friction materials 
line. The new lines will be avail- 
able some time during the third 
quarter of 1961. 
* * * 
Purolator Salesmen 


Awarded Prizes, Too 


RAHWAY, N. J.—A total of 520 
prizes worth $35,000 were won by 
Purolator supplier salesmen in a 
separate drawing of the 1960 Puro- 
lator Prizarama, . 

The drawing—in which dealers 
entered salesmen—enabled the 
salesmen to share in similar prizes 
won by employes of service sta- 
tions, garages and car dealerships 
in the two rounds of the prizarama. 
More than 2,400 prizes worth $142,- 
000 were awarded in the Prizarama., 

* * * 


Bassett, Hutchings Named 


Reps for Griffin Lamp 

SEATTLE. — Del W. Bassett, 
Portland, and W. A. Hutchings, 
Seattle, have been appointed fac- 
tory representatives in Oregon and 
Washington for Griffin Lamp Co. 

Ken A. Humke Co., Portland, is 
the warehouse’ distributor for 
truck industries and for emergency 
vehicles. 

* * * 


Hamlin Receives Award 


JACKSON, Mich.—C. E. Hamlin 
Co. has received a distinguished 
service award for “exemplary and 
enduring service” from the Auto- 
motive Service Industry Assn. 
Hamlin has been in the automotive 
service industry for 19 years. 

* * * 


Purolator Film Designed 


To Help Jobber Salesmen 

RAHWAY, N. J. — Filter Magic, 
a sound slidefilm designed to help 
jobber salesmen do a better selling 
job, has been completed by Puro- 
lator Products, Inc. 

According to the film, sales 
magic takes two things: Knowing 
the right tricks of the trade and 
getting plenty of practice. Once a 
salesman learns the successful ap- 
proaches and practices them long 
enough, he can _ perform sales 
magic, the film says. 

* * * 


Rollandet Named Lyon Rep 


PORTLAND, Ore. —-Piet Rol- 
landet has been appointed factory 
representative for Lyon, Inc., De- 
troit manufacturer of auto trim 
products. 

* * a 
Automobile Equipment Co. 


Occupies New Quarters 


WARREN, Mich.—The offices of 
Automobile Equipment ‘Co. and the 
office and warehouse of its whole- 
salers supply division, are in a new 
building at 25800 Sherwood, War- 
ren. The company has been a whole- 
saler of automotive parts and sup- 
plies since 1919. 

The new building encloses 66,000 
square feet of which nearly 90 per- 
cent is warehouse space. Designed 
for rapid merchandise handling, the 
warehouse is provided with receiv- 
ing ramps on one side and similar 
devices for shipping on the other, 
with railway siding facilities at the 
rear. 





Studebaker for Arlington 

CORPUS CHRISTI, Tex.—George 
Arlington has opened George R. 
Arlington Motor Co. 
at 1002 N. Water St. 


(Studebaker) 









PORT-A-WALL .~ 
TOPPER 


Buy them black 
ond make them white 
with the new 

Port-A-Wall Topper. 














Bearfoot Airway Corporation 
Automotive Division @ Wadsworth, Ohio 
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NOW ... TWO NEW READERSHIP SURVEYS PROVE 


YOU SELL 2 BIG AUTOMOTIVE MARKETS 
WITH JUST 1 AUTOMOTIVE PUBLICATION 


MARKET NO. 2 
AUTOMOTIVE 
MANUFACTURERS 


MARKET NO. | 
CAR AND TRUCK 
DEALERS 





AUTOMOTIVE NEWS is the Number 1 publication in readership AUTOMOTIVE NEWS is the Number 1 publication in readership 
and preference among car and truck dealers! and preference among Automotive Manufacturers. 

This and other facts that are important to your selling picture are pre- This is the finding of a new independent readership survey, How To 
sented in a new readership survey, What Automotive Publications Do Reach The Men Who Have The Buying Power In America’s No. 1 
Car and Truck Dealers Read and Prefer? R. L. Polk reports state-by- Industry . . . a survey that is available to you now . . . a survey that 
state the readership and preference of all automotive publications. is truly must reading if you want to reach the men who make the 


. buying decisions. 
Whatever automotive product you manufacture or sell, the car and re 


truck dealer is the man who is in constant touch with your ultimate This survey, conducted by R. L. Polk, determined readership and pref- 
customer . . . the man who is so highly influential in the sales of your erence among men in the following titles: Chairman of Board, Presi- 
products ... the man you must reach. dent, General Manager, Ass’t General Manager, Vice-President, V/P 
And AUTOMOTIVE NEWS is his publication! That’s why so many Engineering, V/P Sales, Genecsl Dales Manages, Aus Cennce Siam 
. ; Manager, Car/Truck Sales Manager, Chief Engineer, Engineering, 
advertisers already depend on AUTOMOTIVE NEWS for complete PE" c 
. Manufacturing, Styling Executives, Purchasing Director, Service Man- 
coverage of the vital car and truck dealer market. They know that — : ; 
; ager, Advertising, Sales Promotion, Mdse. Manager, Public Relations. 
state by state, week after week, dealers rely on the Newspaper of the 
Industry. And that’s why you should look to AUTOMOTIVE NEWS AUTOMOTIVE NEWS means complete, across-the-board coverage of 
for the kind of coverage that means greater sales for you . . . on the every key management position, from chairman of the board to top 


engineers to sales executives. 






dealer level! 


THE MOST INFLUENTIAL PUBLICATION IN THE AUTOMOTIVE INDUSTRY 























REPRESENTATIVES: ii 

DETROIT: R. L. Webber, William R. Maas, Roy Holihan, 965 E. Jefferson, Woodward 3-9520 4 TURING ; 

NEW YORK: Edward Kruspak, Howard E, Bradley, 51 £, 42nd St., Murray Hill 7-6871 Sete. EwGINeRING| MANUEACE — — tL 

CHICAGO: J. Goldstein, Bill Gallagher, 360 N. Michigan Ave., State 2-6273 . . oe — een er ee =< oo 

SAN FRANCISCO: jules E. Thompson, 681 Market St., Douglas 2-8547 ae ae Finds Sales and Profits Improved --- y 
Ss Gauanath Cheers Dealers 


LOS ANGELES: Robert E. Clark, 6000 Sunset Blvd., Hollywood 3-4111 Tan Cars |——-c ‘ 
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TAIL PIPES—A line of ‘“‘Easibend" tail 
pipes has been announced by O.E.M. Prod- 
ucts Co., 5296 Northwest Highway, Chicago 
30, Ill. The tail pipes are flexible one-piece 
units, tested up to 450 P.S.I. and give 
positive leakproof protection from carbon 
monoxide gas, it is said. No special tools 
are required to shape “Easibend"” tail 
pipes. They can be contoured by hand, 
and may be shaped right on the car, if 
necessary, to prevent pipe from touching 
car body, it is claimed. 

Oi 





SPRAYER—The Sure Shot sprayer is 
available in two sizes for the automotive 
industry, but the most applicable use is 
for glass cleaning on the service line, it 
is said. The six-ounce capacity sprayer is 
a self-contained automatic unit made of 
chrome plated brass. The air pressure is 
applied by use of a portable pump which 
is supplied as an accessory or by normal 
air hose use. Also available is a carbon 
dioxide pressure bomb filled unit and 
refill cartridges. Milwaukee Sprayer Mfg. 
Co., 2437 W. Fond du Lac Ave., Milwaukee 
6, Wis. 





Air 


AIR PURIFIER—The M-A-P (Mobil 
Purifier) with Magi-Cell is said to produce 
up to 99 percent purified air under all 
closed conditions. It is used all year in 
vehicles equipped with heating and air 
conditioning. Magi-Cell is said to capture 
harmful and annoying fumes, vapors and 


odors. The M-A-P Model 250 treats an 

area up to 250 cubic feet. It is available 

for six and 12-volt systems. Hygiene-Aire 

Electronics, M. P. O. Box 775, Toledo 1, O. 
* * * 


Auto Radio Antennas 
Offered by Motorola 


Concurrent with the introduction 
of its 1961 car radios, Motorola, Inc., 
4545 W. Augusta Blvd., Chicago 51, 
Tll., has announced a line of custom 
and universal auto radio antennas. 

The new antenna offering is a 
short but complete line which pro- 
vides an antenna for virtually any 
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vehicle on the road today, according 
to Hugh H. Engelman, parts and 
accessories merchandising manager. 
The line is merchandised as Motor- 
ola Golden Beam antennas. 

* * * 





DRUM SILENCER BANDS — Barrett Drum 
Silencer Bands are manufactured from gum 
rubber to provide greater resiliency and 
vibration-deadening qualities, it is said. 
Split center design curves over drum for 
even greater effectiveness and _ special 
spring clip provides for quick application 
and tension adjustment, it is claimed. 
Fits all makes of brake drum lathes. Avail- 
able in two sizes. One for car drums; the 
other for trucks, bus and extreme width 
Passenger car drums. Tempered rubber 
drum silencer wedges are also available. 
Barrett Equipment Co., 2101 Cass Ave., 
St. Louis 6, Mo. 








VALVE GUIDE TOOL—Hall-Toledo, Inc., 
Toledo, O., has just released a precision 
tool specifically designed to service worn 
valve guides. The tool, Model GT, was 
developed for the purpose of reaming 
valve guides oversize to the engine manu- 
facturers original specifications, and for 
core drilling integral valve guides for the 
installation of replaceable valve guide 
bushings, it is said. The unit has the fea- 
ture of aligning itself to the valve guide 
through a combination valve seat and valve 
guide adapter, thus assuring perfect direct 
center line concentricity. The Model GT 
can be used readily with either a drill 
press or hand drill. 





FENDER COVER —The Grip-Tex fender 
cover is designed to eliminate ‘‘dimpling” 
of fenders while doing the heaviest line 
work. An additional Y-inch thick piece 
of firm rubber, 36 inches long by 10 
inches wide, is permanently secured to a 
regulation Grip-Tex cover. The cover is 
said to be designed so that the additional 
protection is positioned on the crown of 
the fender. Allen-Rick Co., 7925 Chase 
Ave., Los Angeles 45, Calif. 

eS aoe 





MUFFLER — Grand Automotive Products, 
Melrose Park, Ill., has announced Gard- 
Kote, an alloy coating applied inside and 
outside all Quiet-Tone mufflers for greater 
rust-resistance and longer life. Gard-Kate 
alloy coating is said to protect the muf- 
fler case and end caps from the inside and 
outside. Rust and corrosion are brought 
down to the minimum, it is claimed. Quiet- 
Tone “Turbo-Jet’’ design controls sound 
without cutting down power or gas-saving 
economy, it is said, 





| said to allow the motorist to fix a flat and 


Molykote Corp., 64 Harvard Ave., 
Stamford, Conn. 

The compound requires neither 
chemical or mechanical surface pre- 
treatment, such as phosphating or 
sandblasting, nor oven curing. After 
Molykote PVE is sprayed directly 
upon the clean part, it dries to a 
thin film within five hours at room 
temperature, it is said. 

* * * 








PUNCTURE SEALANT—Redi-Spare, an in- 
stant puncture sealant and reinflator, is 


reinflate his tire without using a jack. 
Using a latex compound and an inflating 
gas in an aerosol container, Redi-Spare 
is said to seal the puncture and inflate 
the tire at the same time. Consolidated 
Research and Mfg. Corp., 1184 Chapel St., 
New Haven, Conn. 








MAGNETIC KEY—The Magnet-Key, a 





LOCK-OUT HUB—Dana Corp., Toledo 1, 
O., has introduced a front-wheel-drive lock- 
out hub called the Hub Lok. Designed to 
fit Spicer axles, the unit is currently avail- 
able on four-wheel-drive trucks and light 
vehicles in the %, Y%, and %-ton range. 
With the addition of the unit to the front 
driving axle, it is possible to disengage 
the front wheels when not required, thus 
eliminating excessive wear on the axle 
and propeller shaft while increasing fuel 





and tire economy, it is said. 





MUFFLER—Arvin Industries, Inc., Colum- 
bus, Ind., has announced a stainless steel 
muffler line this year for the replacement 
parts exhaust system industry. The unit 
utilizes a stainless steel developed espe- 
cially for automobile mufflers. With this 
type muffler, replacement troubles are said 
to be eliminated. 

* * * 


Alpha-Molykote Announces 


Bonded Lubricant Coating 


Molykote PVE, a bonded lubricant 
coating for ferrous surfaces, said 
to be easier to apply and more re- 
sistant to wear than phosphating, 
has been announced by Alpha- 





spare key with a magnet, has been an- 
nounced by Osco Corp., 2906 Colorado, 
Santa Monica, Calif. Featuring a weather- 
proof finish, the key is said to stick to 
all metal surfaces. 





BLEEDING ADAPTERS — Grigg Specialty 
Tools, 8103 Marbrisa Ave., Huntington 
Park, Calif., has announced a set of die 
cast, full cover brake bleeding adapters 
which operate with all makes of brake 
bleeders. Their flat shape is said to pre- 
vent build-up of excessive brake fluid over 
the rim of the master cylinder experienced 
with present dome styles. Rubber gaskets 
cemented in a groove in the cap, elimi- 
nate fluid spillage, prevents slippage, and 
squeeze-out of the gasket causing leaks 
during the pressure bleeding operation, 
it is said. 





SIGNAL FLASHER—Three directional sig- 
nal flasher designed to meet every car 
and truck standard has been announced 
by A-F Mfg. Co., Inc., 108 McDougall St., 
Windsor, Ont. The 192CP 12-volt unit is 
said to fit all cars and trucks requiring 
from 21CP to 192CP maximum. The 232CP 
12-volt is a two-prong unit for American 
and foreign cars. The 126CP six-volt is 
said to be for all six-volt system cars and 
trucks requiring two to six or more lamps. 

Roe ae 





GENERATOR TESTER — Simpson Electric 
Co., 5200-5218 W. Kinzie St., Chicago 44, 
Ill, has introduced a generator-regulator 
tester that is said to be “almost auto- 
matic."’ The Auto-Ranger GRT automatically 
“‘senses’’ whether the charging system cir- 
cuit of the automobile or truck is ‘‘stand- 
ard” or “heavy duty,” whether it has a 
positive or negative ground, and whether 
it is six or 12 volts. One hookup of GRT 
leads is required for the performance of 
all generator and regulator tests regardless 
of the type of system being tested, it is 
said. The GRT ‘‘verifies’’ whether the hook- 
up is correct or not. After hookup, an 
A, B, C procedure is followed in making 
an entire series of tests: A—select the test 
to be made, B—turn a knob, C—read the 
meter, (and wherever possible the scales 
have “Good” and “Bad"’ bands which 
eliminate interpretation). All of the tests 
are performed with all components on the 
car. And only one engine speed is neces- 
sary for all tests, it is said. 


* * * 





TOOL STAND CABINET—This shop cab- 
inet has been designed for locking up val- 
uvable tools, gauges, blueprints, dies, etc. 
Inside are three shelves each adjustable 
vertically on two-inch centers. ‘‘T’’ handle 
on door has builtin grooved key lock to 
protect equipment being stored, it is said. 
Cabinet top can be used as a working sur- 
face either with flanges up, as shown, or 
inverted with flanges down. Swivel casters 
for easy wheeling are an optional extra. 
Overall dimensions are 21% inches wide 
by 15%, inches deep by 33 inches high. 
Bay Products Inc., 1801 W. Cambria St., 
Philadelphia 22, Pa. 
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Financial 


Rockwell-Standard 
Reports Dips in 
Sales, Earnings 


Col. Willard F, Rockwell, chair- 
man of Rockwell-Standard Corp., 
reported that 1960 sales for the 
company of $248.3 million were 12.6 
percent below the $284.1 million re- 
corded in the peacetime record 
year of 1959. 

Earnings dropped from the all- 
time high of $19.1 million reached 
in 1959 to $13.0 miJlion in 1960. 

In discussing the: results for 1960, 
Rockwell commen‘ed that the year 
was one that “began with outstand- 
ing promise but one in which ful- 
fillment failed to measure up to the 
advance appraisal that had been 
made by virtually all economists, 
forecasters, and businessmen — in- 
cluding many among our best cus- 
tomers.” 

He also pointed out that “al- 
though 1960 sales were somewhat 
below the peacetime-record year of 
1959, they were only % of one per- 
cent below the past five-year aver- 
age—a period which also included 
a very good 1957.” 

With regard to the future, in the 
view of Rockwell, many factors 
point to a reversal of last year’s 
downward trend. He anticipates 
that improvements may develop 
slowly in the economic outlook as 
1961 progresses and that the year 
may end on a considerably stronger 
tone than that of 1960. 

* 


Eaton Notes Dip 
In Sales, Profits 


Eaton Mfg. Co. has reported net 
sales for 1960 of $253,472,301, com- 
pared with $287,332,079 in the pre- 
ceding year. 

Net income to- 
talled $10,744,621, 
compared with 
$17,268,807 in the 
previous year. 

John C, Virden, 
Eaton chairman 
and president, at- 
tributed the de- 
cline to the gen- 
eral business re- 

= cession. But he 
John C. Virden said “Eaton has 
entered 1961 in a strong financial 
condition. With steady benefits ac- 
cruing from our continuing efforts 
to reduce costs and increase effici- 
ency and with a better product mix 
than we had at the beginning of 
1960, we are confident that Eaton’s 
sales and profits will reflect im- 
provement once the expected recov- 
ery in general business occurs.” 

* * ok 


Seiberling Loses 


On Tire Business 


Seiberling Rubber Co. overcame a 
loss in its tire division with income 
from plastics, foreign business and 
cther diversified lines, and had a 
profit for 1960, President J. P. Sei- 
berling reported. 

Net sales for 1960 were $48,025,- 
683, down 12% percent from the 
$54,787,924 sales of 1959, a record 
high. Net income was $130,986, off 
89 percent from the $1,191,019 earn- 
ed a year ago, 

“Like most rubber manufactur- 
ers, Seiberling had a lower volume 
of sales from replacement tires in 
1960 than in 1959,” the company 
president said. “A severe cost-price 
Squeeze caused us to lose money in 
this market, which accounts for a 
large part of our total business.” 

* * : 


* 





Standard Products Cuts 


Amount of Losses 


Sales of Standard Products Co. 
during the six months ended Dec. 
31 totalled $19,937,956, an increase 
of 28 percent over the $15,690,434 for 
the preceding year, F. R. Valpey, 
president, said. 

Net profit of the automotive parts 
and building products firm totalled 
$186,960 for the three months ended 
Dec. 31, compared with a loss of 
$176,927 during the same _ three 
months of the preceding year. This 
profit overcame a large part of the 
loss of $270,042 during the first three 
months of the fiscal year and the 
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six-month loss of $83,083. There was 
a loss of $491,312 for the same period 
last year. 

ob oe ob 


Bendix Reports Increase 


In First-Quarter Income 


Bendix Corp. has reported net in- 
come after all charges of $7,632,537, 
including a nonrecurring amount of 
$3,215,287, for the three months 
ended last Dec. 31—first quarter of 
the company’s fiscal year. Net in- 
come for the first quarter of the 
previous fiscal year was $5,753,583. 
Net sales, royalties and other oper- 
ating income for the quarter totaled 
$181,661,340, compared with $197,490,- 
837 in the corresponding quarter the 
year before, the report said. 

* cg Ba 


Michigan Seamless 


Michigan Seamless Tube Co., 
South Lyon, Mich., has reported 
net earnings of $112,636, or 16 cents 
per share, for the quarter ended 
Jan. 31, 1961. This compared with 
$440,807, or 63 cents per share, in 


In 1961 you’ll hear your cash register 
ring more often than ever in response 
to the big Quaker State national adver- 
tising campaign featuring the “engine 
life preserver” theme. There’s mighty 





the like period a year ago. Net sales 
for the January quarter this year 
were $4,353,957 against $5,469,098 a 


year ago. 
* * * 


Dayco Loses $5.9 Million 


During Fiscal Year 


Dayco Corp. (formerly Dayton 
Rubber Co.) reported a consolidated 
operating loss of $5,968,990 for the 
fiscal year ended Oct. 31. 

Before tax carryback credits, the 
loss was $7,436,005. 

These figures compare with a 
profit in 1959 of $2,414,226. The 1960 
figures were compiled on sales of 
$99,252,300, down from $101,838,313 
the year before. 

* * * 


General Contract Reports 


Decline in Earnings 


Unaudited 1960 earnings of Gen- 
eral Contract Finance Corp. were 
$1,006,000, according to Walter E. 
Burtelow, president. Comparable 
earnings in 1959 were $1,603,000. 

The decline in the general econ- 
omy, automobile dealer failures, 
greater repossessions and a severely 
depressed used-car market in the 
final quarter of 1960 resulted in 
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“So far men, it’s a pretty 
tight race.” 





losses substantially in excess of 
previous years, Burtelow said. 
* * 


Gabriel Has Loss for Year 
Despite Upswing in Sales 
Gabriel Co. reported that a string 
of five consecutive years of profit- 
able operations was broken in 1960 
despite an upswing in sales. 
The company reported a loss of 


$436,556 for 1960, compared to a 
profit of $536,906 in the previous 
year. Sales were $31,237,141 in 1960 
and $28,836,253 in 1959. 


x * * 


PPG Reports Increases 


In Sales and Earnings 

Net sales for Pittsburgh Plate 
Glass Co. in 1960 were $627,965,000, 
or 3.4 percent higher than sales of 
$606,947,000 reported for 1959, the 
company said. 

Net earnings after tax were $47,- 
631,000, compared with $44,096,000 a 
year ago, the firm added. 


* * * 
Federal-Mogul Reports 


Lower Sales, Earnings 


Sales and earnings of Federal- 
Mogul-Bower Bearings in 1960 were 
the second highest in the com- 
pany’s history, surpassed only by 
the record performance of 1959, 
G. S. Peppiatt, president, reported. 


The company’s 1960 net sales to- 
talled $118,542,000 and earnings 
were $9,715,000, Sales for the pre- 
ceding year were $127,483,000 with 
earnings of $12,306,000. 


Don’t miss the Auto Dealer Changes col- 
umns, They'll keep you abreast of what 
is happening in the field. 





good profit in this music! . . . Ask your 
wholesale distributor for latest informa- 
tion about Quaker State motor oils and 
lubricants—and the program that will 
create greater sales and profit for you! 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PENNSYLVANIA 
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Joseph H. Buerger jr. has been|ren, Mich. has been elected presi- 


appointed director of sales of 
Crucible Steel Co. of America. 
Buerger will be responsible for all 
sales activities of the company. 
Buerger joined Crucible Steel in 
October, 1960, and served as assist- 
ant to the commercial vice-presi- 
dent. Before joining Crucible, he 
was marketing vice-president with 
Yuba Consolidated Industries in 
San Francisco and, prior to that, he 
was sales manager of U. S, Pipe 
& Foundry Co. in Burlington, N. J. 


* * ‘€ 
Sheasby Named to Head 


B & L Automotive Division 


Bliss & Laughlin, Inc., has ap- 
pointed Eugene G. Sheasby as vice- 
president in the Detroit Automo- 
tive Division. Sheasby, who is 
transferring from 
the firm’s main 
office in Harvey, 
Ill., will be in 
charge of the De- 
troit plant. He 
succeeds Harry 
M. Clarke, who 
has been named 
manager of the 
Harvey Division. 

Sheasby, 44, 
joined Bliss & 
Laughlin as gen- 
eral sales manager in 1957. He 
previously was with U. S. Steel 
Supply Co. as general staff man- 
ager, and with Fort Duquesne Steel 
Co. as a director and vice-president. 

ok * ok 


Ford Credit Ups 2 


T. Patrick Finan has been ap- 
pointed sales director of Ford Mo- 
tor Credit Co.’s branch office in 
Louisiana, Oklahoma and Texas. 
John J. Kelley succeeds Finan as 


Houston branch manager. 
* ok * 





E. G. Sheasby 


Size Control Ups 3 


Size Control Co., a division of 
American Gage & Machine Co., 
Chicago, has appointed Peter J. 
Sommer vice-president and general 
manager; Thomas J. Owen, manu- 
facturing vice-president, and 
Frank J. Viasaty sales manager. 

* * * 


Cox, Leventhal Named 


To New Posts at Divco 


Newton Glekel, president of 
Divco-Wayne Corp., has announced 
the appointments of Donald Cox 
as sales manager of the Divco 
Truck Division 
in Detroit, and 
Harvey Leventhal 
as operations 
manager of the 
Wayne Bus Divi- 
sion in Richmond, 
Ind. 

Cox was assist- 
ant sales man- 
ager at Divco for 
two years during 
which time he 
was responsible 
for the division’s dealer expansion 
program. Earlier he had been gen- 
eral manager of one of the nation’s 
largest fleet sales dealerships. 

* * * 


Bendix Elects Doan 


To Board of Directors 

Dr. Leland I. Doan, president, 
Dow Chemical Co., Midland, Mich., 
has been elected a director of Ben- 
dix Corp., South Bend. 

With Dow since 1917, Doan was 
named a director of Dow in 1935, a 
vice-president in 1938, and secre- 
tary in 1941. He was elected presi- 
dent of Dow in 1949. 

ok * * 


GMC’s Shantz Retires 


After 40-Year Service 
A. A. Shantz, a 40-year veteran 





Donald Cox 


of General Motors, has retired from | 


his federal government sales post 
at GMC Truck & Coach. 

Shantz began his career with GM 
in 1921 as a service department em- 
ploye of Cadillac. After serving 
there in various service and sales 
capacities, he was transferred to 
GMC Truck & Coach in 1929, 

ok * ok 


Widger Named President 
Of Undercoating Makers 

















dent of the Automotive Undercoat- 
ing Manufacturers Assn, 

Other officers are H, E, Hutson, 
Gibson-Homans Co., Cleveland, 
vice-president; N, P. Hudson, Lion 
Oil Co., Eldorado, Ark., secretary, 
and C. N, Cox, Special Products Di- 
vision, Pittsburgh Coke & Chemical 
Co., Summit, IIL, treasurer. 

ad * od 


Bohmrich and Keller 


Reassigned by Autolite 

New assignments for two vice- 
presidents of Electric Autolite Co. 
have been announced by President 
R. H. Davies. 

John J, Bohmrich will head Auto- 
lite foreign activities, and Stephen 
A, Keller succeeds him as group 
vice-president in charge of the 
company’s electrical products divi- 
sions. 

oe oe * 
Ford Names Zimmerman 


Sales-Training Director 


F, E. Zimmerman has been 
named sales-training director on 
Ford Motor Co.’s marketing staff. 
He had been Ford Division car 
sales promotion and training man- 
ager. 

Zimmerman will direct the ac- 
tivities of Ford’s marketing insti- 
tutes, which have been transferred 
from Ford Division to the market- 
ing staff, The institutes offer train- 
ing courses in all phases of dealer- 
ship operation to company and 
Ford and Lincoln-Mercury dealer- 
ship personnel. ‘ 

* * 


Signal-Stat Names Raftery, 


Prodoehl Vice-Presidents 


Signal-Stat has announced the 
appointment of two new vice-presi- 
dents, William A. Raftery and Jer- 
ome H. Prodoehl., 

Raftery will be concerned pri- 
marily with the development of 





Dow to Step Up 
Promotion of 
Dowgard Coolant 


MIDLAND, Mich.—A strengthen- 
ed jobber organization and exten- 
sive promotion activities are 
highlights of the 1961 marketing 
program for Dowgard Full-Fill 
Coolant, Dow Chemical Co. an- 
nounced. 

Dow is also participating in stock- 
car automobile racing as part of its 
Dowgard program. 

“Last year, we introduced the 
first phase of a new concept in 
auto cooling to the consumer mar- 
ket,” Garland G. Fritts, brand man- 
ager, said. “We are now ready to 
move into the second phase, which 
is penetration of the market in 
depth. 

“We recognize that when an en- 
tirely new concept is introduced to 
the public, a certain amount of 
time is necessary for public opin- 
ion to become familiar with the 
new idea.” 

Dow has broadened its product 
line to jobbers and dealers with 
the establishment of a family of 
automotive products. Because of 
the high recognition of the name 
Dowgard, Dow said it has made it 
a family name for a line of auto- 
motive products which presently 
contains two products, the coolant 
introduced last year and an anti- 
freeze introduced in January. 

Special marketing programs are 
being initiated for fleet operations 
where drum quantities are used. 

Dow has plans for extensive mar- 
keting assistance to its jobber or- 
ganizations. For both the new-car 
dealer, as well as service dealers, 
a special kit of materials has been 
prepared. 

This material will emphasize that 
the coolant is designed to do many 
things in a cooling system, in addi- 
tion to providing freeze protection. 
These materials will also show how 
cars should be properly serviced 
with Dowgard. Films will be sup- 
plied as part of this package. 

A series of jobber-dealer training 
meetings and presentations in key 


G. R. Widger, president of Tuff-| cities will be held throughout the 
Kote Asphalt Products, Inc., War-/| country. 








sales policies and long-range mar- 
keting plans. Prodoehl will be spe- 
cial assistant to the president. 

* * * 
Christie, Hammel Promoted 


By Eaton’s Axle Division 
Chester D. Christie, formerly 
sales manager of axles, has been 
appointed assistant general man- 
ager of Eaton Mfg. Co.’s Axle Divi- 
sion. He succeeds Quentin N. Groth, 
who is on special assignment in 
Argentina for the company. 
William S, Hammel, formerly di- 
rector of European sales, has been 
named sales manager. 
* * * 
Bohn Elects Harris 


Sales Vice-President 


Edward N., Harris has been elect- 
ed sales vice-president of Bohn 
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Aluminum & Brass Corp. (Detroit), | 


according to an announcement by |, 


Terry W. Kuhn, Bohn president. 


Harris, an engineering graduate |’ 


of the University of Michigan, has 
been associated with Bohn since 
1953 in various sales and manufac- 
turing capacities. 

* * k 
McLouth Names Thomas 


McLouth Steel Corp. has named 
Benjamin D. Thomas to its Stain- 
less Steel Distributor Sales Divi- 
sion. Prior to joining McLouth last 
December, Thomas was with Su- 
perior Steel Division of Copper- 
weld Steel Co. 

. * 3» 


ASIA Appoints Phillips 


Interim Wholesale Director 


Don F. Phillips, vice-president, 
Paul Automotive, Inc., Lansing, has 
been appointed interim wholesale 
director for the Automotive Service 
Industry Assn. He 
fills the vacancy 
caused by the 
death of Howard 
L. Lowery, Low- 
ery Co., Bay City, 
Mich. 

He is a former 
president of the 
Michigan Automo- 
tive Wholesalers 
Assn. and a mem- 
ber of the ASIA- 

Don F. Phillips NCPR “Freedom 
Council,” which was formed in 1960 
to protect and increase economic 
freedom in the service-station mar- 
ketplace. 

cS * * 
Hutcheson Retires; 


GMAC Executive 


Elmer E. Hutcheson, vice-presi- 
dent, domestic branch operations, 
of General Motors Acceptance 
Corp., retired Jan. 1 after an as- 
sociation with the company of 
more than 38 years. 

Hutcheson joined GMAC in 1922 
in the credit department of the 
Chicago branch. In 1928 he became 
branch manager in Peoria, IIl., and 
later served as manager in Birm- 
ingham, Ala., and Chicago. 

In 1935 he was appointed re- 
gional manager of the Chicago ter- 
ritory and in 1955 was transferred 
to Detroit in the same capacity. 
Later that year he was elected a 
vice-president, continuing his 
headquarters in Detroit. 








re — 








VW Parts Shipped in Metal Containers— 


Guenter Kittel, left, spare parts manager, Volkswagen of America, Englewood Cliffs, 
N. J., watches as steel container carrying VW spare parts from the factory is hoisted 
off deck of MS Tubingen on its arrival in New York. Weathertight containers are said 
to assure virtually damage-proof transport of spare parts. First shipment to be handled 


in the new containers went to World-Wide 


Automobiles Corp., Long Island City, N. Y. 


Shown with Kittel, from left, are Stanley Hopwood, World-Wide spare parts manager; 
Barbara Nordhoff, of VWA, and T. Sorrentino, World-Wide warehouse manager. 


450,000 in 1960... 


Canadian Car Sales Peak 


TORONTO.—Last year was the 
greatest sales year in Canada’s 
automotive history, according to 
Gordon E. Grundy, newly elected 
president, Canadian Automobile| 
Chamber of Commerce. 

“Sales of new cars reached an 
estimated 450,000 and trucks 75,- 
000, including both Canadian pro- 
duction and imported units,” 
Grundy said in a review of 1960. 
Canadian companies produced 
325,282 cars and 70,040 trucks in 
1960—up 7 percent over 1959. 

Grundy who is president of 
Studebaker-Packard of Canada, 
Ltd., said that Canadian produc- 
tion, employment and payrolls were 


4 Auto Engineers 
Aid Smog Project 


DETROIT.—Four automotive en- 
gineers, specialists in vehicle emis- 
sion control and measurement, are 
being loaned to California by the 
automobile industry to assist in the 
establishment of testing procedures 
for exhaust-control devices, accord- 
ing to the Automobile Manufactur- 
ers Assn. 

They will serve at industry ex- 
pense, as have the industry repre- 
sentatives who have worked with 
California authorities during the 
past several years, the AMA said. 

The action follows a request 
from Donald A. Jensen, executive 
officer of the California Motor Ve- 
hicle Pollution Contro] Board, for 
technical help to bolster the staff 
of his new group, established last 
year by the California Legislature. 








Sebring Picks Saab— 


Saab has been named the ‘Official Sebring Car" for the 11th annual Sebring Inter- 


national Championship Races, March 24-25. 


Fred Kingsbury, Automobile Racing Club 


of Florida, Inc., accepts the four official cars from Ted Frederick, Saab Southeastern 
regional manager in Jacksonville, Fla. Kingsbury is public relations manager for the 


organization sponsoring the races. 





at somewhat higher levels in 1960. 
The monthly average of employ- 
ment was 33,223 and payrolls were 
up to $168,460,894. 

Looking ahead, Grundy said he 
believed 1961 would be better than 
1960 for sales of Canadian produc- 
ed motor vehicles. 

“We estimate that there are 


;now 5.3 million vehicles in use in 


Canada — over 4 million cars and 
1.2 million commercial vehicles,” 
Grundy said. “These represent a 


| vehicle for every 3.4 persons and 


a passenger car for every 4.5 per- 
sons.” 

At the CACC annual meeting, 
E. H. Walker, president and gen- 
eral manager, General Motors of 
Canada, Ltd., was elected vice- 
president, and J. G. Dykes, general 
manager. 

Grundy succeeds R. M. Sale, 
board chairman, Ford Motor Co. 
of Canada, Ltd., as CACC presi- 
dent for 1961. 

Other directors include, E. K. 
Brownridge, executive vic e-presi- 
dent, American Motors (Canada), 
Ltd.; R. W. Todgham, president, 
Chrysler Corp. of Canada, Ltd.; 
K. E. Scott, president, Ford of Can- 
ada; O. G. Voss, president, Inter- 
national Harvester Co. of Canada, 
Ltd. 


Tax Proposals 


On Tread Rubber, 


Gasoline Assailed 


WASHINGTON. — “Independent 
tire dealers and retreaders cannot 
survive the proposed 10 cents per 
pound highway excise tax on tread 
rubber,” according to W. W. Marsh, 
executive secretary of the National 
Tire Dealers & Retreaders Assn. 

The proposed tax would force 
60,000 people who work for 10,000 
retreaders out of work, he said. 

The tax would be a 333 percent 
increase in current excise taxes, he 
added, and would be equal to one- 
third the total cost of tread rubber. 

“We have wired President Ken- 
nedy and requested a conference 
with him or his designated repre- 
sentative on this problem,” Marsh 
said. 

In New York, Frank M. Porter, 
president, American Petroleum In- 
stitute, said “any proposal to con- 
tinue the temporary gasoline tax is 
unjustified, as long as another $1.7 
billion in highway-user taxes is 
being diverted annually to non- 
highway use.” 

Porter recalled that the tempo- 
rary fourth cent of the federal gas- 
oline tax was added by Congress 
in 1959 only under accompanying 
provision that it expire June 30 
and be replaced in the Highway 
Trust Fund by highway-user taxes 
now being diverted to other federal 
purposes. 
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Across the Nation... 





Auto Dealer Changes 


CHICAGO.—City Auto Sales Co. 
(Chevrolet), 2255 S. Michigan, has 
purchased a five-story building at 
2301 S. Michigan for $200,000, ac- 
cording to M, C. Gersh, president. 
He said the property will be re- 
modelled at a cost of $90,000 under 
the firm’s expansion program, City 
Auto Sales now covers three city 
blocks. 


* * cs 


Dealer Expands 


BEAUMONT, Tex. — Beaumont 
Motor Co. has opened its new sales 
and service building at 1000 East 
Freeway. Located on a six-acre Site, 
the building contains 70,000 square 
feet of floor space. 

* * * 


Campbell Buys Deal 


CARTHAGE, Ill—Bob Campbell 
has purchased the inventory of Al- 
derman Motors and has opened a 
dealership on Route 136. 

* * ok 


Willys Jeep for Slaney 
AURORA, IIl.—R. W. Slaney has 
opened a Willys Jeep dealership at 
427 Hill Ave. 


* * * 


Starr Sells to Barding 

DECATUR, Ill.—W. E, Starr has 
sold Starr Pontiac Co. to Carl C. 
Barding, who will operate it as 
Barding Pontiac, Inc, Barding for- 
merly was a Buick-Pontiac dealer 
in Clinton, Ill. The Starr family has 
been identified with motor vehicles 
in Decatur since the turn of the 
century and handled Chrysler and 
Plymouth here for more than 25 


years until 1958. 
* * % 


Valcuda Plans Building 


CONCORD, Calif—A permit for 
construction of a Dodge dealership 
building at Willow Pass Rd, and 
Market St. has been issued by the 
Concord Planning Commission to 
Louie E. Valcuda. 


* * * 


Blair Olds Opens 


TWIN FALLS, Id.—Blair Olds- 
mobile has opened here. The deal- 


ership is headed by Albert Blair. 
* * co 


Corson Buick Adds Pontiac 


LEBANON, O. — Corson Buick, 
Inc., 760 Columbus Ave., has taken 
on the Pontiac line with the pur- 
chase of Fred Schwarz Pontiac. 
The firm, which is headed by Wil- 
liam Corson, also handles GMC 
trucks, Opel and Renault. 

a * * 


Jones Ford Sold 


ALBUQUERQUE. — Jones Motor 
Co. (Ford), Lomas and San Mateo, 
N. E., has been sold to E, W. Rich- 
ardson who will operate as Friend- 
ly Ford Sales. Richardson also 
heads Central Auto Exchange, 
which has two outlets here. Ralph 
Jones, Ford dealer in Springer, 
N. M., was chairman of Jones 
Motor Co. 


Rieietaien hibids 
16 Dealerships 


SOUTH BEN D.—Studebaker- 
Packard Corp. has signed 16 new 
dealerships. They are: 

Buster Rath Motor Co., 1402 Ave. 
M, Hondo, Tex.; Linwood Motors, 
Inc., 106 W. Main St., Terryville, 
Conn.; Covery’s Garage, 910 Broad- 
way, Plainview, Tex.; Dilmark Mo- 
tors, Inc., 379 Bloomfield Ave., 
Bloomfield, N. J.; Randy’s Auto 
Sales, 3165 S. Main St., Salt Lake 
City; Palmetto Motors, 2110 Main 
St., Columbia, S. C.; Craig Motor 
Co., Inc., 209 N, Chester St., Gas- 
tonia, N. C.; Burch Motors, 2517 
Franklin St., Waco, Tex., and Qual- 





PORT-A-WALL 5” 


TOPPER 


Buy them black 


ond make them white 
with the new 
Port-A-Wall Topper. 


Bearfoot Airway Corporation 
Automotive Division @ Wadsworth, Ohio 
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ity Motors Co., 4614 Cleveland Ave. 
N. E., Canton, O. 

Chambers-Parker Motor Co., 605 
E. 14th St., Owensboro, Ky.; Phyne 
Motors, 101 S, Depot, Brazil, Ind.; 
George R. Arlington Motors, 1002 
N. Water St., Corpus Christi, Tex.; 
Poteet & Co., 814 Broad St., Bristol, 
Tenn.; Hallen Motor Sales, Inc., 110 
Sunrise Highway, West Islip, N. Y.; 
Imperial Studebaker, 601 East Pike 
St., Seattle, and Pacemaker Auto 
Sales Corp., 1925 Ridge Road E., 
Rochester, N. Y. 


%* * * 


Pipkin Takes VW 


VALDOSTA, Ga. — Pipkin’s Mo- 
tors has been named a Volkswagen 
dealer here, according to Emmett 
Pipkin sr. 

ok co * 


King Sells Out 
CHARLOTTE, N. C.—J, Lynwood 
King, vice-president and general 
manager of King Chevrolet Co. 
here, has sold his interests in the 








firm to a corporation, which is 
largely owned by.a group of Wash- 
ington businessmen, 


ok * * 


Harris Adds Second Deal 


CLEARWATER, Fla.—Harris 
Pontiac, Inc., has taken over the 
franchise and building operated by 
Frank T. White, Inc. (Pontiac). 
The new owner is C. A, Harris sr., 
who was formerly an independent 
dealer in Columbus, Ga. 

* * * 


Jeep Outlet in Florida 


KISSIMMEE, Fla.— J & R Motor 
Co. has been awarded a Jeep fran- 
chise. C. W. McLaughlin and 
Raleigh Rolls are partners in the 
dealership, 

* cd * 


Childers Open Deal 


MC ALESTER, Ok1a.—Childers 
Motor Co. has been chartered here, 
with $50,000 in capital stock. In- 
corporators are H. C. Childers, 
Eleanor Childers and Jane L. Child- 
ers, 

* * ok 


Richardson Buys Ford Outlet 


ALBUQUERQUE. —- Jones Motor 
Co. has sold its Ford dealership to 
E. W. Richardson, owner of Central 
Auto Exchange and president of 





There was once a law in this 
country that required a man to 
walk in front of a moving auto- 
mobile holding aloft a red flag. 





New Mexico Motor Vehicles Assn. 
Ralph Jones, Jones Motor chair- 
man, and Donald Jones, president, 
will continue their car and truck 
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leasing operationg at 5101 Gibson, 
S. E. 


ok * * 


Ford Signs Bob’s Motor 


BUHL, Id.—Bob’s Motor Co. has 
been awarded a Ford franchise, ac- 
cording to coowners Andy Ander- 
son and Bob Lapray, Former holder 
of the franchise was Buhl Motor 
Co. All that firm’s assets have been 
acquired by Anderson and Lapray. 
Kenneth McNew was the owner of 
Buhl Motor. 


* * * 


VW Deal Opens 
GLADSTONE, Ore.—Peter-Paul 
Motors (Volkswagen) has been 
opened here. 
* * * 
McMonigle Chevrolet Sold 
POMEROY, Wash.—McMonigle 
Chevrolet has been sold to Ferd 
Herres Chevrolet Co. 
* at ok 
McKeel Named Partner 
GRESHAM, Ore.—Larry McKeel 
is now a partner in Sid Taylor Mo- 
tors (Mercury-Comet). 
* * Bd 
Ballentine Opens Deal 
SAN FRANCISCO.—Holiday 
Chevrolet, Inc., has been opened 
here by Larry H. Ballentine. 





ACME’S COLOR EYE SAVES TIME 
AND PAYS YOU MORE PROFIT 


@ Mixes all colors quickly with “‘labo- 


ratory accuracy” 


@ No large, costly inventories . . . stock 


only base colors 


@ No wasted paint... 
amount you need 


@ No costly delays for delivery or 


hunting for colors 


mix only exact 


You’ll really be able to cash in on bigger and better 


profits if your paint 


shop is equipped with Acme’s 


moneysaving Color Eye System. Your customers get a 
sparkling, like-new finish, and you do your usual 


craftsman-like painting 


job far quicker and easier. And 


best of all, with Acme’s Color Eye there'll be more 
profit for you in each and every job. 


Find out the full story 


about Acme’s amazing, money- 
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saving Color Eye System. A specially-trained factory 
representative will gladly give you a complete demon- 
stration. It’ll take only a few minutes of your time and 
will result in an amazing savings of dollars for you. 


See your nearest Acme jobber, or write: Acme Quality 
Paints, Inc., 8250 St. Aubin, Detroit 11, Michigan. 


Or call any of these numbers: 
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ACME AUTOMOTIVE FINISHES 
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Correspondent George L. Glaser Writes . . . 





Auto Letter from Europe 


‘BONN, Germany.—Ag show time 
in Geneva draws closer, it becomes 
apparent that more new or changed 
models will be introduced this year 
than in many a past year. 

First, the British, in an effort 
to stimulate business, plan to re- 
lease a part of this year’s crop 
of new models earlier than ex- 
pected. At least five or six new 
jobs are expected at Geneva, 
From BMC there might be the 
new low-priced smaller MG sports 
car which is said to be equipped 
with the same mechanical units 
found in, the Morris 850, such as 
engine crosswise in front, front- 
wheel drive and rubber-sprung sus- 

pension. 

Ford may let us have a peak at 
the small new British Ford car. 
Standard-Triumph is said to have a 
new heavier modern engine ready 
for the Herald. 

Speaking of Britain, some visitors 
from America have expressed an 
interest in special versions of the 
Ford Anglia engine which is being 
used in many sports cars. 

The only conversion to overhead 


camshaft is not quite ready for the 
market. It uses the original cam- 
shaft for the oil pump and distrib- 
utor drive only, while the overhead 
cam operates the valves. 

* * * 


Glas Is Prospering 


INGOLFING, Bavaria, Hans 
Glas seems to have survived a 





Hufstader’s Son Buys 


Pittsburgh Cadillac Deal 


PITTSBURGH.—William H. Huf- 
stader, 39, formerly with the Gen- 
eral Motors Holding Division in 
Chicago, Boston and Cincinnati, has 
purchased Powers Cadillac, Inc., 
here and changed the name to Huf- 
stader Cadillac, Inc. 

Hufstader is a son of William F. 
Hufstader, retired distribution vice- 
president of General Motors. An- 
other son, who owned a Buick deal- 
ership in Evanston, Ill., died last 
year. 


critical time and reports back- 
orders, instead of cars standing 
waiting for customers. The 50,000th 
unit, an Isar stationwagon, has left 


the assembly line. 
* * * 


Ferrari Sports Coupe 


poe of Italy seems to have | 4 


set his mind on production of 
the small one-liter sports coupe, 
which will mean larger production 


figures and a multi-dealer organ-|_/ 


ization for the famous race car 
make, Geneva might shed a glimpse 
of what is to come. 

* * cd 


Lockheed Builds Brakes 


L aaeeD of England is sup- 
plying disk brakes for the front 
wheels of the Austin-Healy Sprite 
sports cars. Conversion kits are 
available. 

* ak Eo 


Big Engine for Big Renault 
oo new larger engine for the 
a Siwnee and more _The only conversion to overhead|year,  CC—“‘(‘i*dL «CODiQBET and more expensive | five-main-bearing crankshaft, such 











British Scootacar— 


This is the deluxe model of the Scoot- 
acar, an Isetta-like newcomer to the 
British auto scene. The vehicle, which is 
built by Hunsley Engine Works in Leeds, 
has a rear air-cooled engine and is 
steered by a headie Ser. 


Dauphine by Renault will feature a 
completely new four-cylinder, 
water-cooled rear engine. This pow- 
er plant, about 12 percent larger 
than the previous job, will feature a 
five-main-bearing crankshaft, such 


SURE 
STARTS 


PROVED IN 135,000,000 








INSTALLATIONS 





BENDIX STARTER DRIVES 


For nearly half a century, Bendix® Starter Drives have been the standard of dependability throughout 
the automotive industry. They have been first choice for millions of installations. Bendix drives are also 


preferred by the manufacturers of aircraft, earth movers, inboard and outboard 
marine engines. To provide sure starts for all types of internal combustion engines, 
equip them with dependable Bendix Starter Drives. 


DEALERS—FOR MAXIMUM PROFIT AND SERVICE 
SATISFACTION, USE ALL-NEW BENDIX STARTER DRIVES. 





Bendix-Elmira 


ECLIPSE MACHINE DIVISION 
ELMIRA, N. Y. 





as is used by Simca and by Pon- 
tiac’s Tempest. 
* * * 


British Ford Milestone 


ee England.—Ford of 
Britain has reached the five mil- 
lion mark in production since 1931 
— three million cars, one million 
commercial vehicles and one mil- 


lion farm tractors. 
* ok ak 


New Midget 

N ENGLAND, Hunsley Engine 

Works is in full production on 
what it calls the “Scootacar.” Like 
BMWs Isetta, Hunsley feels that 
a very short small car can find a 
market. The Scootacar has the air- 
cooled engine in the rear, drives 
the single rear wheel, and steers 
the two front wheels. It is steered 
by a handlebar, has one door at 
the left side. The body is made 


of plastic materials. 
* * * 


NSU Vacation Spot 


HE NSU Lido, a beach near 
Venice, Italy, is owned by NSU 
and is open the year around. 
Bungalows, camping sites and 
parking spaces for house trailers 
is provided. 
co ok * 


Fiat 1300 Ready 


oo new Fiat 1300 is ready. It 
looks much like the big six- 


cylinder Fiat models. 
* * * 


Dauphine to Stay 


oo wishes to emphasize 
that the reported new prototype 
ear, which is larger than the 
Dauphine, will not replace the Dau- 
phine. It will be an additional 
model, and the Dauphine will be 
continued for a good number of 
years. ‘ 
* 


New Ideas in Tires 


ONTINENTAL RUBBER CO., 

Hannover, Germany’s largest 
tire maker, has introduced two 
new series of tires. 

One is similar in design to the 
German Dunlop B-7, which was so 
successful in increasing the tread 
surface around the corners into 
the upper edges of the sidewall 
thereby making the tire better able 
to climb over uneven spots in the 
road. 

Continental’s other new tire 
also has this design, and it also 
has a new inner construction that 
is similar to that of the Michelin 
X tire. 

The company says the tires can 
withstand speeds up to 150 miles 
per hour. They were developed 
especially for vehicles with inde- 
pendently suspended rear wheels. 
Like the Michelin units, they are 
offered in metric sizes. 

The Continental tires have a 
steel yarn belt separated by a rub- 
ber layer from the rayon cord sec- 
tion. The tire is called the Radial, 
and it is offered in the 5.90x15 size. 

* * * 


New VW Camper 
OLKSWAGEN is offering a new 
Camping Wagon equipped by 

Westphalia Werke, Weidenbrueck, 

Germany. It’s furnished as a liv- 

ing room and can be converted to 

sleeping quarters at night. The 
equipment is much more complete 
than in previous vw. Campers. 

* * 


New Sideline for Dealers 


MERICAN auto dealers who 

are looking for an accessory 
item might investigate the rubber- 
tube boats for outboard motors 
which sell quite well in Europe. 

The boats are made of Hypalon 
synthetic rubber and can be car- 
ried in the luggage compartment 
of a car. Details are available from 
Wiking Schlauchboot Werft, Otto 
Hanel KG, Hofgeismar, Kassel, 
Germany. 

* + * 
Photo-Cell Lock 
LEKTRIK AUTOMATIK, Ber- 
neck, Germany, is offering a 
photo-cell locking system that is 
said to be theftproof. 

A miniature lightrod is needed 
to open’the device, and a reward 
has been offered to anyone who 
can pick the lock. 


Ford Dealers Elect 


CINCINNATI.—Irle R. Hicks has 
been reelected president of the 
Ford Dealers Advertising Fund in 
the Cincinnati district. Other offi- 
cers are B. J. Borchers jr., Day- 
ton, treasurer, and Andrew L. 
Clark, Bluefield, W. Va., secretary. 
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1 r ambition making money q | _ You're sales manager or general manager of a 


profitable automobile dealership. You’ve come 
for | a long way. You’re doing well. You’re making 
_ alot of money. For somebody else. You 
"have a hunch you can do better, and are 
looking for a way to do it. Then this is for you. 





else __ Inthe last 18 months, Dodge and its dealers 
have moved up to a whole new business 
plateau. The introduction of the low-price 
Dart in 1960 started the move. It increased our 
market coverage to 73%, it boosted our 
dealers’ sales a healthy 98.4% in the first year. 
And now the Darts sold in 1960 are bringing 
in higher trade-in allowances than comparable 
models of either Ford or Chevrolet. 


This year we broadened our line again, with 
the compact Dodge Lancer. Again the market 
coverage grew, to more than 90%. We also 
introduced the Dart Pickup, potentially the 
hottest item in Dodge truck history. And this, 
along with the complete Dodge truck line, 
gives our Ccealers almost blanket coverage of 
that important market. 


During this expansion we have continued to 
closely control the number of Dodge dealers 
with the Dodge Market-Programmed Sales 
Agreement. And for good reason. We want to 
give each one of our dealers the highest 
possible unit sales and profit opportunity 

to work with. 


There is, however, a limited number of good 
locations open. They’re available now, in cities 
of various sizes. And we are prepared to 
arrange up to 75% of the capital needed to get 
a dealership established and going for a 
successful Sales Agreement applicant, through 
the Dodge Dealer Enterprise Program. 


If you’re ready to turn your ambition into a 
new channel, where it will make profit for you, 
here is the first thing to do. Write to 

John B. Naughton, General Sales Manager, 
Dodge Division, 7900 Joseph Campau, 

Detroit 11, Michigan. Tell him your background. 
Give him an idea where you'd like to establish 
your dealership. You’ll hear from him soon. 









Canadian inquiries should be addressed to: 
A. L. Hancox, Director of Sales, Chrysler Corporation of Canada, Ltd., Windsor, Ontario. 
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Four from Dann, One from Robbins. . . 





3 Proposals on Chrysler Proxies 


(Continued from Page 6) 


the management slate were fac- 
tory officials, This year, factory 
officials make up seven of the 18 
nominees. 

Robbins said the Chrysler move 
supported his position that the 
number of factory officials on the 
board should be reduced but 
added that stockholders should 
still vote for his resolution. 

“I believe that this move by the 
directors was an attempt to tem- 
porarily mollify unhappy stockhold- 
ers, which clearly indicates it is to 
stockholiers’ best interest to sup- 
port my resolution,” Robbins said. 

” cd ok 

EANWHILE, the first round in 

William C, Newberg’s court 
battle with Chrysler appeared to 
end in a standoff. 

Newberg is suing Chrysler in a 
Detroit court to void an agreement 
to pay the company $455,000. The 
money is said to be profits Newberg 
made from interests in two Chrys- 


< 


& 
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ler suppliers and it was those inter- 


000 and it does not bring the mar- 


ests which led to his ouster as| ket price available at the time that 


Chrysler president last June. 
Newberg has another suit in a 

Pontiac court, This one seeks $5 

million in damages from L. L. 
Colbert, Chrysler chairman and 

president. That suit raps the way 

Colbert handled Newberg’s ouster 
and charges that he was fired as 

a scapegoat to cover faults in the 

Colbert administration, 

Newberg won a temporary in- 
junction in January, holding up a 
$65,000 payment on the $455,000. In 
last week’s action, this injunction 
was continued but the Newberg 
forces were ordered to put up a 
bond to insure the value of securi- 
ties pledged to cover the debt. 

* * od 


| to EFFECT, Chrysler wants bond 
protection, lest the value of its 
common stock decline, Newberg 
pledged 2,189 shares of Chrysler 
stock to back the pledge to pay 
part of the $455,000. If the stock has 
to be sold to meet part of the $455,- 
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What do they 
have in common? 


tit Oat 








Motorists who care for their cars . . 
icemen who care for their customers. . 


. and serv- 
. agree 


that WoLF’s HEapD Oil is truly the finest of the 
fine. There’s a reason—WOLF’s HEap is 100% 
Pure Pennsylvania, Tri-Ex refined three im- 
portant extra steps and scientifically fortified for 
the finest engine protection. The result is un- 


common lubrication . . . 
erating and upkeep costs. . 


uncommonly low op- 
. truly uncommon 


quality. That’s why many motorists who care 
for their cars insist on WOLF’s HEAD. Keep your 


customers coming back 


with WoLF’s HEAD... 


the motor oil that commands uncommon cus- 
tomer loyalty the country over. 


WOLF’S HEAD OIL REFINING CO. 
OIL CITY, PA. 





the settlement was made, the bond 
would make up the difference. 


The details of the bond agree- 
ment remain to be worked out. 
Newberg’s attorney, Joseph W. 
Louisell, indicated that part or all 
of the collateral might be turned 
into cash, a move which would 
presumably do away with the need 
for the bond. 

Chrysler attorneys had also 
moved to have certain of New- 
berg’s charges stricken from his 
complaint and to obtain more in- 
formation on other charges. The 
lawyers for both sides agreed 
that the Newberg side would pro- 
vide more details and the move to 
strike charges would be put on 
the shelf for the time being. 
Chrysler won the third bit of 

court action last week when a judge 
ruled that Newberg’s suit against 
Colbert in the Pontiac court must 
be held up until the suit to break 
the $455,000 settlement is settled. 
* * = 
EWBERGS settlement with 
Chrysler contains a release 
from liability for Chrysler officials. 
The Chrysler lawyers contend that, 
if this release and the settlement 
agreement are held up in the De- 





67 Cars Leave Los Angeles 
On Mobil Run to Chicago 





troit court, the Pontiac suit against 
Colbert will go no place. 

Newberg’s lawyer said that the 
suits are not related and that, 
even if the release of Colbert as 
a Chrysler official is held up, 
there still is a question about his 
liability as an individual. 

In efforts to tie the two actions 
together, Chrysler lawyers said that 
the company feels that its bylaws 
give the company a moral, if not 
legal, responsibility to defend Col- 
bert in the Pontiac suit and pay the 
legal expenses. 

* 


Impressive 
Se los APPROACH! 





Hand your next 
prospect a 


FULL COLOR 
BUSINESS CARD 


These colorful business cords ore now avail- 
able fo the following dealers: 





+ <« 
oe Chrysler lawyers also said 
that, if the Pontiac action went 


forward, the company and its offi- ‘ - 


cials would be tied up in court. So cueneee o ta © Gammeens 
Nathan B. Goodnow, a Chrysler © Comvsuen oo © MERCURY 


lawyer, questioned how much harm 
would be done to Chrysler if this 
were allowed to happen. 

Court action is scheduled this 
week on at least two fronts. A 
Circuit Court in Pontiac is sched- 
uled to consider motions today 
(March 13) in Jack Minor’s battle 
with Chrysler over his ouster as 
marketing director for the 
Plymouth-DeSoto-Valiant Di vi- 
sion last fall. 

The examination of Dann by 
Chrysler lawyers is scheduled to 
resume tomorrow (March 14) in a 
Delaware court. Chrysler is seek- 
ing information from Dann in 
order to prepare an answer to his 
suit asking that a receiver be 
named to oversee the company’s 
management. 


Write today for Free Sample Folder 
Please specify line of cars you sell 
Up sh M:) Oo} bala Seo 


17631 FILER DETROIT 12, MICH. 








Inflates to 20-30 feet. Use vacuum cleaner 
or gas — fun at football rallies, all ath- 
letic events, parties. Visible for miles as 





adv. for car dealers, gas stations, new 
store openings. Cost U.S. Gov. $20. Gen- 
uine neoprene. While they last $2. plus 
50¢ post. and handling. 5 for $10. post- 
paid. Send check or M.O. to: 102-F 


PRESTON’S, 102 Main St., Greenport, N.Y. 





(Continued from Page 2) 


eliminate possible criticism of 
turnpike mileages. 

Each car contains a driver, co- 
driver and official United States 
Auto Club observer. Driver and co- 
driver are selected by the dealer 
entering the car. New rules for this 
year’s run specified that, when two 
cars of identical make and model 
are entered, only one may be pilot- 
ed by an experienced Mobil Run 
driver. 

The other car must be driven by 
a person who has never driven in 
the Run before. Under this ruling, 
there are wholly inexperienced 
economy drivers, plus skilled econ- 
omy pilots who’ve never driven the 
Mobil Run before. One maker 
(Ford) established a school for 
drivers and codrivers to insure high 
standards of driving skill. 

There are well over a million 
dollars worth of talent, and a hun- 
dred thousand dollars worth of 
time represented by the USAC ob- 
server group. Among the_observers 
are a service station owner, presi- 
dent of a large finance company, 
insurance claim supervisor, aircraft 
engineering analyst, airline pilot, 
stockbroker, bank vice-president, 
church business manager and ord- 
nance engineer. 

All observers attended a 10- 
session school to insure uniform- 
ity of control. They are employed 
by USAC, on a token fee basis, to 
see that contestants do not use 
trick driving techniques: and do 
obey all traffic laws. 


USAC officials believe special at- 
tention should be paid to compact 
cars. Thirty-five of the 67 cars are 
compacts with every make repre- 
sented. The new Class A division, 
for manual-shift compacts, is the 
first since 1954 for “stick shifts.” 
It is expected there will be a two- 
mile-per-gallon increase in overall 
mileage of this year’s compact 


field, compared to last year’s com- 


Ford of Canada Elects 


New Vice-President 

TORONTO, — The election of 
Wallace W. Booth as a vice-presi- 
dent and the appointment of C. 
Allan Foran as a special assistant 
to the marketing vice-president and 
general sales Manager has been 
announced by Ford Motor of Cana- 
da, Ltd. 

Booth is finance director, in 
which capacity he joined the com- 
pany in 1959. Foran has been as- 
sistant regional director of Chrys- 
ler International with responsibility 
for plants and activities throughout 
— Commonwealth and the Far 

ast, 





pact average of 22.49 miles per gal- 
lon. 

There are three compact classes 
and four standard-car classes. Gen- 
eral Motors, with 29 cars (Corvair 
to Cadillac) leads the entry list. 
Ford has 19, Falcon to Continental. 
Chrysler’s list ranges from Imperial 
to Valiant. Studebaker is rep- 
resented by three cars and Ameri- 
can Motors by two entries. 

USAC officials selected cars from 
various locations in the United 
States. Brought to the impound 
area by USAC, they were sealed 
in 50 different places after certifi- 
cation of stock status. No changes 
were allowed on carburetion, timing 
could be advanced no more than 
five degrees ahead of specifications 
and tires with the car when it was 
purchased could not be changed. 

This latter rule resulted in a 
run on the tire-balancing ma- 
chine, as contestants attempted 
to remedy the occasional out-of- 
round tire they were not allowed 
to replace. 

In the course of certifying the 
stock status of cars, mechanics 
complained that original rules, 
which allowed no additional ad- 
vance in timing, were unfair to 
some cars. Basis of the complaint 
was that some makers specify tim- 
ing to the exact degree, other mak- 
ers allow a 4 to 10-degree selection. 

After a seven-hour meeting on 
the subject of timing, the technical 
committee and board of stewards, 
meeting in joint session, agreed to 
modify rules and allow five degrees 
of advance beyond specifications. 
Other rules, many of which were 
only adopted after lengthy deliber- 
ation included: Selection of stand- 
ard differential ratios for Tempest 
and Comet entries, and removal of 
the California-required crankcase 
ventilator. 

So rigid are USAC rules that 
when a competitor had a flat tire 
while breaking in his car, he was 
not allowed to change it. Instead, 
USAC sent officials to the disabled 
car, changed the tire, and only 
then allowed the competitor to pro- 
ceed. 

In previous years, USAC ob- 
servers rode a full day with each 
driver, then transferred to a dif- 
ferent car the next day. In the 
1961 run, observers will change 
cars every half day to reduce 
any possible charges of favor- 
itism. 

Security precautions include arm- 
ed guards with the cars at all times 
and some $1,200 worth of illumina- 
tion to protect cars when parked 
at night. 






PORT-A-WALL 5 
TOPPER 


Buy them black 
and make them white 
with the new 

Port-A-Wall Topper. 






Bearfoot Airway Corporation 
Automotive Division @ Wadsworth, Ohio 
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WESTERN WRECKERS 


For All Vehicles——WILLYS @ FORD 
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From February’s Low .. . 





Big, Small Dealers 
See Market Upturn 


(Continued from Page 1) 


and I won’t recoup losses of the 
last two quarters.” 
* * * 


Upward Trend 


oo a small town in the Upper | 


Midwest came this report: 
“ ‘Sold’ orders indicate marked im- 
provement for March and I expect 
a better April.” 

This dealer was one of the few 
contacted who reported a gain in 
volume in February, although his 
year-to-date volume is running 
about half the corresponding 1960 
rate. 

“It looks as if hard work will 
bear results,” said a Great Plains 
dealer, “but it won’t be easy. The 
economy here is sound, but the 
future depends on crops.” 

In a small town in the South- 
west, a dealer said he expected 
March and April to show “no great 
change” from 1960. 

“Sales appear to be picking up 
but profits are dropping badly,” 
said a small-towner in New York 
State. His profits in January and 
February were 40 percent below 
the year-earlier levels, he said. 

“We are working and hoping,” 
said a dealer in a medium-sized 
Midwest steel town, “but we will 
probably be lucky to break even.” 
This dealership has operated in red 
ink so far in 1961. 

“Sales (in March and April) 
should exceed January and Febru- 
ary by a third, but profits will re- 
main marginal,” said a dealer in a 
medium-sized Great Lakes city. 

* * + 
_— and April were judged 
at “better than February but 
slower than last year” by a dealer 
in a medium city in the Southeast. 

A “favorable” outlook was re- 
ported by a dealer in a West 
Coast city of a half-million, He 
is shooting for volume roughly 
double that of January and Feb- 
ruary and he said he hopes to 
net about $100 per car after set- 
tling for $12 per unit in the first 
two months of the year. 

In the Pacific Northwest, a dealer 
said he expected March-April vol- 
ume to run 5 to 10 percent above 
1960, although profit would prob- 
ably run 5 to 10 percent less. 

Among dealers depressed over 
the early-spring season was the 
Corn Belt retailer who predicted 
March and April would be the 
“poorest in memory.” He operated 
in the red in 1960 and reported a 
net loss of $44 per new unit retailed 
so far this year. The rest of this 
year, he said, will be “very bad.” 

“We hope to break even,” said a 
West Coast operator succinctly. 
He reported a per-unit loss of $54 
in the first two months of this year, 
compared with a net profit of $120 
per unit in the 1960 period, 

“The outlook is very poor,” said 
a dealer in a small Great Plains 
town, “There are too many dealers.” 

* o* 


Funeral View 


N A small town in the East, a 
mortician who doubles as a new- 
car salesman took a macabre view 
of the situation. Said he, “I used 
to think it was a tough business at 
the undertaking parlor when a 
widow would come in — with the 
necessary papers for me to sign so 
she could collect a big insurance 
policy—and ask for three years of 
installments to pay for the funeral. 
“In the new-car business, we 
just open our veins and com- 
pare blood.” 
The dealers, generally, were a bit 
more cautious in looking ahead for 


Report Due This Month 


On Canada’s Auto Ills 


OTTAWA, Ont.—The royal 
commission’s report on the ills of 
the Canadian auto industry will 
be given sometime in March, ac- 
cording to Prime Minister John 
Diefenbaker. 

The one-man commission, Prof. 
Vincent Bladen, has been in- 
vestigating the industry’s prob- 
lems since last fall. 














the rest of the year, although 
many predicted a slow but general 
improvement. Dealers in medium- 
sized cities seemed most pessimis- 
tic; small-town dealers were most 
hopeful. 

Among those who hazarded a 
guess on overall volume for the 
year, the consensus ranged from 
5 to 5% million domestic new cars. 
A few were higher; many were 
lower. 

* * * 
ae oe dealers emphasized 
that how dealers fare in 1961 
will depend on how much inde- 
pendence they can show. 

Said a small-town dealer in the 
Southeast, “The outlook for ail of 
1961 is very good—if dealers buy 
realistically and do not permit 
factory pressure to cause over- 
stocking, which inevitably pro- 
duces profitless distress merchan- 
dising.” 

A small-towner in the Southwest 
said, “I would like to see our fac- 
tory boys try to do what they say 
has to be done: ‘SELL! SELL!” 

He went on to say that results 
for the rest of 1961 “will depend 
mostly on buyer psychology, Peo- 
ple who should buy are not buy- 
ing.” 

A small-town dealer in the East 
said, “We anticipate a slight im- 
provement each month during 1961, 
with normalcy in the last quarter 
on ’62 models.” 

* * * 

MIDWEST small-towner said, 

“This is just a guess, but if the 
trend holds, 1961 should wind up 
about 10 percent under 1960, But 
if March and April do NOT show 
the expected increases, all bets are 
off.” 

A prediction that the second 
half of this year “should be bet- 
ter” than the second half of 1960 
was filed by a small-town dealer 
in New York State, while a Mid- 
westerner said, “If business news 
improves, so will sales.” 

Most dealers contacted in the 
metropolitan centers agreed that 
a slow but continued improvement 
should characterize the remaining 
months of this year. 

In a medium-sized Great Lakes 
city, a dealer said, “There has been 
some pickup in the last two weeks, 
but the remaining model months 
don’t look as good as last year.” 

A Corn Belt dealer in a medium- 
sized city said, “I feel that the sec- 
ond, third and fourth quarters 
should equal last year,” and another 
Midwesterner in a similar-sized 
city said, “I expect a strong final 
quarter, near the 1960 pace.” 

A New England operator said 
that new-car sales for the rest of 
this year would depend on the 
economy in general, and new UAW | 
contracts in particular. 

A dealer in a medium-sized city 
in the Southwest summed up the 
outlook in one word: “Lousy.” 

* * * 


Average Profits 


[DEALERS everywhere had sad, | 
sad stories to tell on profits, | 








although metropolitan retailers ap- 
peared to be hardest pressed. 

Average per-new-unit profit in 
the first two months of 1961 
among dealers checked by Auto- 
motive News was $49 for metro- 
politan dealers, $102 for medium- 
city dealers, $136 for small-town 
dealers and $112 overall. 

In January and February of last 
year, these figures were $133 in big- 
city areas, $149 in medium cities, 
$195 in small towns and $170 over- 
all. 

For all of 1960, it was $148 for 
metropolitan dealers, $141 for medi- 
um-city dealers, $137 for small- 
town dealers and $140 overall. 

As can be seen, in comparing 
per-unit profits for the first two 
months of 1961 with all of 1960, big- 
city dealers are netting less than 
one-third as much, medium-city 
dealers better than two-thirds as 
much and small-town dealers show 
virtually no change. 

Among individual dealers, how- 
ever, the profit picture varies great- 
ly. The range was from $300 loss 
per new unit retailed to a gross 
profit of $850 per unit. 

* * * 


MONG all dealers contacted, 

February new-car volume ran 
9.38 percent below January and 
29.27 percent below February a year 
ago. 

Big-city dealers in February saw 
their volume dip 17.65 percent 
below the previous month and a 
whopping 43.24 percent below the 
year-earlier month. 

In medium-sized cities, Feb- 
ruary volume was down only 2.70 
percent below January, but 28 
percent below February, 1960. 

February volume in small towns 
ran 17.39 percent below January 
and 24 percent below February, 
1960. 

New-car inventories held by the 
dealers surveyed were somewhat 
higher than the industry average, 
totalling more than a three-month 
supply. 

(One dealer, who saw his Feb- 
ruary sales plummet to one single 
unit and who counted 17 new cars 
in stock, whimsically estimated 
that he had a 476-day supply of 
new cars. This figure was not in- 
cluded in computing averages.) 

* * * 


Higher Stockpiles 


i TERMS of days’ supply, small- 
town dealers had the biggest in- 
ventories—nearly double those of 
big-city dealers, Dealers in medi- 
um-sized cities had new-car sup- 
plies slightly larger than those in 
metropolitan centers. 

Among dealers handling com- 
pacts, those in big cities had sup- 
plies of such cars greater than 
those of standard units. Else-. 
where, dealers were in better 
shape on compacts than on big 
cars, 

For all dealers reporting, com- 
pact-car inventories were approxi- 
mately 70 percent as large as stocks 
of standard cars. 
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Cleveland Dealers 


To Skip ’61 ‘Auto Buy’ 


CLEVELAND. —Auto dealers 
here, originators of the “Auto 
Buy Now” sales campaign in 1958, 
have decided to skip a similar 
promotion this year. 

They said they are counting on 
warm weather to bring an in- 
crease in business. 





Pontiac Honors Master Salesmen— 


Members of Pontiac's Master Salesmen's 


Guild in the Atlanta zone were honored 


by the company at a banquet. Among those at the party were, from left, L. H. Holmes, 
Southeast regional manager; E. R. Pettengill, assistant Eastern general sales manager; 
Henry Pirkle, Atlanta, president of the guild's silver chapter; C. B. Mayfield, Ellijay, 


Ga., president of the guild's gold chapter, 


and W. J. Brooks, Atlanta zone manager. 





Dallas Buys 20 Larks— 


Receiving keys to 20 Studebaker Lark sedans is W. Lowell Fisher, second from 
right, transportation superintendent, City of Dallas. From left are Wade Fielder, Lark 
sales manager, and Jack Hooker, general manager, both of Van Winkle Motor Co., 
Dallas. Looking on, from right, is J. J. Spitz, S-P Dallas district sales manager. Stude- 
baker's 1960 Fleet sales rose to 10 percent of total retail deliveries, compared with 


8 percent in 1959, according to S-P. 


NLRB Lets Employers Act... 


Pre-Strike Lockout OK’d 


(Continued from Page 4) 


Cleveland Wednesday (March 15) 
to formulate demands to be pre- 
sented at the negotiations and to 
hear recommendations by a special 
union group on automation prob- 
lems. 

Contract talks with United States 
Rubber Co. and B. F. Goodrich Co., 
other members of the Big Four of 
the rubber industry, are scheduled 
to open later in the spring, The 
union said notices also have been 
sent to General Tire & Rubber Co. 
and Seiberling Rubber Co., where 
contracts expire May 1, 

Contract settlements with the 
Big Four will set the pattern for 
new pacts with other companies in 
the rubber industry. 

* ok ok 


$29 Million in Pensions 
ON’ THE factory front, a total of 
$29,071,678 in pension benefits 
has been paid 12,618 Uniteq Auto 
Worker members who have retired 
since 1950 under the program at 
Chrysler Corp., Norman Matthews, 
UAW vice-president and director 
of its National Chrysler Depart- 
ment, reported. 

The UAW-Chrysler pension 
trust fund now totals more than 
$140 million, Matthews said. 

Of the 12,618 UAW members re- 
tiring at Chrysler since the pro- 
gram was established in 1950, a 
total of 10,041 are living and re- 
ceiving pension payments, Mat- 
thews said. Last year, a total of 
$5,797,807 was paid retirees under 
the program, he added. 

Moreover, in 1960, 1,093 additional 
workers were added to the pension 
rolls at the corporation. 

Under the UAW-Chrysler retire- 
ment program, a worker who re- 
tires after 30 years of service and 
whose wife is 65 or older receives 
up to $252 a month, including Social 
Security for both. 

ES 
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Employer Council Elects 


2 Auto Representatives 


SACRAMENTO, Calif—Two men 
in the auto industry have been 
elected to office in the Sacramento 
Valley Employers Council, the non- 
profit corporation which represents 
employers in the Sacramento area 
and acts as their spokesman for 
collective bargaining purposes. 

John Drew, John Drew Motors 
(Dodge), has been elected treasurer, 
while John Ellis has been named 
vice-president. Ellis is in the auto 


repair business. 
ok * * 


UAW Official Warns 


Canadians on Tariff Plan 


TORONTO. — The United States 
could retaliate, if Canadian workers 
successfully lobby for increased 
tariffs on foreign-made cars and 
parts to boost Canadian automotive 
employment. 

This warning was issued in Osh- 
awa by George Burt, regional direc- 
tor of the United Automobile Work- 
ers. He suggested the U. S. could 
retaliate on Canada’s woodworking 
industry. 

He doubted that the Canadian car 
market is large enough to compete 
with foreign markets. “We must be 





sure we can build a car cheap 
enough for Canadians to buy,” he 
said, calling the problem one that 
taxes Canada’s top economists and 


professors. 
* * a 


Ford Hourly Workers 


Receive Record Wages 


DEARBORN. — Average weekly 
and hourly earnings of Ford Motor 
Co. employes during 1960 were the 
highest in the company’s 57-year 
history, according to Kenneth D. 
Cassidy, industrial relations vice- 
president. 

Average weekly gross earnings 
of hourly employes last year were 
$126, exclusive of additional com- 
pany costs of more than $24 per 
week for fringe benefits, Cassidy 
said, Comparable earnings in 1959 
were $122, in addition to $23 in 
fringe benefit costs, 


Average gross hourly earnings of 
Ford’s hourly employes in 1960 were 
$3 and fringe benefits amounted to 
59 cents an hour, for a record total 
labor cost of $3.59 per hour worked. 
The total for 1959 was $3.44, 


Dealer Allowance 
On Trainers Hiked 
To $250 by GM 


DETROIT.—General Motors will 
double the allowance given its deal- 
ers who loan cars to high schools 
for driver training programs, John 
F. Gordon, president, announced. 

The allowance, to be granted 
retroactive to the start of the 
1960-61 school year, will be $250. 
It has been $125 since General 
Motors pioneered the plan in 

1955. There was no immediate 
comment on the move from other 
auto companies. 


The action was taken, Gordon 
said, to encourage maximum dealer 
participation in the program and 
in recognition of the increased 
costs incurred by dealers loaning 
cars for this purpose. 

More than 1,200,000 high school 
students in the United States re- 
ceive some form of driver educa- 
tion annually with approximately 
700,000 of them benefitting from a 
full course including behind-the- 
wheel instruction, 

GM’s contribution to the pro- 
gram during the 1959-60 school 
year totalled nearly one-half mil- 
lion dollars on almost 4,000 cars. 
Since 1955, allowances have total- 
led $2,697,500 on 21,580 cars. 

“General Motors actively and 
enthusiastically supports high 
school driver education,” Gordon 
pointed out. 

“We hope this increased cooper- 
ation with our dealers in the train- 
ing car loan program will help ac- 
celerate progress toward the goal 
of making this vital instruction 
universally available to the nation’s 
youth,” 

Under terms of the GM plan, a 
dealer receives the allowance 
from the corporation for each new 
Buick, Oldsmobile, Pontiac or 
Chevrolet lent to schools for driv- 
er training. 
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by the dealership, according to 
Clary, “were substantially below 
those of other dealers in the terri- 
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Rambler Pays $3,000... 








, 1961 


Workers Give Up 





Good-Faith Settlement 
Won by Ex-Dealer 


(Continued from Page 3) 


fore the Rambler franchise was |a flooring source from Oct. 31, 
1958, until] the Rambler franchise 


granted. 

Price also charged that naming 
of another Rambler dealer in Jas- 
per after his April 1 termination 
was in bad faith because it was 
done before the one-year agreement 
would have normally expired on 
Sept. 28, 1960. 

‘ od * * 

Tr REJECTING the Novotny 

charges, Judge Tolin agreed 
with American Motors that it was 
justified in refusing to nenew the 
dealership franchise in March, 
1959. Novotny’s had been signed as 
a Rambler dealer just a year ear- 
lier. 

The Novotny trial was conducted 
without a jury. Novotny’s had sued 
for $300,000 damages, asking $150,- 
000 for loss of the Rambler fran- 
chise and $150,000 for nonrenewal 
of the Metropolitan franchise. 

A precedent of the Novotny 
proceeding was that it marked 
the first time that a federal judge. 
hearing a conflict under the good- 
faith law, refereed the differences 
in a franchise renewal decision 
between a factory and a dealer. 

“It wag our position throughout 
the case,” commented Everett B. 
Clary, attorney for American Mo- 
tors, “that the defendant (AMC) 
did not have to justify the nonre- 
newal but rather that the plaintiff 


had the burden of showing that the! 
nonrenewal was the result of efforts | 


to intimidate and coerce him, There 
was absolutely no evidence of in- 
timidation or coercion in the case.” 
* * * 
a the primary reasons for 
nonrenewal referred to Judge 
Tolin were inability of Novotny’s 
to pay for new Ramblers and the 
dealer’s extended absence from the 
business because of illness. 

A side issue upon which the 
judge commented was Novotny’s 
undisclosed agreement, before tak- 
ing on the Rambler franchise, to 
drive a Studebaker in the 1958 
Mobilgas Economy Run. Novotny 
refused to withdraw from this 
commitment after the Rambler 
zone manager suggested that it 
would be unusual for him to drive 
a competitive model. 

“Perhaps if he had revealed the 
fact that he had a prior commit- 
ment,” the judge said, “some- 
thing could have been worked 
out along that line. As it was, it 
was just something that was a 
little inconsistent for him to do 
in view of his franchise with 
American Motors.” 

Clary said that this commitment 
had not formed a basis for AMC’s 
refusal to continue Novotny’s fran- 
chise. 

On the financing issue, Judge 
Tolin said it was the dealer’s ob- 
ligation to arrange new flooring of 
cars after Commercial Credit cut 
off the Novotny wholesale paper in 
the fall of 1959. The reason ad- 
vanced by Commercial Credit for 
doing this, it was brought out dur- 
ing the trial, that Novotny was not 
giving the lender any retail paper. 


Thus, Novotny’s was deprived of 


Bill Safeguarding 
Dealer Reserves 


Is Signed in Tenn. 


NASHVILLE.—Gov. Buford El- 
lington has signed into law a Dill 
which will safeguard dealer re- 
serves, according to the Tennessee 
Automotive Assn., which supported 
the legislation. 

An amendment to the bill speci- 
fies that retail installment trans- 
actions and conditional sales con- 
tracts, or assignments thereof, are 
not to be considered loans. 


The TAA said the amendment re- 








ran out on March 17, 1959, 
ee 


DGE TOLIN, however, chided 


Commercial Credit for severing 


the Novotny floorplan after he had 
received only about 20 ’58 Ram- 
blers. The judge said CCC’s action 


in “just not flooring cars and not 
telling us about it’ may have been 
a “breach of the highest and best 


ethics of the business.” 


Novotny suffered a serious injury 


on Aug. 2, 1958, and was hospital- 


ized for much of the time up to the 


franchise expiration. Rambler sales 


Ford Division 
Shifts Executives 
In Sales Office 


DEARBORN.—A series of major 
appointments in the general sales 
office of Ford Division was an- 
nounced by Matthew S. McLaugh- 
lin, general gales 
manager. 

William P. 
Benton, former 
executive assist- 
ant to the divi- 
sion’s southeast- 
ern regional 
sales Manager at 
Drexel Hill, Pa., 
was named man- 
ager of the divi- 
sion’s car sales 
promotion and 
training department in Dearborn. 

Blair F. Scanlon, former assist- 
ant manager of the division’s dis- 
trict sales office at Newark, N. J., 
was appointed national used-car 
manager, general sales office. 

Douglas A. Holmes was named 
to the newly established position 
of fleet merchandising manager in 
the fleet sales department, general 
sales office, 

Succeeding Holmes is John B. 
Trezise, formerly a supervisor in 
the truck marketing plans depart- 
ment, general sales office. 

Rupert F. Lewis, former man- 
ager, parts and service promotion 
and training department, general 
sales office, was named manager, 
market representation department, 
general sales office. He succeeds 
Paul W. Czamanske, who was 
named executive assistant to the 
southeastern regional sales man- 
ager. 

Donald S. Morgan, former man- 
ager, distribution department, gen- 
eral sales office, was named execu- 
tive assistant to the central regional 
sales manager at Kansas City, and 
William H. Kennedy was appointed 
to a similar post in the Great Lakes 
regional office, Detroit. 


. ee 


6 


(hind ae 


tory.” 

The dealer also lost the serv- 
ices of a sales manager during 
the period, causing Rambler de- 
liveries to drop from 14 in the 
last month of the manager’s em- 
ployment to four the following 
month. The sales manager also 
had been erroneously listed in 
Novotny’s application for a fran- 
chise as a 50 percent stockholder 
in the dealership, when in actual- 
ity he owned no shares. 


In introductory remarks from 
American Motors, Clary pointed 
out that the good-faith law provides 
for suits by dealers against manu- 
facturers. This, he contended, would 
rule out a suit naming Metropoli- 
tan, which is produced by British 
Motor for resale by American Mo- 
tors and its dealers. 

* * * 
LARY also made a distinction 
between nonrenewal of a fran- 
chise and refusal to sign a new 
franchise. 

“Plaintiff had a one-year contract 
which ran a full term,” Clary 
argued. “Defendant elected not to, 
enter into a new contract with the 
plaintiff. 

“Under the statute and the is- 
sues as framed in this case, plain- 
tiff can recover only if defend- 
ant’s refusal to enter into a new 
contract was not in good faith 
within the meaning of the sta- 
tute.” 

In summing up his verdict, Judge 
Tolin voiced sympathy for Novotny 
and his past troubles, But he said 
that the dealership “climate” was 
such that “for American Motors to 
refuse to renew a franchise cannot 
be attributed to bad faith.” 

It was reported that American 
Motors had made no settlement 
offer to Novotny prior to the trial. 
No decision had been reached by 
Novotny’s attorney last week as to 
an appeal. 































* * * 


Dealer Territory Curb 


Upheld in N. C. Appeal 


RALEIGH, N. C.—The North 
Carolina Supreme Court has upheld 
a dismissal ordered in Mecklenburg 
Superior Court in a restraint-of- 
trade action brought against Lee 
A. Folger, Inc, (Buick), Charlotte, 
and General Motors. 

Plaintiffs in the action were 
Waldron Buick Co., Concord, and 
some of its officials, who contend- 
ed that when they set up business 
in 1955 it was agreed that its sales 
area would include Charlotte but 
that General Motors and Folger 
conspired to keep them from sell- 
ing in Charlotte and these actions 
ruined their business. 

Waldron, which ended its con- 
tract with GM in 1956, alleged ac- 
tual damages of $54,000 and sought 
three times that much—or $162,000 
—in the suit. When its action was 
dismissed in the lower court, it ap- 
pealed. 

The Supreme Court, however, af- 
firmed the lower court judgment, 
stating that Folger, and GM were 
within the law in agreeing to al- 
low no other Buick dealership in 
Charlotte and in restricting Wal- 
dron’s solicitations of sales to the 
Concord area. 
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Judgment Winner— 


Carl H. Price, above, of Jasper, Ala., 
has won a $3,000 out-of-court settlement 
from American Motors in a franchise ter- 
mination dispute. Price (Lincoln-Mercury- 
Comet-Lark-GMC) held a Rambler fran- 
chise from Sept. 28, 1959, to April 1, 1960.| Florida at the time. 


HARTFORD.—A record 657 new! 
and used cars with a total dollar 
volume of $1.3 million were sold by 
22 member dealers during the Hart- 
ford Automobile Dealers Assn.’s 
two-day Washington’s Birthday 
Open House. 

Hy Dworin, HADA president, 
said the total included 401 new 
cars valued at $1,025,000 and 256 
“Holiday Bonus” used cars with 
a value of $294,400. 

This year’s dollar volume topped 
the 1960 figure by $13,400, even 
though 25 members participated a 

year ago, Dworin said. 

He attributed this year’s achieve- 
ments to these four factors: 

1. Three different bonuses were 
offered instead of only one in pre- 
vious years. 

2. The publicity and advertising 
campaign “saturated” all media 
with announcements of the 53rd an- 
nual event. 

3. Specially designated “Holiday 
Bonus” used cars were included as 
part of the promotion. 

4. Individua] dealers supported 
the campaign enthusiastically. 

Bonus offers included a choice 


Seiberling Calls 
Foe’s Suit ‘Proxy 


Fight by Default’ 


AKRON. — Insurgent director 
Edward Lamb’s lawsuit against 11 
Seiberling Rubber Co. directors, and 
his other attacks, are part of a 
“proxy contest by default,” Presi- 
dent J. P. Seiberling said last week. 

Seiberling charged that Lamb, 
“through propaganda tearing down 
management,” is trying to keep 
stockholders from voting their 
proxies at the May 15 annual meet- 
ing, thereby giving Lamb’s block 
of shares a larger proportion of the 
total stock voted, and more direc- 
tors than he is entitled to elect. 


Lamb’s charges are “malicious, 
highly misleading and substantially 
false,” Seiberling said in a letter to 
stockholders. “They will be met in 
court, properly refuted, and we are 
confident that all will be dismissed.” 

One of Lamb’s charges was that 
Paul A. Frank, president of Nation- 
al Rubber Machinery Co., and a 
Seiberling director, sold the com- 
pany $400,000 worth of truck tire 
machines in 1960 without competi- 
tive bids. 

Meanwhile, Seiberling won a pre- 
liminary skirmish in its battle to 
deny Lamb a stockholder list on 
grounds that Lamb seeks it for im- 
proper purposes. 

Delaware Judge Charles Terry 
rejected a motion by Lamb’s law- 
yer which contended that a director 
| has an unqualified right to inspect 

















Day Off to Fix 
Deal Hit by Storm 


CLEVELAND.—Struck by light- 
ning which caused a $15,000 fire on 
a Saturday night, Stone Buick was 
open for business as usual on Mon- 
day morning. 

Most of the firm’s mechanics and 
salesmen spent Saturday night and 
all day Sunday to make the place 
operable again on Monday. 

Under the direction of Howard 
Lowry, service manager, the men 
helped firemen to remove three 
damaged cars from the burned 
showroom and clear the debris. 

A lumber dealer was persuaded 
to open early Sunday to provide 
Stone’s workers with plywood and 
other lumber to make repairs. The 
workers spent the day boarding up 
broken windows, covering the burn- 
ed-out roof and clearing up the 
showroom and offices. 

The owner, J. O. Stone, was in 




















Record 657 Cars Are Sold 
In Hartford’s Holiday Sale 


of free gasoline for 1,500 miles, 
a country weekend for two at 
one of three places, or three 
nights of “dining on the town” 
at the buyer’s choice of six res- 
taurants, 

Bonuses were offered with the 
purchase of any new or “Holiday 
Bonus” used car, according to 
Dworin. 

Purpose of the multiple bonus 
was to assure something for every 
buyer, said I. S. Grody, advertising 
and merchandising chairman, 

“In past years,” he added, “the 
association offered a weekend at 
the Waldorf in New York, but 
many buyers were unable to take 
the trip due to working commit- 
ments.” 

Both Hartford newspapers car- 
ried special auto sections on the 
event, and the celebration opened 
with newspaper photos of models, 
dressed in colonial costumes, driv- 
ing into town in a new car, 

In addition, 200 spot announce- 
ments were carried over five 
radio and two television channels, 
and taped interviews were sched- 
uled throughout the two-day pe- 
riod. 

The record sales were especially 
pleasing this year, said Dworin. 

“Due to the unusually bad weath- 
er We have experienced, many 
HADA members were carrying 
large inventories of both new and 
used cars and this was creating a 
serious situation,” he said. 

“By moving more than 650 units, 
we feel that the winter season can 
be transformed into a _ successful 
one and that the used-car log jam 
has been broken,” Dworin said. 


New Bill to Curb 
Air Pollution 
Offered in Senate 


WASHINGTON. — An air-pollu- 
tion contro] bill has been introduc- 
ed by Senator Maurine B. Neuber- 
ger, Oregon Democrat. 

She said she believes that air 
contamination has become worse 
“because of the increase in the 
number of automobiles and the ex- 
pansion of our industrial tempo.” 

In fact, she added, “we are run- 
ning out of air because of garbage 
in the sky.” Its effects, she said, are 
“subtle, silent and continuing.” 

Her bill would extend the time 
and increase the appropriation 
available to the surgeon general for 
research into further problems of 
air pollution, and permit the sur- 
geon general to take definite direct 
action to abate air-pollution 
through a system of hearings and 
orders. 

States and regions would be given 





moves conditional sales contracts ® > 3 
’ : | Trilevel Rack at Bilevel Height— 


from the jurisdiction of the Indus- | | a stock ledger. 

trial Loan and Thrift Act, thereby} Multi-Car Corp. Detroit, has introduced an auto rack that will handle 12 standard-| “If it can be established that his 
permitting time-payment contracts | sized cars or a mixed load of 14 standards and compacts and still meet bilevel clear-] MOtiveg are improper, then his 
on conditional sales to extend more | ance limits. The racks are built by Whitehead & Kales Co., Detroit, and are available| right to inspect ceases to exist,” 


than 36 months. to manufacturers and railroads on a lease basis through Multi-Car Corp. Terry concluded. 


the opportunity to correct condi- 
tions, but the federal government 
would have authority to step in if 
states or regions do not take ac- 
tion. 
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Weekly Rate Holds at 91,000... 





New Shutdowns Curb Car Output 


(Continued from Page 1) 
Wayne, Mich.; Los Angeles, 
Mahwah, N. J. 
* * * 


hey heavy readjustments at 
General Motors and Chrysler 
Corp. will all but bash auto indus- 
try hopes of producing the mil- 
lionth car of the 1961 calendar year 
this week. 

The GM adjustments call for 
shutdowns at Lansing, Pontiac 
and Flini, Mich., and in the field 
at the B-O-P units in Arlington, 


and 








Tex.; Atlanta, South Gate, Calif.; 
Kansas City, Kans.; Linden, N. J., 
and Wilmington, Del. In addition, 
Chevrolet is expected to halt op- 
erations at its Janesville (Wis.) 
and St. Louis plants this week. 
Chrysler will close down its as- 
sem)ly operations for the entire 
week at Hamtramck, Mich. (Dodge 
Dart-Valiant-Lancer); Plymouth- 
Detroit (Plymouth); St. Louis 
(D ar t-Valiant-Plymouth-Lancer) ; 
Newark, Del. (Dart-Valiant-Plym- 
outh-Lancer); Logs Angeles (Dart- 





Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 


























Week Week dan. 1 dan. 1 
Ended Same Ended Output, To To 
March 11, Week, March4, March, March 12, March 11, 
1961 1960* 1961* To Date 1960* 1961 
CHRYSLER CORP.** .. 13,600 22,455 —.......... 13,600 257,067 $7,811 
Chrysler Division. ...... 2,600 EE.” | -ahcstevnss 2,600 29,110 18,273 
Chrysler ................0. 2,200 aE. « ‘abenbaene 2,200 23,978 16,423 
Imperial .................... 400 ee v vicshacies 400 5,132 1,850 
Dodge Division ............ 4,000 EE * . asicessas 4,000 84,731 24,605 
Dart-Polara .............. 3,000 We eesecsives 3,000 84,731 18,973 
IE acicn Ais jaxtserrastsoes NL eaptetenss -': "Setbtenwee re sien 5,632 
Plymouth Division .... 7,000 11,378 _.......... 7,000 130,919 44,933 
Plymouth. .................. 4,000 eee 4,000 718,482 27,246 
0 eee 3,000 oe ie 3,000 52,437 17,687 
FORD MOTOR................ 14,181 35,171 31,813 34,409 439,565 259,140 
Ford Division .............. 11,185 27,921 27,587 27,876 379,394 216,221 
MIE Sis ssiasvescwiveastisies 4,670 8,593 7,901 9,870 99,705 71,429 
Ford (Std.) .............. 4,575 17,320 17,741 14,901 262,720 126,392 
Thunderbird. ............. 1,940 2,008 1,945 3,105 16,969 18,400 
L-M Division .............. 2,996 7,250 4,226 6,533 60,171 42,919 
RDS (ari deasncesaseesvascxie 2,305 3,445 1,143 3,059 71,838 19,456 
rn rrr 690 407 690 1,106 6,422 7,380 
PROMI is. .scsersessisssacse 1 3,398 2,393 1,368 45,911 16,083 
GENERAL MOTORS .. 56,067 75,008 53,577 88,675 777,288 516,730 
Buick Division ............ 5,414 5,250 5,354 8,674 74,569 50,039 
Buick (Std.) ............ 3,878 5,250 3,824 6,175 74,569 36,143 
IN ictccacasstdesceeeesuis Se ewcahencs 1,530 ee 13,896 
MUS? Sisk 5c4sz cl daibavectacs 3,360 3,810 3,353 5,369 40,199 33,108 
Chevrolet Division .... 32,400 48,377 30,319 50,930 467,496 297,379 
I as ciccgesectien vise ses 6,800 6,315 6,697 10,795 77,398 65,276 
Chevrolet (Std.) .... 25,600 42,062 23,622 40,135 390,098 232,103 
Oldsmobile Division .. 7,193 8,083 7,282 11,606 95,849 64,589 
EE) ooiecdiesabaceecsivesssesess’ ee as 1,499 OO 14,983 
Oldsmobile (Std.) .. 5,736 8,083 5,783 9,257 95,849 49,606 
Pontiac Division ........ 7,700 9,488 7,269 12,096 99,175 71,615 
Pontiac (Std.) .......... 5,300 9,488 4,961 8,383 99,175 47,177 
TOI a5... cscssescsesss ee es 2,308 ee 24,438 
RAMBLER. ...................065 6,300 11,322 6,820 10,918 104,113 55,108 
STUDEBAKER. _............ 1,160 2,011 24 1,162 29,919 9,519 
CHECKER ................00000 125 202 126 203 1,193 959 
Total Cars, U. S.**.... 91,933 146,169 92,360 148,967 1,609,145 929,267 
**Totals for 1960 include DeSoto production. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan, 1 
Ended Same Ended Output, To To 
March 11, Week, March4, March, March 12, March 11, 
1961 1960* 1961* To Date 1960* 1961 
CHEVROLET ................ 6,800 10,340 6,326 10,428 108,903 59,893 
DIAMOND T .................. 35 43 36 47 663 275 
MMIED os ssicecosscosonasosvivctersve 60 80 46 93 846 389 
IIIS. sod castasiaseissevsshéossnes 1,400 1,646 1,325 2,154 19,016 11,371 
IIE xh dud voy sussnasvboctqsersaihoes 6,195 7,608 6,865 10,133 $1,561 62,712 
RM ainsi bacauales den eacannse nso 1,370 2,377 1,340 2,166 25,053 13,006 
INTERNATIONAL. ...... 2,825 2,968 2,805 4,523 29,384 25,452 
BUMMEAIL £3, sat lasts Sts ivivvondsvesicees 200 28 193 319 3,026 1,905 
STUDEBAKER .............. 264 246 228 426 2,223 1,392 
MEME © es csecsscsnscnsesssevscnses 335 407 326 505 4,059 3,196 
MELD o5 scnsedsviesscarsesesvesese 2,560 Be. “sarees 2,560 25,146 18,786 
MISCELLANEOUS ....... 90 92 84 137 974 853 
Total Trucks, U. S. .... 22,134 28,762 19,574 33,491 300,854 199,230 
Total Cars, Trucks, 
MO pa vagccuseciceteanncsvacvies 114,067 174,931 111,934 182,458 1,909,999 1,128,497 


CANADIAN PRODUCTION—CARS 


























Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
March 11, Week, March 4, March, March 12, March 11, 
1961 1960* 1961* To Date 1960* 1961 
CHRYSLER CORP. ...... 1,100 1,461 1,059 1,753 11,809 7,825 
FORD MOTOR................ 2,065 2,478 2,058 3,268 20,665 20,474 
GENERAL MOTORS .. 3,925 4,169 3,091 5,084 45,103 36,038 
RAMBLER ...................... AN” - :Seecusyaes 143 ES ahetenrass 749 
STUDEBAKER ..............0 0.00... 120 160 96 1,017 1,008 
Total Cars, Canada.... 17,240 8,228 6,511 10,402 78,594 66,094 
CANADIAN PRODUCTION—TRUCKS 
Week Week Jan, 1 dan. 1 
Ended Same Ended Output, To Tr 
March 11, Week, March 4, March, March 12, March 11, 
1961 1960* 1961* To Date 1960* 1961 
CHRYSLER CORP. ...... 160 190 155 253 1,652 1,511 
FORD MOTOR .............. 348 443 579 642 3,544 3,901 
GENERAL MOTORS .. 580 912 563 913 9,586 5,724 
INTERNATIONAL ...... 230 284 232 373 2,753 2,267 
‘ Total Trucks, Canada 1,318 1,829 1,529 2,181 17,535 13,403 
Total Cars, Trucks, 
Canada. .........cecccceee 8,558 10,057 8,040 12,583 96,129 79,497 
Grand Total, 


Cars and Trucks, 


U. S, and Canada....122,625 184,988 119,974 195,041 2,006,128 1,207,994 


*Revised. 





Valiant-Plymouth-Lancer), and 
Imperial in Detroit. Only the 
Chrysler-Dodge Polara lines at the 
corporation’s Jefferson Ave. plant 
in Detroit will work this week. 

Ford Motor will halt operations 
for the entire week at its standard 
Ford plants at Chicago and Twin 
Cities (Minneapolis-St. Paul). 

As of last Saturday, the industry 
had turned out an estimated 929,267 
cars, leaving it 70,733 units from 
the million mark. The millionth car 
of 1960 was built on Saturday, 
Feb. 13. 

Calendar-year production § cur- 
rently is running 42.3 percent or 
nearly 681,000 units behind a year 
ago. 

* * * 

N A model-run basis, 1961 out- 

put has been running slightly 
ahead of a year ago, but that lead 
has dwindled to the point where it 
will be overcome this week. 

Total production of 1961 models 
through last Saturday stood at 
an estimated 3,146,175 units, com- 
pared with 3,139,399 of last year’s 
vintage built through March 12, 
1960. 

Showing the biggest gain over 
a year ago in model-run output is 
the compact group, which, as of 
the end of February, had turned 
out 1,007,531 cars for 33.6 percent 


St. Louis: Blues 
Beginning to Fade 


Dealers Report Sales 
Show Turn for Better 


(Continued from Page 2) 


offs haven’t affected Mercedes- 
Benz sales because those customers 
are in the higher brackets, he said. 

DiSalvo-Compton Motors (Ram- 
bler) said the end of February was 
very good. Even the used-car busi- 
ness picked up, Car] DiSalvo, presi- 
dent, added. 

DiSalvo said used cars were no 
problem since most of them are 
wholesaled. This February’s sales 
topped last year’s by three units, 
but DiSalvo wasn’t complaining. 
February volume was “consider- 
ably ahead” of January, he said. 


* * * 


ARLSON Oldsmobile, one of the 

newer dealers in town, experi- 
enced “a real good February,” ac- 
cording to Rich Carlson, general 
manager. The F-85 is accounting 
for 20 percent of the sales, which 
is a little lower than the average 
for the zone, he said. 

Carlson also said wholesale used- 
car prices were higher. However, 
business generally had “improved 
considerably.” 

In nearby Alton, Ill., across the 
Mississippi, to the north, sales 
also perked up. Alton is the home 
of some heavy industries which 
are beginning to boost their out- 
put. Owens Illinois Glass Co. has 
recalled many of its people, and 
most of its furnaces were back in 
operation. Alton also has an Olin 
Mathieson plant and Alton Box 
Board. 

Chuck Diering Ford noted a “de- 
cided upturn in the latter part of 
February.” Al Weiss, a partner, said 
higher-priced cars and compacts 
were moving briskly, but not the 
middle-priced units. 

It was reported that the service 
business in Alton is down and that 
some mechanics have been laid off. 
Earlier in the year when people 
wern’t buying cars, service got 
quite a play by consumers who 
didn’t want to spend too much on 
a new car and were satisfied to 
settle for repair bills. 

Quality Pontiac disclosed that 
sales picked up after Feb. 20. Bet- 
ter weather helped, because with 
snow and ice “we were pretty well 
dead,” said F. G. Stephens, presi- 
dent. 

“The Tempest has just about 
caught up with the Pontiac,” he 
said. “The ratio used to be 2 to 2% 
to one and now it is about one to 
one.” 


Stephens attributed the change 
to the weakening of the economy. 


of total industry 1961 car assem- 
blies. Its model-run output as of the 
same date a year ago totalled 
694,499 units, but four makes, the 
Dodge Lancer, Buick Special, Olds- 
mobile F-85 and Pontiac Tempest, 
were not in production then. 

The compacts’ percent-of-indus- 
try penetration was only 24.1 per- 
cent through the end of February 
last year. 

* * a 
i gee only other price group to 
show an increase in model-run 
assemblies over a year ago is the 
highest-priced three, Cadillac, Lin- 
coln and Imperial. 
The three makes have combined 

to turn out 100,121 cars for 3.3 
percent of total industry output 
thus far in the 1961 model run, 
compared with 96,445 units turned 
out during the comparable period 
of the 1960 run. 

Showing the biggest decline is 
the medium-size group, which has 
declined from 24.3 percent on 699,- 
533 cars built through the end of 
February last year to 19.4 percent 
on 580,810 cars of this year’s vin- 
tage built through Feb. 28 this 
year. 

The low-price standard group de- 
clined from 48.2 percent on 1,388,636 
assemblies a year ago to 43.7 per- 
cent on 1,308,746 units built through 
the end of February this year. 


L-M Appoints Williams 


Midwest Sales Chief 


DEARBORN.—R. F. Williams has 
been appointed 
Midwestern re- 
gional sales man- 
ager for Lincoln- 
Mercury, with 
headquarters in 
Chicago. 
Williams for- 
merly was mar- 
keting training 
manager for L-M 
in Dearborn. He 
sa succeeds L. T. 
R, F. Williams Kouns, who h as 
left the company. 











As of Feb. 28... 


Model Production 
By Price Group 





Compacts 
1961 1960 
Pos. Make Pos. 
1— 233,839 Falcon 186,340— 2 
2— 204,782 Rambler 217,660 1 
38— 141,550 Corvair 144,772— 3 
4— 98,097 Comet 2,240— 6 
5— 178,379 Valiant 62,084— 5 
6— 53,490 Lancer ........ 
i— 52,777 Tempest _........ 
S— 52,548 F-85 a... 
9— 48,130 Special ......... 
10— 43,944 Stude.* 31,403— 4 
1,007,531 Total 694,499 


*Studebaker total includes limited Hawk 
production. 





Standards 

1961 1960 
Pos. Make Pos. 
1— 641,190 Chev, 557,353— 1 
2— 445,026 Ford 557,239— 2 
3— 119,188 Plym. 154,075— 3 
4— 103,342 Dart 119,969— 4 

1,308,746 Total 1,388,636 

Mediums 

1961 1960 
Pos. Make Pos, 
1— 148,916 Pontiac 171,867— 2 
2— 146,978 Olds. 173,507— 1 
38— 118,543 Buick 135,890— 3 
4— 71,744 Mercury 89,474— 4 
5— 47,826 Chrysler 39,425— 5 
6— 33,604 T-Bird 37,431— 6 
I— 10,165 Polara 33,529— 7 
8— 3,034 DeSoto 18,410— 8 

580,810 Total 699,533 

Highest-Priced 

1961 1960 
Pos. Make Pos. 
1— 76,742 Cadillac 65,651— 1 
2— 13,763 Lincoln 17,322— 2 
3— 9,616 Imperial 13,472— 3 

100,121 Total 96,445 

Grand 
2,997,208 Total 2,879,113 








Daily Selling Rate Higher ... 


Factories Cite Upswing 


(Continued from Page 2) 


riod of the month was 17 percent 
above the middle 10 days and 22 

percent above the corresponding 

January stanza. He noted that 
the rise for the standard Ford 
was slightly above the division’s 
overall gain. 

McLaughlin said Thunderbird 
sales are 23 percent ahead of the 
first two months of last year and 
that 30,000 units have been de- 
livered since the new model was 
introduced last November. 

Ford said that daily truck sales 
in February were 12 percent ahead 
of the January average. Econoline 
vans showed a 50 percent increase 
in the daily rate, and the daily rate 


Abbott Honored 
By Fellow Dealers 
In Fort Worth 


FORT WORTH.—Thomas F. Ab- 
bott jr., Frontier-Pontiac, newly 
elected first vice-president of the 
National Automobile Dealers Assn., 
was given a surprise testimonial 
dinner at Colonial 
Country Club, 

The New Car 
Dealers Assn. of 
Greater Fort 
Worth sponsored 
the affair. Abbott 
is in line to be 
NADA president 
next year and 
would be the first 
man from Texas 
to hold that office. “ 

NADA officials T. F. Abbott Jr. 
flying here for the occasion were 
Walter B. Cooper, Fort Collins, 
Colo., president; Herb Galles, Al- 
buquerque, a past president, and 
James C. Moore, Washington, ex- 
ecutive vice-president, 

Abbott was presented with a 
plaque by Frank Kent (Cadillac) 
expressing appreciation of his un- 
tiring efforts on behalf of dealers. 








of heavy trucks (over 19,500 pounds 
gross vehicle weight) was the high- 
est since last June. 

* * * 


ALTHOUGH Mercury sales 

dipped from 8,623 in January to 
7,781 in February, the division was 
heartened by a 23 percent hike in 
the daily rate during the last week 
in February. Comet registered a 36 
percent increase in the daily rate 
that week. 


Lincoln cited retail deliveries of 
5,834 units in January and Feb- 
ruary, an increase of 28 percent 
over the year-earlier performance. 

Ford Motor’s February sales 
picture looked like this: Ford 
Division, 90,950; Comet, 11,216; 
Mercury, 7,781, and Lincoln, 2,795. 
The Ford Division total includes 
32,725 Falcons and 6,725 Thunder- 
birds. 

American Motors saw its sales 
rise 12.4 percent during the last 
week in February, and the daily 
rate jumped 28.4 percent, 

Rambler’s February retail sales 
totalled 21,186, compared with 
24,675 in January. The February 

figure was far short of the number 

necessary for a Savings Bond pay- 

off to buyers. 
* ae *‘ 

TUDEBAKER mentioned a 

steady rise in the daily sales 
rate throughout February and said 
retail deliveries totalled 5,892 for 

the month. 

L. E, Minkel, marketing vice- 
president, was encouraged by an 
increase in orders from dealers, 
He noted a daily order increase 
of nearly 49 percent since Feb. 
22 and forecast a “strong March” 
for Studebaker retail sales. 

Willys reported that Jeep sales 
are in fine shape. C. W. Moss, sales 
vice-president, said February de- 
liveries were 29.8 percent ahead of 
January and 22 percent better than 
February, 1960. He said the Jan- 
uary-February total topped the 
preceding year for the fourth con- 
secutive time. 
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Obituaries 


Archibald York 
PHELPS, N. Y.—Archibald York, 80, 
who once owned an Overland-Willys Knight 
dealership in Geneva, N, Y., died here 
March 4 after a brief illness. He retired 





Rambler Boosts 
Dealer Incentives; 
Buick Contest On 


DETROIT.—Rambler has sweet- 
ened its sales-incentive program; 
Buick is staging its first contest 
of the year, and Imperial has an 
awards setup that is based on sales 
during the entire ’61 model year. 

In a campaign that runs until 

June 30, Rambler dealers will re- 

ceive rebates of $60 on Classic 

Deluxe six-cylinder four-door 
sedans, $40 on all other Classic 
sixes and Classic V-8s and $50 on 
Ambassadors. The payments apply 
to new ’60 and ’61 models. 

Rambler dealers also can win 
trips to South America and Ber- 
muda. The South American tours 
will be awarded at the regional and 
zone levels, and 200 other dealers 
will receive Bermuda vacations for 
performance against quota. 

Rambler new-car and used-car 
sales managers are competing for 
cash and merchandise prizes, and 
there are merchandise awards for 
salesmen. An earlier contest for 
Rambler salesmen ended Feb. 28. 

Seventy Buick dealers will receive 
trips to Nassau, and there are mer- 
chandise prizes for managers and 
salesmen. Managers will be credited 
with a point total equal to 20 per- 
cent of the points earned by their 
salesmen. Salesmen receive extra 
points if a competitive make is 
taken in trade. 

In both the Rambler and Buick 
contests, dealers and the factory 
share the cost of points won by 
salesmen. American Motors will 
pay the full cost of salesmen’s 
points if a dealer reaches 60 per- 
cent of his quota by April 30. 

Imperial will award 45 trips to 
Paris to dealers who achieve the 
highest percentage of overquota 
sales. Dealers will compete in 
eight groups. The campaign was 
announced last week, but it ap- 
plies to all new ’60 and ’61 Im- 
perials sold between Oct. 1, 1960, 
and Sept. 30, 1961. 

In addition to rebates, trips and 
prizes, Dodge’s new incentive pro- 
gram includes gifts for the public. 

Dodge sends a “Golden Key” tie 
clasp to persons taking a demon- 
stration ride. The recipient can take 
the key to a Dodge dealership and 
have it made into an ignition key 
for his car. 


HELP WANTED 


our representatives will visit: 








DEARBORN, 


FORD MOTOR CREDIT CO. 


Branch Offices are being established by Ford Motor Credit 
Company in many additional U. S. cities. In the near future, 


METROPOLITAN NEW YORK AREA 


as well as 


UPSTATE NEW YORK 


To interview qualified applicants for the position of 


BRANCH MANAGER 


Applicants for this position, who have extensive and recent 
automotive sales finance experience and who have potential 
for higher responsibility, should immediately submit a resume, 
which will be held in complete confidence, to: 


Personnel Director 


FORD MOTOR CREDIT CO. 


20000 ROTUNDA DRIVE 


in 1946 after 24 years as an experimental 
designer for American Can Co. 
* * + 


William Y. Hunsberger 
PENNSBURG, Pa.—wWilliam Y, Huns- 
berger, 66, Chevrolet dealer here since 
1933, died Feb. 28 in a Sellersville (Pa.) 
hospital. 
* * * 


George A, Newman 
FARMVILLE, Va.—George A, Newman, 
70, an auto dealer here, died Feb. 21. 
* * * 


Charles J, Oswald 
GRAND RAPIDS, Mich.—Charles J, Os- 
wald, 81, who formerly sold the Baker 
= car and the Kissel car, died Feb. 
27. 


* * * 


Kellogg B, McCarthy 
EUREKA, Calif.—Kellogg B, McCarthy, 
73, an auto dealer and distributor in Eu- 
reka for 25 years, is dead. He was an oil 
distributor in Santa Barbara prior to enter- 


ing the auto business. 
* * * 


Anton B. Strope 
JEFFERSON CITY, Mo, — Anton B. 
Strope, 68, executive vice-president of 
Scheppers Motors Co, (International), died 


March 1. 
* * ok 


Willard J. Hare 

NOBLESVILLE, Ind, — Services were 
held March 2 for Willard J, Hare, 69, head 
of W. Hare & Son Chevrolet here, Early 
in his career he was engaged in the buggy 
manufacturing business with members of 
his family. 

* * + 


John W. Miller 
LANCASTER, Pa.—John W. Miller, 59, 
secretary of Wheatland Auto Co., died here 
Feb, 24 after a long illness. 
ok * * 


Edmund Ruffin 
DETROIT.—Edmund Ruffin, 65, retired 
General Motors public relations staff mem- 
ber, was found dead of a gunshot wound 
in his home March 6. Police said he had 
been despondent over cancer. 
* % * 


Guy A. Faubert 
MALONE, N, Y.—Guy A. Faubert, 32, 
president of Faubert Buick Sales, died of 
a heart attack Feb. 26. 
















HELP WANTED 


USED CAR MANAGER—One of Detroit’s 
oldest Buick dealers—good location, Must 
have experience and good references. 
Reply to Box 2329, c/o Automotive News, 
Detroit 7. 


WANTED: GENERAL SALES MANAGER 
for Ford dealership in North Carolina. 
Potential of 500 units with excellent fu- 
ture. Send complete résumé and photo 
if interested. Box 2320, c/o Automotive 
News, Detroit 7. 








SALES MANAGER 
FOR LARGE VOLUME FORD DEALER 


Must be young, ambitious, energetic, able to 
hire and train and direct large sales force— 
Must be dynamic closer. Established dealer 
with volume over |, new units. Located in 
the East. Excellent opportunity—many bene- 
fits. Box 2314, c/o Automotive News, Detroit 7. 












MICHIGAN 






SERVICE MANAGER—Age 36, married. 







TRUCK SALES MANAGER—Interested in 





SALES MANAGER—Qualified, 










HANDLING FORD PRODUCT, 
located in Connecticut, selling 600 new— | 






HELP WANTED 


BUSINESS MANAGER — Must be thor- 


oughly experienced in automotive account- 
ing, office management, budgeting, cost 
analysis, finance, insurance and general 
dealership management and planning. 
Will act as ‘‘second in command’’ to gen- 
eral manager, who devotes time primarily 
to sales. Must have ability to exercise 
authority and demand respect of person- 
nel. This is a challenging position for the 
man with ideas. Located in Baltimore, 
Maryland. Send complete résumé includ- 
ing recent photo to Box 2331, c/o Auto- 
motive News, Detroit 7. Our employes 
know of this ad. All replies will be held 
in strict confidence. 


GENERAL SALES MANAGER for multiple 
point Ford dealership in South Texas. A 
great opportunity for the right man. 
Dealership established in 1921 and com- 
plete new facilities built in 1957, Salary 
and percentage of net profit with option 
to purchase stock for the right man. Box 
2255, c/o Automotive News, Detroit 7. 





SALES 
REPRESENTATIVE 


National, top-rated auto parts manufacturer 
and distributor is expanding business and 
needs capable traveling salesmen, age 25-46, 
to sell industry's most outstanding line of 
over 5,000 fast-moving replacement parts, as- 
sortments and kits, Earnings $8,000 to $10,000 
first year, increasing every year. Paid vaca- 
tion, Complete, in-the-field training program 
at company expense. All supervisory positions 
filled from within. No investment required. 
Write today giving full work history and 
background. Box 2328, c/o Automotive News, 
Detroit 7, Michigan. 














SERVICE MANAGER — Unlimited ability 
for complete volume control, Ford or GM. 
Prefer East Coast Florida. Confidential. 


Box 2310, De- 


troit 7. 


c/o Automotive News, 


TEN YEARS MANAGER 100 car dealer- 


ship, four years office and credit man- 
ager 400 car dealership, Married, Protes- 
tant, desires office management, Box 
2316, c/o Automotive News, Detroit 7. 


BUSINESS MANAGER-ACCOUNTANT de- 


sires full responsibility credit, operating 
controls, office procedures, Heavy experi- 
ence parts and service, 16 years’ GM. 
Michigan resident, available two weeks. 
Present employer aware this ad. Box 
2271, c/o Automotive News, Detroit 7. 


NEW OR USED CAR MANAGER, Age 48 


with 25 years’ sales management experi- 
ence. Now with a Chevrolet dealer — 
available April 1st, New England terri- 
tory only. No family deals considered. 
Best of factory and dealer references. 
Box 2280, c/o Automotive News, De- 
troit 7. 


WANTED—POSITION IN AUTOMOBILE 


LEASING with a leasing firm or as an 
administrator for a company owned fleet 
or lessee. College graduate, experienced 
in all phases of leasing and systems. 
Have been employed by large national 
organization. Will relocate. References at 
executive level. Box 2315, c/o Automotive 
News, Detroit 7. 


Top flight administrator with 14 years’ 
experience in improving all phases of 
dealer service operation. Qualifications 
proved and supported by references. In- 
terested in position which offers oppor- 
tunities in exchange for qualifications. 
Will relocate. Box 2317, c/o Automotive 
News, Detroit 7. 


making a connection with a factory or 
volume truck dealer who needs to sell 
motor trucks. Qualified and experienced 
in all phases of truck sales, both gaso- 
line and diesel. Box 2318, c/o Automo- 
tive News, Detroit 7. 

now em- 
ployed Chevrolet metropolitan New York 
dealer. Excellent zone and dealer refer- 
ences. 43 years old. Portland, Oregon 
area preferred. Will settle in Portland 
May 20th, 1961. Box 2319, c/o Automo- 
tive News, Detroit 7. 


DEALER ASSISTANT—Selling my Ford 
deal. Twenty-five years’ experience, 
twelve as owner, other in sales and man- 
agement including management of metro- 
politan chain deal, Can relieve you of 
Many responsibilities, C. Hudson, Box 
368, Butler, Ala. 

DEALERSHIPS AVAILABLE 


centrally 





600 used yearly, with increase potentiality. 
Outright sale $125,000 or will consider 
working or non-working partner. Buy-out 
arrangement can be worked out—$60,000 
cash required. P. O. Box 338, New Haven, 
Connecticut. 


DEALERSHIPS AVAILABLE 
EE TNR ARNT RELIC AE TART TOI REI 
FLORIDA DEALERSHIP 
Handling Chrysler, Plymouth, Valiant 
Sharing Miami market, located just outside 
in low rent focation. Absentee management 
forces sale, 300-car potential. $1.00 for $1.00 


parts, $10,000 furniture and fixtures. No blue 
sky. Box 2305, c/o Automotive News, Detroit 7. 


AUTO DEALERSHIP, San Joaquin Valley 
central California, 15 years established. 
Town 12,000, best of locations. Wonder- 
ful facilities with large showroom. Han- 
dling compact and import franchises. A 
money-maker if properly financed and 
managed. Reasonable with no ‘‘blue sky’’ 
conditions, Would consider qualified part- 
ner with experience in sales and money 
to invest. Write Box 2263, c/o Automo- 
tive News, Detroit 7. 


HANDLING FORD, MERCURY, COMET 
in town of 2,500. Large trade territory 
in heart of good wheat and cattle coun- 
try. Good clean competition, Box 2276, 
c/o Automotive News, Detroit 7, 


HANDLING FORD—Small town Northern 
Ohio. Great opportunity for young man 
with some experience in automobile busi- 
ness. $14,000 buys complete set-up; parts 
inventory, service equipment, fully equip- 
ped office. Factory approval necessary. 
Low overhead. Box 2312, c/o Automotive 
News, Detroit 7. 


FOR SALE OR LEASE—Most modern au- 
tomobile facility in middlewest. Harding 
Road and Ingersoll Avenue, Des Moines, 
Iowa. Land area 510 feet by 133 feet. 
Building currently 22,200 sq, feet; can be 
enlarged to entirely open area of 25,800 
sq. feet, Formerly Dodge-Plymouth agen- 
cy. Both contracts now open. Building 
completely multi-purpose, Contact Box 
2308, c/o Automotive News, Detroit 7. 


DEALERSHIP HANDLING STUDEBAK- 


ER, prosperous community, ideal climate. 
Parts, equipment $7,500, Rent $100 
month, Box 2297, c/o Automotive News, 
Detroit 7. 


FOR SALE IN COLORADO, dealership han- 


dling Chevrolet, 35 miles from Denver. 
Excellent agricultural area—planning po- 
tential 60. $16,000 will handle. Inquire 
L. W. Burchfield, Jr., Box 207, Strasburg, 
Colorado. 


DEALERSHIP HANDLING CHEVROLET 
in New Jersey, 100-car planning poten- 
tial. Low overhead, lease available, well 
equipped service and parts department. 
Must have factory approval. Owner re- 
tiring. Box 2332, c/o Automotive News, 
Detroit 7. 


DEALERSHIP HANDLING RAMBLER in 
Southern California town of 25,000, with 
trade area of 75,000; 300-car deal with 
best service facilities in town and large 
used-car lot adjoining. Will sell at depre- 
ciated book value. No used cars or ac- 
counts receivable to buy, Plymouth-Val- 
iant franchise also available in this loca- 
tion. Call Vernon Claycamp, WaAlInut 
5-8628, Santa Maria, California. 


A REAL SWEETHEART, handling Pontiac- 
Oldsmobile dual in a town of 20,000. 1960 
was a good profit year—we have over 
40% of the M.P.C.—our biggest month 
was 72 new and used. Parts sales led 
the zone in 1960, service is excellent. A 
going, top-rate organization with experts 
in all departments. I am purchasing a 
large metropolitan GM dealership and 
must sell this deal first. Reply to Box 
2333, c/o Automotive News, Detroit 7. 








DEALERSHIPS AVAILABLE 
FOR SALE—One of the BIG THREE deal- 
ership. City over 200,000 population, trade 
area over 700,000. Estimated yearly po- 


tential over 900 new cars. Located on 
Florida’s west coast. Most desirable 
lease—no facilities to purchase—compact 
operation—only fixed assets to buy. Write 
Box oo c/o Automotive News, De- 
troit 7. 


SOUTHEASTERN UNITED STATES— 


Handling Ford-Falcon. Fine industrial 
community, plenty of payroll, wonderful 
climate foothills Blue Ridge Mountains. 
Fine place to settle down. Population 
near 5,000. No used cars, accounts, beau- 
tiful modern building-lease only. Excel- 
lent used car market—no used dealers in 
town. No nearby wheelers. A going and 
established operation requiring small in- 
vestment. I’ moving into bigger deal 
and must sell. Box 2326, c/o Automo- 
tive News, Detroit 7. 


HANDLING OLDSMOBILE—i30 planning 
potential with popular import. New Mex- 
ico, finest facilities available, with profit- 
able lease, excellent equipment. Live in 
climate that is invigorating year around. 
Unlimited growth possibilities. for area. 
Factory approval necessary for this es- 
tablished agency. Box 2327, c/o Automo- 
tive News, Detroit 7. 

DEALERSHIP HANDLING OLDSMOBILE 
—suburban midwest growth area. Pres- 
ently selling more than 500 new per year. 
Purchase only a minimum parts and 
equipment inventory. Modern facilities 
for lease. Box 2287, c/o Automotive 
News, Detroit 7. 

SOUTHERN CALIFORNIA Handling 
GMC and Willys in growing beach com- 
munity with brand new 6,000 capacity 
boat harbor. Owner has other deal and 
needs to sell. Will talk any reasonable 
terms on fixed assets or take active part- 
ner, Box 2323, c/o Automotive News, 
Detroit 7. 

DEAL OF A LIFETIME: Dealership han- 
dling Cadillac and Olds in diversified 
industrial Wisconsin city of 10,000 peo- 
ple. No real estate, Good lease with best 
location in city. 1960 sales exceeded 450 
sales of new and used. Need factory 


approval; arthritis reason for selling. 
Box 2324, c/o Automotive News, De- 
troit 7. 


DEALERSHIP WANTED 
WILL PAY CASH for volume Ford, Chev- 
rolet or GM dual in warm climate. Have 
ample money and automobile dealership 
experience, Negotiations strictly confiden- 
tial. Ready to buy, Box 2330, c/o Auto- 
motive News, Detroit 7. 


NEW YORK CITY, LONG ISLAND, OR 


WESTCHESTER—Cash, buy all or part- 
nership. Aggressive, top sales manager, 
well experienced with successful record. 


Box 2321, c/o Automotive News, De- 
troit 7. 
GM OR FORD, single—dual, Ohio-Michi- 


gan, 200-400 potential. Factory approved 
former dealer. Buy-out or buy-in. Re- 
plies confidential. Box 2322, c/o Automo- 
tive News, Detroit 7. 


DEALER SERVICES 


My Clients Paid $500 


Dealer clients happily paid an average of 
$100 each for these hard-hitting, solid-sell- 
ing new car ads. They really sold cars, 


will probably work for you, too. Easily 
adapted, everything you need. 

YOU GET THE SAME FOR $5 
All five ads for $5. Satisfaction guaranteed. 


250 Whalley Ave., 


Tarrant Adv. Agency, Bi. oY tent 
° nn, de ; 


New Haven, Conn, 


DEALERSHIPS AVAILABLE 











TRIUMPH 


Franchises Available 


Dealer franchises available in Illi- 
nois, Indiana, lowa, Minnesota, 


Missouri, North 





Dakota, South 


Dakota, Wisconsin. 


Write Box 2304, c/o Automotive 
News, Detroit 7. 











ce at 














DEALER SERVICES 


GET ACQUAINTED OFFER—Your letter- 
head brings you 50 dealer sales aids 
free! No obligation. Peterson’s Advertis- 
ing, Dundee, Illinois. 





TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Furniture—Equipment—Machiner y—Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and insurance 
Write for free 
“Hidden Earning Pewer”" booklet. 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 
WEbster 3-6445 
| PR AEE OEEIO TST SATIN TE TRIOS SEG TE 





1961 Auto Costs! 


Discover how much your Deal's cars really 
cost. The book, "AUTO COSTS,"' gives you 
the factory invoice prices of all 1961 American 
cars, 25 foreign cars, 4 American trucks, and 
all their equipment. Used by dealers and 
banks nationwide. Order your ‘6! edition 


today for only $10—three year subscription $18 
(including all supplements). 


AUTO COSTS, Spencer Publishing Company, 
Liberty, N. Y. 








CAR STOLEN—1958 Olds ‘‘98’’ 4-dr. hard- 
top, power steering, brakes, windows and 
seat. Black with white top, red interior. 
Real sharp. North Carolina ’60 tag un- 
known. ID #589A05554. Tony’s Used 
Cars, 600 S. Dixie Hwy., Melbourne, Flor- 
ida. PA. 3-2830. 


CARS FOR SALE 


IMPORTANT NOTICE 


Dealers are cautioned that before 
purchasing any import automobiles 
or trucks, they should be sure to 
check the seller as to what, if any, 
excise taxes and duties have not 
been paid on the vehicles. 





61 Volkswagens 


Fully Americanized 


* 
IN STOCK 
Immediate Delivery 








cd 
Excise Taxes Paid 
MINIATURE VEHICLES 
277 Clinton Ave., Newark, N. J. 
N. J. phone: Bigelow 2-6161 
N. Y. phone: WHitehall 3-7390 
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OARS FOR SALE 


VOLKSWAGENS 
1961s—All Models 
IMMEDIATE DELIVERY 


Will Ship to Any Port 
CHECK OUR PRICES 


CAR WHOLESALERS, INC. 
1555 Jerome Ave., New York 52, N. Y. 
CYpress 9-8040 





1961 
VOLKSWAGENS 


Ghias, Convertibles, Buses 
to all ports. 
1960s, 1959s, etc. 


EXCISE TAXES PAID 
FULLY AMERICANIZED 


It pays to check with us first. 
We can't be beat. 
e 


Call, Write or Wire 


F. & D. TRADING CORP. 
200 W. 72nd St., New York 4 
Ask for Zigi—TR 3-5727 


250 


CITY OF CHICAGO 


POLICE CARS 
59.'58-'57 FORDS 
‘59 FORDS FROM 


‘395 


MUST SELL IN LOTS OF FOUR 
PHONE, WRITE OR WIRE 


Park Plymouth Motors 


6600 W. NORTH AVE. 
NA 2-6424 CHICAGO, ILL. 











SEE PAGE 22 
for the nation's 
TOP AUTO AUCTIONS 








CARS FOR SALE 


clean used cars! 
you need ’em— 


HERTZ 


has ’em! 





All in top shape, clean and sharp — real bell ringers! 
Chevys, Fords, Plymouths, Buicks, Cadillacs, Pontiacs. 
Sedans, hardtops, wagons and converts! 

You name it, we’ve got it—in fast-selling, colors — 
equipped with power steering, R & H, automatic trans- 
mission, many with power brakes — the works! 


1959 and ’60 models are now available at Hertz offices 


across the country. 


CALL THE HERTZ MANAGER IN YOUR CITY TODAY 


or 
write : Mr. I. E. Spatig, The Hertz Corporation, 
* 660 Madison Avenue, N. Y., Tel. PL 2-2000 





CARS FOR SALE 


DEALERS: 


USE THESE AS PRICE LEADERS 
IN YOUR USED-CAR ADS— 


THERE'S NO 
DIFFERENCE BETWEEN 
ORDINARY PASSENGER 

CARS & TAXICABS 


This was the fleet you read about 
in the April issue of Life magazine 
and see on television. 


e Absolutely the finest 
used cabs we have 
ever seen 
The earliest rebuilt en- 
gine was September, 
the latest October 31 
Universal will ship 
anywhere in the United 
States with bonded 
driver for $50 plus gas 
Complete records and 
mechanical data avail- 
able on each of these 


1959 FORDS 


CUSTOM 300 


‘425 


Regular 1959 FORDS 
$275 - $325 


UNIVERSAL 
AUTO 
WHOLESALERS 


885 COMMUNIPAW AVE., 
JERSEY CITY, N.J. 
Phone HE 5-8400 
N. Y. BO 9-0216 
Larry Shandel, Mgr. 

On U. S. Truck Rt. No. |, 4 miles from 


Newark Airport, and 2 miles from 
Exit 15, Jersey Turnpike. 





Ample Supply of 


CLEAN 
USED 
CARS 


1960 - 1959 - 1958 


MOST MAKES 


CURRY 


CHEVROLET 


B'way & 133rd St., N. Y. C. 
Ed Hogan AD 4-6000 











CARS WANTED 





WANTED! 
Used Valiants, Comets, 
Falcons, Corvairs, Larks 

All Models 
CHesapeake 3-2313, Wire or Call Collect 


Rand Motors, Inc. 
801 South Western, Chicago 12, Ill. 








NEED CASH 
IN A HURRY? 


We will buy your complete stock of used cars 
from 10 to 100 at a time. 
Call or mail us a list 
(200-mile radius of Johnstown). 


PRISTOW'S MOTOR SALES 
JOHNSTOWN, PA. 
Phone: 32-3131 and ask for Frank 





CARS WANTED 


"60 MODELS 
WANTED 


Buicks, Pontiacs, Mercurys, Edsels, DeSotos 


AUTOMOBILE EXCHANGE 
1111 Saviers Road, Oxnard, California 





WANTED—LATE MODEL WRECKS and 
Police cars. Ed Matt, 55 Madison Ave., 
Paterson, N. J. SHerwood 2-4488. 


CADILLAC’ LIMOUSINES — Sharp ’60s, 
’59s, "58s. Franz Ridgway, BE 4-6611, 
2836 N, E, Sandy, Portland 12, Oregon. 


PARTS FOR SALE 


LLOYD PARTS for all models. Complete 
stock. Fast service. Foreign Cars Corpo- 
ration, 1812 South Andrews Ave., Fort 


Latderdale, Florida. JA 2-7491. 


LLOYD PARTS—complete stock, Prompt 


shipment, Greene County Motors, Cats- 
kill, New York, Phone: 2000. 


BRAND NEW CONTINENTAL AUTO- 
MOBILE refrigerated air conditioners for 
Volkswagens. Still in factory cartons. 
FOB $195, lists for $350. Also brand 
new quarter-scale Model T Ford road- 
sters, rear gasoline engines—retail over 
$400, discount down to $195. FOB. Large 
enough for one adult and one child, Real 
traffic stoppers. Norwood, German Car 
Co., 10th and Adams, Amarillo, Texas. 

FOREIGN CAR PARTS LIQUIDATION. 
Over $97,000.00 close out Jaguar, Volvo, 
Hillman, MG, Alpha, Triumph, Mercedes 
and service, excellent dis- 
count. Jack Pry, Ltd., 1539 Pennsylvania 
aaee 8. E., Washington 3, Dd. Cc LU 


SHOP EQUIPMENT FOR SALE 


LARGE NEON MERCURY SIGN — good 


conditign——$125.00. C. S. Snyder & Sons, 
Orrville, Ohio. MU 2-2040. 


ACCESSORIES FOR SALE 














PORTABLE DUAL CONTROLS 


Recommended for Driver-Education Cars by 
the Auto-Industry Highway Safety Committee 
and by Clrevrolet, Ford, Plymouth and Ram- 
bler for all their models, including compacts. 
Automatic transmission $25; standard $30. 





eeer back guarantee. PORTABLE DUAL 
OLS; INC., 1701 Balmoral, Detroit 3, 
Mich. 

MISCELLANEOUS 


Swiss Watches For Premiums 
Mens | J sport watch $2.95 each. 
Mens | J water resistant . . . . $4.25 each. 
Mens | J rhinestone dial .. . $4.75 each. 
Ladies | J sport watch $3.80 each. 
Ladies | J water resistant . . . $5.00 each. 
Min, | dozen, leather straps . . . 25¢ each. 
Expansion bracelets, 60c ea. Free catalog. 


TRANSWORLD, 565 5th Ave., N. Y. C. 17 


NEW ROADKING 
with Roguier Draw Beam” 9-30)90 
SEAM oe AND STEERING $59°° 


Universal Wrist Action Bar 
TRAIL KING * $9750 
BALL BAR . ese 37 


i WITH ADJUST- 
LONG 36” DRAW 


Compac-Tow Intra- * 50 
State Tri-Bar .... $37 
* SPECIAL, 3 FOR $100.00 





Automatic BraKinG 


WITH THE UNIVERSAL 
“WRIST ACTION" $6 yy 


Incldg. BRAKE HOOK-UP 
QUANTITY USERS—GET OUR 
DIRECT FACTORY DEAL 


Tow Bar Sales Co. 


Exclusive Factory Distributor 
DE 2-0700 AN 3-8888 Nites: BA 8717 


Call Collect '$ Reo0 nae 
40 So. Clinton St., Chicago 6, Ill. 


‘New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [J 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 


Cee eee eee meee eee eee eee eeeeseeeees 


Seem eee eee sere eee ee eeeeeseeeeeese 


TRADE CONNECTION: 
Truck Dealer [J 


Car Dealer [] 


Jobber [] Insurance [[] 


Make of Car.acccccccccccccsescveces 





COPPER EERE EHH E EHH HEE EEE 


CORRE Eee HEHEHE HEHEHE EEE 
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MISCELLANEOUS 
WHY SETTLE FOR LESS... 


No Other Tow Bar 
Can Give You These 
Outstanding Engineering Features 


*CADALLOY STEEL CAST 
COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 


e 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL "V" 
SECTIONS TO RESIST 
STRAIN & STRESS. 


*Cadalloy Steel Castings 
Minimum Yield Point: 
46,000 Lbs. Per Square Inch 


* 
UNIVERSAL SWIVEL ACTION 
ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 
FOR SMOOTH & SAFE 
TOWING. 


BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 


* 
THE SUPERIOR 
BLUE CHIP 


TOW PILOT 


With Lubricated Automatic Brake 
and Brake Cable 


Dealers’ List Price, F.O.B. Factory. . .$69.80 


Dealers’ 25% Discount .......... 17.45 
Standard yay Large $52.35 
Adapter Clamps Fed. Tax. Inc. 
THE FAMOUS 
MOTO-MATIC 


TOW GUIDE 


With Universal Swivel Action! 
Four Clamp Hook-Up 


Dealers’ List F.O.B. Factory ................ $59.80 


Dealers’ 25%, Discount ..................0.+ 14.95 
Dealers’ Net with 4 

Standard plus 2 Large $44.85 
Adapter Clamps Fed. Tax. Inc. 


“ON THE BALL" 


TOW PILOT 


with *Cadalloy Steel Safety Coupler 


Dealers’ List F.O.B. Factory ................ $51.00 
Dealers’ 25% Discount ............::::00000 


lers’ ith 
Senda piv 3 large $38.25 
Adapter Clamps Fed. Tax. Inc. 


Substantial Discounts 
To Distributors 
Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 
“Leaders in the Industry 
since 1939" 
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Manufacturer [] 


Financial [] Supplier [] 
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uranium ore haulers, tells how Spicer main and auxiliary transmissions 


Arthur Corradini, superintendent of McFarland & Hullinger, 


save time and money in hauls over rugged Western terrain 


“Our rigs negotiate some of the steepest 
mountain roads in the country,” says Mr. 
Corradini. “About 50% of our routes are 
over off-highway dirt and gravel roads. Tem- 
peratures range from 10° below zero to 105° 
above—at times, our trucks fight 8-foot-high 
snow drifts. Even when the roads are plowed 
we have to ‘grind’ over 18 inches of packed 
snow! 


“Our drivers drive these trucks over rough 
roads and up steep inclines seven days a 
week, two shifts a day. Each truck logs 
about 10,000 miles a month. Our fleet con- 
sists of 46 Kenworth trucks—and they’re all 
equipped with Spicer 4-speed main and 
Spicer 4-speed auxiliary transmissions. 
Clutches, by the way, are Spicer 14-inch 
2-plate models. Universal joints are Spicer 
1700 Series at the forward end and 1600 
Series at the rear end. 


“Why do we specify Spicer components 
for both original equipment and replace- 
ment? That’s easy to explain. Their dura- 


bility has enabled us to hold costly service 
trips down, and we can keep a small parts 
inventory because Spicer replacement parts 
are readily available everywhere we operate 
—Colorado, Utah, Arizona, Nevada, Cali- 
fornia and Wyoming.” 


FOR TRUCK DEALERS THIS MEANS... 
that you can help your customers save dollars 
—and plenty of them—by recommending 
Spicer components when they buy new trucks. 


Tear this page out—and show it to your 
customers. Let the facts and the experience 
of McFarland & Hullinger speak for them- 
selves. Here’s proof—and only one example 
among thousands—that Spicer components 
cut operating costs as no others can. 


Want names of other fleets that specify 
Spicer and save? We'll be glad to send them 
to you. And, if you want to know what Spicer 
components are available, write the truck 
manufacturer or Dana Corporation, Toledo 
1, Ohio. 


SPECIFY SPICER! 


Spicer 


CORPORATION 





Toledo 1, Ohio 


Bee 


Arthur Corradini, right, inspects Spicer 1700 Series universal 





joint after mechanic Lawrence Schaublino has pronounced 
it ready for many more thousands of miles. 





Ratios of the Spicer 8045 4-speed main transmissions in 
these Kenworth trucks are so spaced that they are func- 
tionally split or compounded with the ratios of the Spicer 
8341 4-speed auxiliary transmissions. This provides a gear 
ratio for every operating need—speed, torque, power and 
economy—in the rough, rugged ore hauling business in 
which McFarland & Hullinger are engaged. Benefits of this 
wide, flexible range of gear ratios are (1) bigger payloads 
can be hauled (2) more trips can be made (3) maintenance 
and operating cost is.lower. 














